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Universal Wrench for the Universal 
Car. It handlés almost any job from 
changing a spark plug or a tire to 

taking down the motor. Its ability to reach 
the 4th connecting rod nuts easily without 


taking out the motor simplifies one of the 
most aggravating repair jobs on the Ford Car. 





The buy word for Good Tools 


HERBRAND 


AUTOMOBILE TOOLS 


THE HERBRAND COMPANY, FREMONT, OHIO. VU. Ss. A-« 











Circulation of this issue, 19,000 copies 
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How Wide a Circle Can You Draw? 


All around you, stretching to the farthest limits of your town and 
into towns beyond, lie the homes to which you might sell silverware. 
Some of the dwellers in these homes already buy at your store—their 
faces are so familiar that you call them “regular customers.” But 
there are others who seldom enter your store. It is to these others, 
particularly, that the new 1847 Rogers Bros. advertising is addressed. 
Month after month, through this year, it will dramatize on the pages 
of the leading women’s publications the many incidents in these 
homes that show their need of silverware. And it will sell to them 
1847 Rogers Bros. Silverplate. 


How wide a sales circle can you draw? It depends, in large meas- 
ure, on the use you make of this new and larger advertising campaign. 
Stock “1847 Rogers Bros.” For advertising and display helps write 
to Sales Promotion Department, International Silver Company, 


Meriden, Conn. 


1847 ROGERS BROS. 


SILVERPLAT E 
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A Hammer 
Criterion! 


V&B Vanadium Hammers have 
long been the criterion of com- 
parison! 


Made from special V & B formula 
vanadium steel, (4) handled with 
the finest hand-shaved second 
growth white hickory, and (5) 
inspected and approved by the 
Underwriters’ Laboratories, they 
are uniquely superior. The (2) 
patented Vaughan’s Expansion 
Wedge firmly “Jocks the handle 
tight—and is absolutely positive 
insurance of a tight head at all 
times. The octagon neck, (1) and 
round-faced pattern is neat and 
practical, and the special non-slip 
claw firmly grips either a brad or 
a spike. The wax hole (6) is a 
feature especially appreciated by 
those who work with hard wood. 


The special-shaped handle and 
head of the tool gives a hammer 
of minimum vibration and nice 
balance—has created a steadily 
growing demand. Stock them— 
it pays! 


VANADIUM 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 
(Makers Of Fire Foots 
2114 Carroll Ave. ~ ~ Chicago, ll U.S.A, 
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Why 
a number of 
Serew Driver 
Displays 


are necessary We 
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New No. 40 
Matchless Assortment 


February 14, 1924 





No. 55 
“Qh-Kay”’ Assortment 


An Advertisement 
Based on Facts 


The Wide Field 


for Screw Driver Sales 


Remember this is a mechanical age, wherever we look 
we see things fastened or adjusted with screws. The car- 
penter, cabinet maker, machinist, electrician, millwright, 
engineer, autoist, motorcyclist, bicyclist, etc., all use 
screw drivers. 


On the farm, in the shop, at our homes, screw drivers 
are indispensable—their uses are almost without limit. 
You can’t have too many screw driver displays. Use a 
full window display occasionally to show that you sell 
complete assortment styles. 


Some of the Many Uses 


Screw Drivers Are Put to 


Screw drivers are often used to open boxes, paint cans, 
pry up windows, pry corks out of bottles, crack ice and 
sometimes as an emergency stove poker. 


Such uses put them in bad condition quite frequently 
and the house-wife can be sold a new screw driver very 
easily if she is REMINDED by an attractive display of 
these tools. Keep your Display Stands working for you 
and refill whenever the stock gets low. 


No. 60 Matchless Shock Proof 


Assortment 


An exceptionally fine driver for light 

work. Handles are made of special 

composition rubber. Will not crack or 
chip and give perfect insulation. 





The Bridgeport 
Hardware 
Mfs. Corp. 


Bridgeport, Conn.., 
U.S.A. 


Why Screw Driver Sales 
Are Often Retarded 


Recent investigation showed that the reason why some 
dealers do not sell more screw drivers is because they 
class them with other mechanics tools, such as hammers, 
saws, planes, pliers, etc., and overlook the fact that prac- 
tically everyone uses screw drivers. So display them 
LIBERALLY and PROMINENTLY. 


While the average person may frequently get along for 
awhile without some or all of the tools mentioned they 
always find more or less use for screw drivers. 


Why More Than One 
Display Is Necessary 

No ONE Display will reach ALL classes, nor will ONE 
size or type of Screw Driver answer for ALL kinds of 
work. Mechanics must have suitable sizes—most of them 


carry from three to six screw drivers in their tool kits. 
Every home has one screw driver and many keep two sizes. 


We recommend the following assortments: No. 40 
Matchless, No. 55 “Oh-Kay,” No. 35 Reliance and No. 44 
Trusty. Our Newest No. 60 Shock-Proof Screw Driver 
Assortment for Electrical Work is also in great demand. 


Please order by number. Your jobber will supply you. 


No. 35 Reliance Assortment 
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“HERE’S WHY I RECOMMEND 

Str: SAWS 

TO MY FELLOW HARDWARE DEALERS” 
E. C. FOWLER WINS $10.00 


c/o THE BIDWELL HARDWARE CO., HARTFORD, CONN. 





Mr. Fowler’s letter should convince the most skeptical dealer that he should handle Atkins 
Silver Steel Saws. We are receiving a great many letters along this same line, and we would be 
very glad to refer you to numerous other dealers if you do not think it would pay to handle 
Atkins Saws: 


Hartford, Connecticut. 
E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 


In deciding on a line of saws to sell, the Atkins is a good brand to tie up to as it has so 
many good points, quality, finish, the taper ground blade, and the Perfection handle. 


The Silver Steel of which the blade is made insures its quality, while the Damaskeen and 
Mirror finish cannot be excelled. Added to the above good reasons, the promptness with 
which orders are filled and the readiness of E. C. Atkins & Company to adjust all complaints, 
together with extensive advertising, makes it an ideal line to carry. 


Twenty years experience with the Company has proved them to have a straightforward 
business policy which is A-1. 


We are selling more Atkins Saws this year than ever. 


Yours very truly, 
THE BIDWELL HARDWARE CO. 
Edw. C. Fowler 


SEND US A LETTER 


As this contest has just started, there are plenty of opportunities for you to win one of the $10.00 
checks. Each week during the remainder of the year we will give someone'this amount for send- 
ing us a letter on the above named subject. Our only requirements are that the letter be written 
on the stationery of the concern with whom you are connected, and that this dealer handles Atkins 
Saws. If we accept the letter for publication we will forward you the check. Anyone not receiv- 
ing a $10.00 prize will receive a valuable souvenir. 


Address all communications to Contest Editor, c/o E. C. Atkins & Co., Indianapolis, Ind. 


A FEW POINTERS ON ATKINS 
NO. 540 SILVER STEEL CROSS CUT SAW 








This saw is very popular for cutting oak and other hardwoods. It is used by woodsmen, farm- | 
ers and others, who prefer quality. The blade is of Silver Steel, segment ground, which makes it 
a fast-cutting, easy running saw. 1 


Write for our Cross Cut Saw book which sho ws our complete line of Cross Cut Saws. 


VAAN: “ATKINS ALWAYS AWMEAD? he 11 1112 
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The Mechanie 


Knows 
the Difference 


Sales Agents 


J.C. McCARTY & CO., 29 Murray St., N. Y. 
J.H. GRAHAM & Co.. 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


“In business since 184]” 
Worcester Mass. 
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“Somebody Sells All Those Lamps 
Why Shouldn’t It Be Myself?’’ 


Stand in your doorway tonight or look around on your way 
home and see the thousands of lights. Each light means one or 
more lamps. Somebody sold all those lamps—and made a profit 
un each! 





Mr. Hardware Dealer, your store is the logical headquarters 
for electric lamps for your whole neighborhood. You are con- 
veniently located. You have better facilities for selling lamps 
than almost any other class of trade. 


But people must know that you sell lamps! Puta Nitrogon dis-; 

play in your window. Have lamps on display inside. Tell 

your clerks to suggest lamps to customers. You can sell a big 

percentage of all the lamps used in your neighborhood—if you 
keep everybody reminded that you 
carry lamps! 





Nitrogon Electric Company, Inc. 
Newark, New Jersey 
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i H-18 H-16 
Hard-Service Padlocks Popular Price Padlocks 


H-17 H-15 
Automobile and Sports- Highest Quality Padlocks 


men Padlocks 


DESCRIPTION MET AL SELLING DEVICES 


Size—1134 x 231% inches 


yee Pps ar A further development of a Yale retail merchandising 
Furnished with and with- idea—the Yale all-metal padlock selling devices. 

rane 30 vena THEY ARE FURNISHED FREE—the only charge 
Suggested retail price list 

attached to reverse side being for the padlocks mounted on them. 

of display. 


These attractive silent salesmen work while the man 
behind the counter is engaged elsewhere. They sug- 
gest needs to the customer who would otherwise not 
have thought of purchasing a padlock and thus create 
new business which, quickens the turnover and in 
creases profits. 

Order one or more of these displays— attach them 
to the uprights of the shelving where they can be 
seen, and carry a good stock to meet the greater 
demand for Yale padlocks which is sure to follow. 

The name YALE helps make the sale. 

Ask for our Selling Device Booklet —or write your 
jobber. | 

The Yale & Towne Mfg. Co. 


Stamford, Conn., U. S. A. Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 
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YALE PADLOCKS 








) Padiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks. Trunk Locks, Door Clasers. Bank Locks. Prison Locks 
PEERS TEED SELLE IEEE NES SIRE EN NE NN RIE 
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How can you be sure that you are giving 
your customers the greatest rope value 
their money can buy? 

Most all rope Jooks alike. Yet one piece 
may be spun from inferior fibre into a 
rope that will last but a short while and 
snap under strain. And the other is of 
pure, selected manila fibre; skillfully and 
honestly spun into extra strong, long 
wearing rope—the kind you want to sell 
your customers. 

The way to give them dependable rope 
that builds your reputation for handling 
quality products, and brings repeat 
orders, is to look inside. 

H. & A. “Blue Heart”? Manila Rope 
has a distinctive mark of quality—that 








‘They look alike ssi 
one builds repeat business 


quickly-recognized blue thread marker 
in the center between the strands (not 
on the outside). This sure identification 
not only makes it easier for you to sell 
the first time, but gains permanent cus- 
tomers for you as well. 

It is a guarantee of rope spun from pure, 
long manila fibre by skilled rope makers, 
rope that will wear longer and deliver 
without fail the strength you have a 
right to expect. 

You can depend, too, upon H. & A. 
‘fRed Heart’”’ Sisal Rope, spun from pure 
sisal fibre by the same skilled rope 
makers. 

Build a permanent rope business in your 
territory with the famous H. & A. brands. 





cut by insects. 





H. & A. “Star Brand” Binder Twine 


evenly spun from the best fibres, is of full yardage, ample strength, 
and is used from coast to coast by farmers who claim it is never 








The Hooven & Allison Company 


‘‘Spinners of Fine Cordage since 1869’’ 
XENIA, OHIO 


MILLS: 
Cincinnati, Ohio 
Xenia, Ohio 





MILLS: 
North Kansas City, Mo. 
Covington, Ky. 
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H&A “Blue Heart” Manila Rope 


= © 1924, The Hooven & Allison Co. Trade-Mark Reg. U. S. Pat. Office 
: — 
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This is a model of Whitco Case- 
ment and Transom Hardware 
which we send without cost, to- 
gether with literature and dis- 
play cards, to Hardware dealers 
who wish to put themselves in 
position to supply the demand 
for this epoch making departure 
from the old-fashioned systems 
of casement windows and tran- 
som control, 


Send orders and inquiries 
to nearest distributor. 


AAA Ru AE HU AAA; 


LOOK OUT! 
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There Is Bound To Be a Big Demand for 
Whitco Casement and Transom Hardware 


Weare using full page space every month in Architectural Record, 
Pencil Points, American Builder, National Builder, and Small 
Homes, as well as cataloging our proauct in Sweet’s, and the 
enthusiastic opinion of the architects, owners, and Hardware 
Dealers who are using and supplying Whitco Hardware means that 
you should carry it in stock.’ You will be at:a disadvantage if you 


cannot supply it. 


Whitco Hardware has so many unique advantages that when the 
call comes for it no substitute will be accepted. 


Retail price, ti In Rust-Proof Steel 
atten : = gs $2 a ine trimmed) a $1.75 


We protect the Hardware Trade. Whitco Hardware is sold only 
through the retail Hardware dealer. 


We shall be glad to send full information regarding Whitco Hardware on request. 


Write for discounts and for information about the mounted model 
and literature which we send without charge. 


VINCENT WHITNEY OMPANY 
MANUFACTURERS ¥¥ HARDWARE) SPECIALTIES 


Western Distributors: Eastern Distributors: 
SAN FRANCISCO, CAL. 


VINCENT WHITNEY CO. H. E. HOLBROOK CO. 
365 Market Street CALEDONIA, N. Y. 444-447 Mass. Trust Bldg. 


San Francisco Boston 
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SIMONDS 
Hack Saws 


Made of high grade 
tungsten steel which is 
toughened by a Simonds 
process, Simonds Hack 
Saw Blades are de- 
signed for hard cutting 
service. 


They cut with less resis- 
tance and outwear 
others. Hardware Deal- 
ers find Simonds Blades 
satisfy users and there- 
fore retain customers. 


Simonds Quality is 
First Quality 


Write for selling propo- 
sition and Dealers’ Dis- 
counts. 






They 
Do Not Break 


-Or 


Shell Teeth 








Attractive Counter Display Free 


A very attractive counter display card in colors as in colors is given dealers who order four gross of 
shown herewith is now available for dealers. It is hack saw blades. This cabinet is a most efficient 


FREE. Or a handy metal case with foreground sient salesman. 
Order yours today. 


SIMONDS 


Saw and Steel Company 


“The Saw Makers” 
SAN FRANCISCO, CAL. 
WASH. 


CHICAGO, ILL. ; FITCHBURG, MASS. SEATTLE, 


DETROIT. MICH. 
MONTREAL. QUE. 
NEW ORLEANS, LA MEMPHIS, TENN. PORTLAND, ORE. VANCOUVER, B.C. 











’ ; N 
LOCKPORT, N. Y. LONDON, ENGLAND ST. JOHN, N. B. 
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“The Fastest and Cleanest 
Stove [ ever used’’ 


Women are delighted with the remarkable speed and clean- 











Sarety 








liness of the Kitchenkook. Operating under air pressure, 
direct contact flame, no heat wasting “chimneys make it 50 
to 100 per cent hotter than ordinary gasoline or oil stoves. 





This is a reproduction of a photo- 


The clear blue flame is free from smoke, soot and odor, not graph made while the stove was 
. burning. Do you know of any other 
only when the stove is new, but permanently. stove which will stand this test? 


KITCHEN KOOK 





THE IDEAL COOK STOVE 


Takes but a moment to light the master burner which may 
immediately be turned to any size flame desired. It also pro- 
duces gas for the additional burners which are turned on or 
off like city gas. Hundreds of dealers have doubled their 
stove sales with Albert Lea Kitchenkook. Write for full 
details about this better, safer stove and our exclusive dealer 
terms. 


American Gas Machine Company, Inc. 
Albert Lea, Minn. New York, N. Y. 
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SIXTIETH ANNIVERSARY 1924 


TACKLE BLOCKS 


LOW PRICES 
HAVE STIMULATED BUSINESS 


Blocks 


Union  ‘3°% 





For Manila Rope 


Fig. 8 Fig. 602 


~ AMSO STEEL BLOCKS FOR WIRE ROPE 


CARGO HOISTERS 
Send Us Your Specifications for Special Blocks 





Our 37 Years’ Manufacturing Experience Is at Your Service 


We Carry a Large Stock 
and Are Shipping Promptly 


LOOK FOR THIS BRAND 





Fig. 34 Fig. 143 


MANUFACTURED BY 


UNION HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 


New York Office: 151 Chambers Street 
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Why Henry & Allen Stillsons 


are Better Stillsons : 


Because they are made strong at every point of strain, by 
a better distribution of metal. 

ecause they actually take not only the size pipe for 
which they are intended, but also many standard fit- 
tings tor that size. 

Because the material used is the best steel for wrenches 
that can be obtained, made from our own special 
formula. 


Because the treatment increases the natural toughness of 
the steel, and hardens the teeth deep enough to prevent 
crushing under terrific pressure. 


Because Henry & Allen wrenches are full hand polished— 
a better finish for a better product. 


Because we have been making wrench forgings for over 
20 years and all the experience of those years is used 
to make a better wrench. 


Henry & Allen wrenches—‘‘The Wrench with the Red Nut”— 
help sell themselves by their packing. 6” to 14” sizes inclusive 
are packed in individual containers and the 10” with wood handle, 
or “Household” size, is packed six in an attractive lithographed 
display carton. This makes them easy to stock and quick to find. 
And clean packages need no wrapping. All this saves space, time 
and labor, and is more economical for you. 






Ask your jobber or write us for more facts. 





HENRY & ALLEN, Auburn, N. Y. 


Henry & Allen 


N WRENCH 


STILL 
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COPPER KING 


SOLID COPPER 
NICKEL PLATED 


*8 TEA KETTLE 


which can be sold to consumer for— 


The “Copper King” Kettle is a only through quantity production 
special that will introduce your in but one size. We are willing to 
store to many new customers, and offer a kettle at this price, in 
which will introduce these cus- order that you can use it as a 














tomers to Rome Copper Utensils. special in further popularizing (on and East of the 
For the quality of this kettle, and the Rome Utensils among your Mississippi River.) 
for the inherent goodness of cop- CUStomers. 

per, the price at which it can be Our offer is truly a business builder, ee 59 (West of the 
sold is truly extraordinary. for never was such quality offered at —— Mississippi River.) 


tS So : so low a price. See your jobber or 
Such a low price is made possible write us. 








4e0n*ne0ee2e 


-~ ADVERTISING DEPT. 





FOLDERS IMPRINTED WITH YOUR NAME 














- 
2 
Write for a quantity of 2 color a ROME MANUFACTURING CO. 
folders featuring the ‘Copper wt ROME, N. Y. ° 
King” Kettle. We'll gladly im- at 
i d detailed inf tion about the “Copper 
print your name on them FREE aa King” Sean aaneteh capeies the name and address 
OF COST. a given below on .......--. “Copper King” folders. 
ie (Please print or stamp plainly name and address.) 
” 
e ag 
. | ale. Se ee ed a ae he Aaa we oO 
2 atl 
4 Te wo Es bed bee ws Se eee ss en eb eure 
c EE EEE ee ree ee Teer re eee rere Teer: Cf Pek eee ee eee eee 
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Our business in ALUMOS 
has grown like this 


IN 1921 we started to manufacture an alumi- 
1 92 | num skate on an entirely new principle—an 
aluminum body and steel runner molded to- 
¥ sa gether in practically one piece. The idea took, 
everybody liked them—so we started in to try 

to supply the next year’s demand. 








IN 1922 our problem was to get 

l 922 enough production—we couldn’t 
| fill the orders which came pouring 
in from all over the country for this 
new kind of skate which people had 
heard about and were asking for. 







wee 








1923 











TTL tt 
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IN 1923 we bought a big new factory and equipped it with every mod- 
ern facility for skate production. Our old customers increased their 
orders and we got several new ones. People who had bought Alumos 
the year before told their friends about them. We got a lot of word 
of mouth advertising and we did some advertising ourselves, and we 
sold a lot of skates. So did Alumo dealers. 


And for 1924—are you going to sell ALUMOS, too? 


Ask your jobber for samples and detailed information, or write di- 
rect to us. 7 


INTERNATIONAL DEVELOPMENT CO. 
Sole Owners of Alumo Skate Patents ' 
Malden, Mass. 


Alumo Skates 
and Skating Shoes 
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illions of Boys 


AGE 17 








Will Read 
About This 
New Rifle 


N February we start one of the strongest advertis- 
ing campaigns ever placed before the boys of 
America to tell them about one of the most re- 

markable rifles ever made for boys. 

This is the first time a really high-grade .22 calibre 
Repeating Rifle has ever been placed on the market 
for such a sensationally low price as $12.00. Many 
have wondered how we.can give such unusual value 
for so little money. 

The new Hamilton Repeater has all the features 
that mark the highest priced repeaters. Gracefully 
turned and polished stock and forearm of black wal- 
nut, blued steel barrel, built up by our special process 
of laminated steel over a real bronze-rifled bore. Safety 
trigger lock, smooth pump action repeating mechanism, 
adjustable sight, side ejection—every feature the gun- 
wise boy or man will expect in a gun selling for twice 
the price. 

We show here only the first of our large advertise- 

ments that will appear regularly throughout the year 
in the leading boys’ publications: The American Boy, 
Boy’s Life, Lone Scout, Boy’s World, and the Boy’s 
Magazine, with a combined circulation of over a 
million copies. It is estimated that over 10 million 
boys read these magazines every month. 
Hundreds of these boys, perhaps thousands, live near 
your store. There is bound to be a big interest in 
this new Hamilton if you display it. Order from your 
jobber today, or write us for descriptive circular and 
prices. 


C. J. HAMILTON & SON 


321 Hamilton" St., Plymouth, Michigan 





22 Calibre 
cating Rifle 
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The world’s finest and fastest cooking oil ranges. 
The equal of gas in cooking speed—the equal 


of any range in convenience and appearance. 


One hundred thousand users in its first year 
is the remarkable sales record of this highest 
quality New Perfection range—and every sale 
brings a good profit to the dealer. 


Six models, two of them with built-in, heat- 
retaining ovens make up the line. Today no 
stock of cook stoves is complete without them. 


«wP ERFECTION 


& Oil Ranges with Superfex Burners 
She 100% Gomplete Oil Stove Line 2 









































uv FSD 


RP re eae a 


ae 





’ = be ~ eS nM 


February 14, 1924 HARDWARE AGE 


19 





>, # & * @& ff 
*y FF *F OF © 


PURITAN OVEN 
CPURITAN NO 24>) 


a 3 
~ 


V 


‘ 
i 
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For those who prefer the “short chimney” oil 
stove the Puritan line offers the most depend- 
able and economical service available. 

The exclusive patented reversible oil reservoir, quickly 
removable screw top wick tube and special inner com- 
bustion tube that is guaranteed for the life of the stove, 
together with New Perfection quality in material and 
workmanship, give the Puritan stove many sales ad- 
vantages over all other short chimney models. 


Three sizes—two, three and four burners— make 
up the line. Warming cabinets in either black or white 
finish for three and four burner models. 


«PURITAN * 


ae Oil Cook Stoves and Ovens 













o)6UO/he [OOK Complete Oil Stove Line 


CD 
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Blue Chimney Burner 
Faster ‘More Economical 


Theremarkable increase in cook- 
ing heat and the greater fuel 
economy of this new burner, are 
due to its new double-wall, 
double-draft construction. 

The picture above shows how the 
EXTRA volume of air drawn in through 
the small holes around the chimney, is 
converted into an ADDED 
ring of intense cooking heat. 
This quicker cooking cuts 
down fuel consumption. 





This Improved 1924 Blue Chimney New 
Perfection introduces a new era of faster 
cooking and greater economy and con- 
venience in moderately priced oil stoves. 


(Jwo Three and 
Tour Burner Models 


‘ Now Ready 
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: ' Faster Cooking, More Eco- 
te nomical, Better Looking, New 
é Straight Leg Design, Extra 








sf Shelf Space, Higher, Roomier 
; Top. 
: NEW PERFECTION 
; Live Heat Ovens 
A new and larger model, No. 242 GE, has been 
added to the line of NewPerfection and Puritan 
Ovens this year. It meets the demand for an 
The dealer who carries this newest of all New extra large ae se will —— large 
. 2 ‘ size roaster or four ten-inch pie tins. 
Perfections together with Superfex, Puritan and the New Perfection “Live Heat” 






long established “30 line” of Blue Chimney Stoves 
is prepared to meet the needs of every oil stove 
prospect in his community. 


Ovens give perfect baking re- 
sults on both oil and gas stoves. 


Built by the world’s largest oil stove manufacturer 
and backed by thirty years of leadership, New 
Perfection and Puritan stoves today enjoy the en- 
thusiastic support of nearly five million actual users. 


Year ’Round Advertising 


Month in and month out New Perfection adver- 
tising is being broadcasted to every farming com- 
munity, village, town and city. Color will be used 
throughout the year. 


Local Support for Dealers 


In addition to this nation wide blanket of the oil 
stove market, local newspapers will be used in hun- 
dreds of marketing centers to increase the sale of 
New Perfection ranges, stoves and ovens in 1924. 








The New Perfection Dealer Catalog, lists : 
* » . 0, . " 
dae gp in “* 100 Jo complete oil stove hb thete thie tetas ht od 
: ine. you havent a copy write us. famous ‘‘30 Line’ of Blue Chim- 
‘ ney New Perfections, used today 
THE CLEVELAND METAL PRODUCTS CoO. in over four million homes, offer 
7102 Platt Avenue Cleveland, Ohio a value that is unequalled in the 


oil stove field. This long estab- 
lished line, in sizes and styles for 
every need, completely satisfies 
the call for a low priced, depend- 
able, economical oil cook stove. 





Branches and Distributors in Principal 
Cities. In Canada write the Perfection 
Stove Co. Ltd., Sarnia, Ont. 


ERFECTIO 


Oil Cook Stoves and Ovens 
ES OE aes Ol ions Line a 
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when you see a man 
take a rabbit out of 
an empty hat— 


When some ‘wise’ bird tells you that his par- 
ticular brand of bait is better than AL FOSS 
Pork Rind Minnows—that’s MORE BUNK. 


Dealers who have stocked them and anglers 
who have used them are unanimous in their 


declaration that AL FOSS Lures are the goods. 


45c— Bass, Musky =F very 


Sizes 


SHIMMY WIGGLER—ORIENTAL WIGGLER 
LITTLE EGYPT WIGGLER > 
SHIMMYETTE FLY ROD WIGGLER 


pas emt = 209) 












2 OR 58 OZ. 






has an in-built propensity for fish-getting that nothing can camouflage. 
Rabbits do NOT come out of empty hats. Business is NOT built up on 
‘something just as good.’ Better stock genuine AL FOSS Lures for 1924. 





LITTLE EGYPT WIGGLER 


SHIMMY WIGGLER 
Weight, 2 oz.- 75c 





or % oz., $1.00 











SHIMMYETTE FLY ROD WIGGLER ORIENTAL — 
Weight 1-20 oz., 50c 4 or % oz., $1. 
(used with our fly spinner pork) All Red, Ail White, or Red and White 








AL FOSS 


1728 Columbus Road Cleveland, Ohio 


Let us send you full particulars regarding the latest AL FOSS creation, 
the JAZZ WIGGLER—a 50c lure 
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ADventages of the 
Exclusive Kyanize 
Agency 

1. Increased sales. 
2. Smaller inventory. 


3. Less sales expense. 
4. Increased reputation. 


5. Steve stable busi- ‘ iT NJ FW _ 
| QLD TOP” 


Kyanize 


TOP & SEAT 
DRESSING 


SAVE IT WITH Kyanize 


Sj seg2e 


Sell to the Motorist 


—we supply the advertising. 
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S 
~ = =~ VERY car owner is a prospect for Kyanize Top an 
S wo rs i -= Seat Dressing— 
SN —- = Most car owners can be interested in Kyanize Motor 
NS oe, — Car Enamels. 
~ x SS a «aan The sales helps shown here will supply the buying wedge 
Sa S Ow. _ that converts INTEREST into SALES. ; 
S Ss: 47 ; These two Kyanize products were created purposely for 
RNS Se ae to paint —— | owner use and thousands of car owners have used them 
\ =~ — - —————J 
RS oa your bil —— successfully. 
SAS — 11¢ Send the coupon below for our quick selling trial assort- 
N= tomo ment. This motor car business is too good to miss! 
\ BOSTON VARNISH CO. 
A liberal supply Everett Station Boston (49) Mass. 
Fe p 0 ; 7S Chicago Warehouse and Office, 525 W. Rocsevelt Road 
piso BM . San Francisco Warehouse and Office, 1151 Mission St. 


| i 
i BOSTON VARNISH CO., i 
, Everett Station, Boston (49), Mass. | 
Send details trial assortment of Motor Car i 
Specialties. i 
{ 
Re, ATS ng ce ee ee Derr 
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OUR dealer will gladly let you examine a 
Smith and Wesson Superior Revolver. The 
sturdy external appearance serves only to lead 
to the finer qualities of balance, precision, and 


reliability that justify its reputation. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. 


Address Department N 


\& H js = 
Ny 


fl hi il 


a 








No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 


Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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The “‘Lucky Dog’’ Kind 


BASEBALL Week 


begins April 5, and in order to make 
it bigger and better than ever, start 
planning your campaigns for the open- 
ing of the Baseball Season now. 


D & M Baseball Goods coupled with 
the special “Lucky Dog” advertising, 
which will be out in time for Baseball 
Week, will make a mighty attractive 
window and will help sell your goods. 


Remember it is the Sporting Goods 
themselves that you. wish to sell. 
Create a desire for them by a window 
full of D & M goods that will carry 
your message to your trade better than 
anything else. 


The “Lucky Dog” line for 1924 is 
bigger and finer than ever. Get your 
dealer information from your jobber 
or direct from us. New Catalogue 
and dealers’ price list are yours for 
the asking. 


THE DRAPER-MAYARD CO. 
Plymouth, New Hampshire 
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Front cover of 
New D & M Catalogue 
for 1924 
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a Table St 
to sell at $42 


Removable Element—easily cleaned. Cooking Surface—reinfor 
Ebonized Handle—easy to manipu- cleaned. 

late. Replaceable Unit— easily and quickly 
Fibre Feet—will not scorch or mar replaced by any dealer. 

any surface. Removable Appliance na 
Finish — nickel, highly polished. ingly convenient. 


The New HOTPOINT TABLE STOVE 


Catalog No. 116 D29 Wattage 660 Standard Package 3 


Order from Your Jobber NOW 
Delivery Will Be Made Out of Stock 














Dimensions: Cook- 
ing surface 6 inches 
by 6 inches. Height 
2% inches. Weight: 
packed, 3 pounds; un- 
packed, 2% pounds. 
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The introduction 
of this stove by 
a nationally- 
own manu 
turer at last pro- 
vides the Ameri- 
can public with a 
rtable Cooking 
rvant of the 
highest quality at 
a price everybody 
can afford and 
will gladly pay. 
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Prepare 


HIS new Hotpoint Table Stove is deservedly 
destined to be one of the fastest-selling num- 
bers you ever put in stock. 


An enormous demand for this table stove is as- 
sured by its convenience and the unlimited uses to 
which it can be put—for toasting, for frying, for 
boiling. 

Its compact and attractive design make it usable 
in the kitchen for the breakfast bacon or for toast, in 
the bathroom for that hurry-up shave, in the bed- 
room for heating baby’s milk, or on a teacart in the 
living room for the evening fudge party or for an 
after-theatre rarebit. It can be readily slipped into 
a traveling bag for trips or outings. 
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«~Get Your Share 
of this 3/oi/oinL Table Stove Business 


National advertising in The Saturday Evening 
Post, Ladies’ Home Journal, and other magazines 
and newspapers will greatly multiply the natural 
demand for this, the newest addition to the Hot- 
point Family of Table Servants. 


The public, because of the unfaltering service ren- 
dered by all Hotpoint Servants, will recognize this 
as the standard of dependability in table stoves. 


The new stove is made according to the same 
high standards which characterize all Hotpoint 
Servants, and while produced to sell at the excep- 
tionally low price of $4.95, you can safely sell it 
to your customers with perfect assurance that it 
will render absolute satisfaction. 






O22 a a D> 2 >> >> 








>> 





The Hotpoint Sales Promotion Department is fully prepared and will 
gladly furnish a complete assortment of ready-to-use newspaper ads, window 
cards, and folders exploiting this new Table Servant. Simply address: 


EDISON ELECTRIC APPLIANCE CO.,, Inc. 


5600 West Taylor Street : Chicago, IIl. 
BOSTON NEW YORK CHICAGO ATLANTA SALT LAKE CITY ONTARIO, CALIFORNIA 
CLEVELAND ST. LOUIS 


Also Makers of a Complete Line of Hotpoint Electric Ranges 








333353533 >>> >>> > > FO > SS 
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Hunting Clothes 
—that bring Cus- 
tomers back 





Coats with Blood 
Proof Pockets 


This patented coat allows no blood to 
seep through the game pocket to stain 
the clothing or rot the coat. This fea- 
ture will help you get turn-over be- 
sides giving the customer satisfaction 


that will bring him back. 


Both Waterproof and 
Standard Coats 

ALSO— 
Laced Breeches with reinforced seat and 
front. 
Long Trousers with reinforced seat and 
front. 
Shell Vests. 
Caps. 


If our salesman does not call on you, 
please write us. 


THE GEM SHIRT CO. 


316 S. PERRY ST. DAYTON, OHIO 
Manufacturers and Patentees 




















from 
Driving 
Iron 
to 
Putter 








Burke The, 
Golfrite 
IRONS 


O remarkable has been the suc- 
cess of the famous Burke 

Golfrite woods that after two sea- 
sons of study and experimentation, 
Burke now announces GOLFRITE 
IRONS. | 
Here they are—all eight of them— 
so that with the Burke Golfrite 
woods this line now covers every 
shot in golf. 
They are assembled from specially 
hand-forged steel heads, with extra 
selectéd hickory shafts worked in a 
manner to produce equal balance on 
all clubs. Once you learn the bal- 
ance of any one of these clubs you 
know the balance of all; they are all 
alike. 
To the golfer who has _ been 
bothered by variability of balance in 
clubs this Golfrite line is a godsend; 
it will be the means of noteworthy 
decreases in scoring. 











This means greater sales for you. To assure prompt 
Spring delivery, orders should be placed now. 


GRAND PRIZE 


BURK 


“LBS - BAGS - BAL* 


If not available at your local distributors, write 


THE BURKE GOLF COMPANY, NEWARK, OHIO 


February 14, 1924 
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““MAUSER” 


The World Famous Automatic 
Pocket Pistols 


No. 700—Calibre .25, 10-shot Pocket, Genuine Mauser Auto- 
matic. Trade price $9.00. 


No. 701—Calibre .25, 7-shot Vest-Pocket, Genuine Mauser 
Automatic. Trade price $9.00. 


No. 702—Calibre .32, 9-shot Pocket, Genuine Mauser Automatic. Trade price 
$10.00. 


These genuine Mauser Automatics are the best, simplest and most reliable 
made—not only so cheap, but so dependable. 


Principal Features of Mauser Automatic 


1. Ten, nine and eight shots re- 7. Considerable penetrative power. Genuine Mauser Combination Automatic and Wood 
spectively. 8. Substantial grip and good bal- Ss k-Hol 
2. entry d and simplicity of con- ance. tock-Molster 
struction. : t for clean- . 
3. Perfect workmanship. a ae A wonderful firearm of great power and range—a Carbine 
4. Great accuracy, increased by ° . 
special length of barrel. 10. Attractive appearance, absence and Pistol combined 
5. Reliability and safety. . a B ee 
onsequent absence ' ; , : : ; 
6. — A = BR wel pos sw Sa aye wom carried in the No. 715—7.63 calibre with 55%-in. barrel. This length pistol can 
ternally. , pocket. no longer be made under peace treaty; really good ones getting 
W le i t of very scarce. For efficiency, perfectly reliable working accuracy 
e are sole wnporters ee ney: this Se weapon stands in a class by itself. 
r ic 25.00. 
GENUINE ORIGINAL MAUSER SPORTING RIFLES ade price $25 


A Full Li f M 
30-06 Government Caliber Savte. also All Other Calibres and nadine auser Repair Parts always on hand 
Styles 


Genuine Mauser Ammunition for Above Pistol 


A. F. " T O E; G E-; R Sole Authorized Importer of Genuine 
226 East 42d Street New York, N. Y. MAUSER AND LUGER ARMS 


One Block from Grand Central Station and Mauser and Luger Ammunition and Repair Parts 
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Another Sign of 
the Times 


In fishing reels, this year the demand for the 
improved models, such as the Meisselbach free 
spool “Tripart,” “Takapart,” and especially the 
“Okeh,” will be far heavier than ever before. 


Everywhere, people are insisting on modern 
equipment, especially for their recreation. 


Beside marked smoothness and silence of action, 
rugged strength and handsome appearance, every 
Meisselbach has first of all the invaluable patented 
“takapart” feature—famous the world over. 
Necessary daily cleaning and oiling are accom- 
plished easily, instead of neglected as impossible. 


Meisselbach ‘“‘Okeh’”’ 
Bait Casting Reel 





In these bait casting models, the now almost The best in fly-casting and salt-water reels, too. 
equally well known Meisselbach free spool in- Order now for Spring delivery. Catalog and prices 
sures better casting, fewer backlashes. And in on request if you mention your jobber. 
the “Okeh” the highest perfection is reached . 
with the same free spool and the faultless new A. F. Meisselbach Mfg. Co., Inc. 
Meisselbach level winding mechanism. 25 West 45th Street, New York City 


Meisselbach 


Fishing Reels of Quality 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, 
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Erecting the Right Fence 
in the Right Place 


There was a time when the farmer did not give so much thought to putting the 
right fence in the right place on his land, but with the gradual development of diversi- 
fied farming, he finds it a necessity both from the standpoint of economy dnd satis- 


factory service. 


With the installation of new manufacturing equipment in our mills at an expendi- 
ture of several hundred thousand dollars we are prepared to meet the farmer’s fence re- 
quirements with a new and complete line of fences. 


ot o 866% On) % 
Columbia Pittsburgh Perfect 
HINGE-JOINT STIFF<STAY “a 
Fence Fence so 
Our complete line of fences includes both the “Columbia” Hinge-Joint and “Pitts- 
burgh Perfect” Stiff-Stay types in all the standard styles and weights of farm and 





kinds. 


steel wire. 


carloads giving you distinct advantage in prices and freight rates, 


Write to our nearest sales office for information about our exclusive 
agency proposition, or, if you wish, we will have our salesman call. 


‘ hh, 
4 
7 ee 





Pittsburgh Steel Company 





poultry fences; also the superb “Pittsburgh Perfect” Lawn and Flower Fences in sev- 
eral attractive designs. Our other products include gates, steel posts, barbed wire, an- 
nealed and galvanized wire, staples, wire corn cribs, bale ties and wire nails of all 


Our fences possess every quality desired for satisfaction both to dealer and consumer. 
They are made by the most modern machinery from heavily galvanized open hearth 


This newly completed line is being extensively advertised throughout the country 
in farm papers and by mail. You can buy all of your wire needs from us in mixed 
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SCREEN WIRE CLOTH 
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Made in even inch widths from 


throughout. 
18 to 48 inches. 


filler 


No. 34 gauge warp 


auge each way 
18 Mesh, No. 34 gauge filler 


No. 35 gauge warp 


Also Other Brands 
Cortland Black Enameled 


12 Mesh, No. 33 gauge each way 
White Metal Finish 


14 Mesh, No. 33 g 
16 Mesh, No. 33 gauge 


Galvo-Black 


Wickwire Bronze 


Premier 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


FACTORY AND MAIN OFFICE 
CORTLAND, NEW YORK, U. S. A. 


INCORPORATED 1892 


ESTABLISHED 1873 
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H.G. GIESE GA.NOONAN 


GIESE & NOONAN 


IF ITS HARDWARE WE HAVE IT 
AGENTS FOR 


CatoriC PIPELESS FURNACE F 


SHEET METAL MANUFACTURERS 
“EAST GRAND FORKS MINN. 





Hardware Age, 
New York City, N.1. 


Dear Editor: 

I noticed in Hardware Age an article telling of Burne & Goulding Hardware Company of 
Garden City, Kansas selling thirty-five electric washers in a fortnight. Giese & Noonan adopted 
eome of the "stunte" mentioned in that story,.and as a result beat that record, by selling 41 ma- 


chines in two weeks. It occurred to me that it would be of interest to your readers to learn of 





the experiences and methods of this firs. 
Yours truly 


508 Chestnut St. M.E.Bridston, 


Grand Forks, No. Dak. 








One Idea from Hardware Age 
Made a Record Sale for This Merchant | 


It is just such instances as the one cited 
above that prove the necessity of having 
your sales force read Hardware Age regu- 
larly. 


Suppose Mr. Bridston had “missed” that 
particular issue of Hardware Age. 





That record sale of forty-orie washing ma- 
chines in two weeks in a town of 2700 people 
would never have been made, and this 
story would remain unwritten. 


Think of it—reading how another hardware 
store sold thirty-five electric washers in two 
weeks and adopting similar methods re- 
sulted in even greater sales and profits. 


Hardware Age will come to you regularly 
for 52 weeks for $3.00. Where can you 
spend less than six cents a week that will 
so materially help your sales? 
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Win Mechanics 
Goodwill and Trade 


Sales 
Tips 


DY 


Chiet Rut! Stuf 


WAUSAU ABRASIVES C6. 
CHICAGE. WAUSAU WIS. 





Send for This 
Book 


It is full of inspira- 
tional sales ideas that 
will help The Man 
Behind the Counter 
win the good will and 
trade of mechanics. 


‘ | | 
Senapon il i 


( (ONTRACTORS, carpenters, paint- 

ers and other craftsmen are al- 
ways welcome visitors at your store. 
You like to see them come in because 
they are quantity buyers of profit-mak- 
ing tools and supplies. 


The mechanic is apt to judge a hard- 
ware store by its sandpaper. Bought 
at frequent intervals, he remembers 
where he got it and associates the 
whole store’s stocks by the way that 
little piece of sandpaper cuts and 
wears, 


Wausau “Ruff-Stuff’ is made 
from our own quartz, mined in our 
own quarries; crushed, ground and re- 
fined in our own plants, and fixed with 
the best quality of hide glue to 
Wausau-made long fiber paper made 
specially for us. | 


Your jobber carries a full line of 
sizes and grits. Say “‘Ruff-Stuff” on 
your order. Accept nothing else. 
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WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, WIS., U. S. A. 


Branch Houses 
WAUSAU ABRASIVES CO. 


Chicago St. Louis 
Detroit Cleveland 
New York Los Angeles 





Pacific and Mountain States 
SPRAKE SALES CO., INC. 


Los Angeles San Francisco 
Port!and Denver 
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To see the Line 
is to admire it 





To see the complete line of National Hardware is 
to like it, and to be impressed by its business-like 
look, its sheer attraction and exceedingly prepossess- 
ing outward appearance. 


To examine each individual piece is to admire the 
ingenuity and thought expressed in its practical 
design. 





To sell the famous National Hardware is to ex- 
perience a genuine satisfaction in its ease of sale— 
its prompt delivery—its rapid turnover—liberal 
profits and sure repeat business. 


The way to begin selling it is to have a National 
Salesman call to see you—we do business direct with 
the retailer. Each one of our men is a specialist in 
Builders’ Hardware. 


; ae or . 
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A postcard brings one to you. 


National Manufacturing Co. 
Sterling, Illinois 





No. 24 Cottage Door Latch 


Made especially for light weight doors, such as screen doors, 
storm doors. An equally fine market exists for it all year 
round and you shouldn’t be without an adequate stock. 


~ 


Made entirely of steel—nicely japanned in the characteristic 
National manner. Possesses long, graceful lines exception- 
ally pleasing to the eye and fitting it for use on best types of 
homes. 





Packed one in box with screws. The National Salesman will 
supply you. 


Natienal 


suilders' Hardware 
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Washing Machine Sales Increase 
OBBERS In 1923-Hardware Retailer 
Makes Gain of 202% 





Proportion of sales 


Proportion of sales 
through dealers 


through jobbers 



















IGURES on the distribution of washing machines through all dealers 27 per cent, or $7,759,260 was through 

compiled by the American Washing Machine Associa- hardware retailers. é 

tion reveal some of the outstanding tendencies in In 1923 the total sale of washing machines was $82,000,- 5 
modern distribution methods, and show the conspicuous 000. Of this amount 57 per cent, or $46,740,000 was 
position that the hardware retailer occupies as a merchant through dealers of all sorts. Of this amount 20 per cent, é 
of electrical equipment. or $9,348,000, was through hardware retailers. : 

For example, the figures furnished by the American Summing this up, in 1922 the hardware retailer sold ‘ 
Washing Machine Association show that the hard- washing machines to the amount of $7,759,000. In 1923 i 
ware retailer increased his washing machine business the hardware retailers’ sales of washing machines 
20% per cent in 1923 over 1922. In 1922 the total sale amounted to $9,348,000, an increase of $1,589,000, or 
of washing machines amounted to $60,500,000. Of this about 20% per cent increase over 1922. 
amount 47% per cent, or approximately $28,738,000, was These figures are worth careful study by all students 
through retailers of all kinds. “Of this $28,738,000 sold of merchandising tendencies. 
lg 51% 
52 Io 
41°Io 
Gas and Power 20/70 A1% 40% 
Water Power 28,555 | 
Hand Power 105,403 
Ifo 1% eh 
1921 1922 1923 1921 1922 1923 921 1922 1923 
Electrics, 554.36/ Jobbers Dealers F Direct 


Percentage of sales through jobbers, dealers and direct 


Relative comparison of types manufac- 
for past three years 


tured in 1923 
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EXTRACTS FROM EXECUTIVE SECRETARY'S ANNUAL REPORT 











DISTRIBUTION OF SALES IN 1923 mS a 
ALES 
Measured in Value—Not Unite Compariéon with 
1923 1922 MONTHLY 
ERS eer 41% AVERAGE 
EE) dees 660 0 6086.8 57% MONTHLY -—-——“—, 
EE. a ek in on 6 ewe 2% NUMBER AVERAGE GAIN LOSS 
’ . , HORE POW ...0. cccveces 105,403 8,783 er 27 a 
Jobbers’ 41% as follows: Water Power ........... 28.555 2:379 Saas 53 7 
Electrical Jobbers.... 66% Gas and Power.......... 20,170 1,680 cies 3 at 
Hardware Jobbers... 26% ES, 5:06duccwwineneny 554,361 46,196 10,952 a 
Implement Jobbers.. 1% ———_ —_—_—_- ome ; 
Miscellaneous ....... 7% i. vaeséiebare Kindebe 707,924 59,038 10,336 
Dealers’ 57% as follows: RETAIL VALUE OF SALES : 
SE 5. cu cieew die 24% PERCENTAGE LAST ; 
+ achewria -peerr rT. Tet tn OF TOTAL YEAR 
oe 7 teen so : oom Flan@ Power «2.052000. $ 2,213,463 2.6% 2.8% 
Department Stores... 11% Water Power............. 828095 1% 1.2%, 
Central Stations..... 13% Gas and Power...... .... 2,030,000 2.4% 3.4% 
PUTCO ciccccccss 16% EE ae ge adc cae 77,056,179 94% 92.6% 
Implement and Mis- » pia and 
cellaneous ........6. 1% De el $82,127,737 100% 100% ) 
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One of the sporting goods windows of the Liberty Hardware Co., Vincennes, Ind., featuring golf, tennis and baseball goods 
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Golf Equipment —- Service 


= Increased Profits 


decided to go in for golf, and 

during that year one of the 
most attractive golf courses in the 
Middle West was opened in that 
town. William F. Pelzer realized 
that the golfers would have to buy 
equipment and that the sales of this 
equipment would bring handsome 
profits to some Vincennes hardware 
store. He accordingly decided that 
the Liberty Hardware Co. store, of 
which he was the manager, would be 
the one to get the business. 

Shortly after the club’s_ open- 
ing, word was received that the 
Indiana State golf champion was 
scheduled te visit Vincennes. Mr. 
Pelzer accordingly made an appoint- 
ment with him and asked his advice 
regarding the handling of a first 
class line of golf equipment, includ- 
ing clubs, balls and bags. Acting 
upon the champion’s advice, he 
placed an order for some medium 
priced clubs, medium priced because 
be wished to feel his way into the 
golf business without an excessively 
heavy investment. He felt also that 
many beginners would take up golf 
who would not wish to purchase ex- 
pensive equipment at the start. 


B ‘ccc: in 1922, Vincennes, Ind., 


Information for Prospects 


He began by furnishing every 
member of the club with a complete 
set of catalogs, rule books and score 
cards, which he had obtained from 
the manufacturers. This literature 
bore the stamped imprint of the 
stere. Armed with the club’s mem- 


bership list, prospective membership 


list, guests and a list he had made up 
of others who would likely join the 
club, Mr. Pelzer set about to build 
up sales of golf equipment. 

In commenting on the subject, Mr. 
Pelzer said recently: 

“We are continually displaying 
golf goods. Our rack is so located 
that anyone can walk up to it, select 
a club and swing it about to his 
heart’s content, without interfering 
with any other customer. Golfers 
always want to try clubs before buy- 
ing, and the dealer should provide 
ample space for this purpose wher- 
ever possible. 


Can Try Out Clubs 


“We have a Craig golf meter up- 
stairs where customers may try clubs 
before buying. This device permits 
the player to swing on a tethered 
ball and gives a true impression on 
the adaptability of the club for that 
particular person. 

“Frequently we run special sales 
on balls in order to stimulate sales in 
the general golf line. A man buys 
balls and often becomes interested in 
a club, which he buys. We always 
encourage him to inspect our display 
of clubs, calling his attention to one 
type of club. 

“‘We stamp the customer’s name on 
each ball free of charge. This little 
service alone helps us to sell a large 
quantity of balls. While we never 
solicit anyone on the links, we fre- 
quently make sales when playing. 
By making it a rule to use new clubs, 
we attract attention and other golf- 


ers ask to try our clubs. We are glad 
to grant this request for it leads 
to many sales on the spot. 

“We carry a good line of bags and 
have had a wonderful business in 
that line. We are able to hold our 
golf customers because we _ give 
courteous service on replacements in 
case any defects are found in the 
club. Such things happen occasion- 
ally and we have found the factory 
willing to make equitable adjust- 
ments in regard to replacements. 

“Our golf customers are so well 
taken care of that they tell their 
friends to come to us when golf 
equipment is needed. Our customers 
know that we handle a quality line 
selected for its worth and made by 
a manufacturer who will stand be- 
hind every product. They are glad 
to recommend us. We often have 
new customers tell us of friends 
who advised them to buy golf goods 
from the Liberty Hardware Co. 


Goes Well With Other Lines 


“Golf goods fit in well with our 
other sporting goods. We go in for 
a full line of sporting goods and have 
found it most satisfactory and 
profitable.” 

Golf is a popular game in this 
country and its popularity is in- 
creasing every year. There is hardly 
a county in the forty-eight States 
that does not boast of at least one 
golf course. There are golfers and 
prospective golfers in your town. 
Find out who they are and sell them 
their clubs, balls and bags. 
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Household 
Hardware Brings 
Housewives 


io Kiefer’s 


HERE are two kinds of hard- 
ware stores—general and 
specialized. It is a hard matter 
to really say that most of the so- 
called general hardware stores are 
what the name implies, as quite often 
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Few housewives pass this showcase of Kiefer’s without 


one or two lines will predominate. 
For example, a merchant may think 
he has a general hardware store and 
yet he places most of his efforts on 
the builders’ or shelf hardware. An- 
other merchant may devote the 
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A corner of the A. L. Kiefer Co. store, Milwaukee, Wis., which gives a slight idea of the way in 
which this firm concentrates on housewares 
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looking over its contents 


largest share of his efforts .to the 
stove lines. In either case the store 
may be a general store, but at the 
same time it is highly specialized in 
one or two departments. 

There are other hardware stores 
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that enter the specialized field and 
devote practically all of their atten- 
tion to that one particular field. For 
the average sized town or city, the 
ideal hardware store is the one that 
is well balanced in all departments. 
The merchants put just as much 
time, thought and energy in the 
paint department as in the electrical 
or automobile accessories. These 
are the stores that make the big 
money and do the big business be- 
cause they have really become 
specialized general hardware stores. 
They can serve efficiently all classes 
of trade. 

In the big cities it is possible for 
the specialized hardware store to 
operate successfully because of the 
larger number of inhabitants and 
the demand for one particular line. 
The A. L. Kiefer Co., Milwaukee, 
Wis., is a highly specialized success- 
ful hardware store and caters prin- 
cipally to the home owner trade. A 
full line of hardware is carried but 
the household end of it is featured 
strongly. 


The Housewives’ Rendezvous 


The housewives and home owners 
know that almost anything they 
need for the kitchen or house can 
be found at Kiefer’s. Such lines are 
their specialty. It is a delightful 
place for the housewife to shop be- 
cause there is nothing known to her 
which cannot be found there. 

As you enter the front door you 
see one of the electrical appliance 
cases. The shelves are neatly trim- 
med with shelf paper and the stock 
is displayed in an inviting manner. 
The top of the case is lined with 
stoneware tea pots and other shelves 
have the porcelain or crockery 
kitchen sets. A washing machine is 


right is view as are bird cages, 
trash baskets, kitchen stools, etc. 





When Kiefer’s displays housewares, mighty little is forgotten. 
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Every nook and corner of the de- 
partment has its own attractive ar- 
rangement of ‘merchandise. The il- 
lustration on the preceding page 
shows the attractiveness of this 
corner. Everything is spic-and-span, 
clean and shining. There isn’t a 
mold or a thing known to the 
culinary art that is not on display 
in this corner. The latest “kinks” 
in the kitchen world are always pre- 
dominantly displayed. 

Mr. Kiefer has made it a policy 
not only to keep the things usually 
demanded, but to stock a lot of the 
attractive and unusual things. There 
are not many stores where you will 
find such an assortment of white 
and blue kitchen clocks, artistically 
colored crockery ware and beautiful 
as well as useful little helps that 
make the kitchen a delightful place 
instead of a workshop of toil. 

A wide aisle permits the shopper 
to pass down between the display 
tables of white enameled ware and 
aluminum goods. Everything is 
within easy reach of the customer 
and everything in this department 
of the store is in plain sight. Mr. 
Kiefer did a remarkable thing when 
he managed to keep so much mer- 
chandise out where it could be seen. 


Quality Emphasized 

Mrs. Clara E. MacDonald, in this 
department, has studied salesman- 
ship from all its angles. She knows 
that it is necessary to make every 
sale upon the basis of quality alone. 
Mr. Kiefer handles nothing but the 
standard lines and has introduced 
so many of the finest types of mer- 
chandise into this department that 
quality, after all, is the only basis 
upon which sales can be made. 

Milwaukee is a city large’ enough 
to have plenty of people who want 
the best, and it pays Mr. Kiefer to 
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run this department upon a quality 
basis. In ordinary parlance, this 
class of trade is known as “high 
grade,” consequently it is necessary 
to merchandise in a high grade 
fashion and supply salespeople who 
know how to handle this class of 
business. 

Mrs. MacDonald can sell a little 
crockery custard cup with just as 
much ease as she can lead a pros- 
pective purchaser through the in- 
tricacies of an iceless refrigerator, 
but she secretly admits that she 
“loves to make the big sales.” 


Serve the Housewife! 


In the general hardware store, 
where there is not enough business 
to warrant such an extensive stock 
as carried by thig concern, more 
could be done toward bringing the 
household departments up to the 
high standard set by this Milwaukee 
store, without adding materially to 
overhead costs or stock investments. 
There would be only one result, and 
that would be—increased business 
and increased profits. Why? Be- 
cause the housewife, the large pur- 
chaser for the home, would come to 
the hardware store for all of her 
household requirements. Her trade 
is distinctly well worth cultivating. 
Many hardware stores owe their in- 
creased business to the housewife, 
and they have demonstrated it to 
their own satisfaction. There is not 
a business in the world like the hard- 
ware store nor one that is so well 
equipped to serve the housewife. 

The hardware store of today, for 
the ordinary town, is a specialized 
general hardware store. The lati- 
tude is wide in the selection of the 
merchandise and hardware mer- 
chants can cover the field profitably 
by specializing in all of their de- 
partments. 


This window serves to prove the assertion 
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The Hennepin Hardware Co., Minneapolis, Minn., tied up with National Baseball Week and put an element of local interest in 
its window by featuring the pictures of the local professional team 


A Quartet of Sporting Goods 


broad line and has an all-year 
market, hardware dealers have 
found that spring is the banner 


LTHOUGH sporting goods is a 


Successes 


tennis goods, baseball goods, bathing 
suits, basehall uniforms in the spring 
and summer, and football and basket- 
ball equipment in the fall and winter. 


season for sales. This may be well._Frederick has no bathing place and 


expected as there 
are more outdoor 
games requiring 
equipment than 
there are indoor 
games. And it may 
be added that out- 
door sports prob- 
ably have more de- 
votees who help 
sales. 

Historical Fred- 
erick, Md., with a 
population of 12,- 
000, invests $30,- 
000 annually in the 
sporting goods de- 
partment of Seeger 
& Co. Seeger’s 
store is located just 
around the corner 
from the Barbara 
Frietchie tablet, 
and is not much 
larger in floor 
space than the 
average _ retail 
hardware store. 

This firm sells 
fishing tackle, 





The McGhee-Finlay Co., Saginaw, Mich., featured every spring sport, and featured 
them well, in a limited space 


people must go twenty miles for a 
real swim, yet Seeger sells several 
dozen bathing suits every year. be- 
cause he puts the suits out where 
people can see them. He is a great 
exponent of simple 
yet complete dis- 
plays in the -win- 
dows and the store 
interior as well. 
A large percent: 
age of the $30,000 
was spent by local 
athletic organiza- 
tions. Mr. Seeger 
makes _ personal 
calls on the coaches 
of school teams, di- 
rectors of athletics 
and all boards and 
committees in 
charge of buying 
athletic equipment. 
When dealing with 
school organiza- 
tions he finds that 
it is often neces- 
sary to offer a com- 
petitive bid. He 
has found this de- 
cidedly worth 
while, as the orders 
are usually large 
ones and can be 
shipped direct to 
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the purchaser from the factory or 
warehouse without handling or de- 
livery expense for the store. _ 

Mr. Seeger believes it is a good 
talking point to say he has sold so 
many schools, local teams, church 
teams, factory associations, Boy 
Scouts and others. When he equips 
a team with uniforms he places a 
sample in his window with a suit- 
able card telling of the order. A 
picture of the team is a good thing 
to include with such a display. 


“Little Joe’? Knows How 


“Little Joe” Weisenfeld has a dif- 
ferent proposition in Baltimore, Md. 
His is largely a city trade with a 
large turnover of customers as well 
as of goods. He goes in heavily on 
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stock and turns it from three to four 
times a year under the able manage- 
ment of J. H. Kruger, who makes a 
personal solicitation of every local 
team. One year Fowler & Sellars 
made a special drive on baseballs and 
gave three balls gratis with every 
dozen purchased. This hardware 
store attracts considerable attention 
by presenting a trophy cup or some 
other suitable prize for the winning 
team of each local league. The cup 
is placed in the window and the gift 
receives the appreciation of the 
players (all good prospects for 
goods) and gets some valuable news- 
paper publicity for the store. 

The sports department is one of 
the first you notice when entering 
the store. It is up front on the left, 
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records and events, particularly local 
affairs. This makes him thoroughly 
familiar on the subject of sports, a 
sure first step to gain the confidence 
of the sporting goods prospect. 


Sell the Professionals 


Saginaw, Mich., is an industrious 
factory town, maintaining factory 
leagues and a town ball team which 
travels, bringing State-wide fame to 
the city. The McGhee-Finlay Co. did 
a $20,000 business in sporting goods 
last year. It was their first year 
with golf equipment and it proved so 
successful that larger stocks are 
planned for the coming season. 
Saginaw has a small river and a 
bay and there are many rowboat 
enthusiasts. This firm sold six out- 


“Little Joe” Weisenfeld of Baltimore, Md., put a touch of local interest in this display by using the pennants of local schools 


all kinds of sporting goods, sells 
sport clothes in carload lots, handles 
flannel tennis trousers, sweaters, golf 
clothes and maintains two driving 
nets for the convenience of golf cus- 
tomers. “Little Joe” is a steady ad- 
vertiser and uses the newspapers 
daily. Each item featured in his ads 
is priced in the copy. Every item 
in the window has a visible price 
ecard. In the window shown he has 
practically every spring and sum- 
mer sport that exists. The two 
tennis nets give a good background 
for the display. “Little Joe” is a 
real leader on sport goods. 


How Fowler & Sellars Does It 


Fowler & Sellars, White Plains, 
Westchester County, N. Y., has an- 
other type of market. White Plains 
is a thriving town, largely residen- 
tial, with a population of 21,000. It 
is considered a fairly wealthy town, 
is not congested and is an active 
sporting center. Fowler & Sellars 
carries a $10,000 sporting goods 


and Mr. Kruger can talk the various 
sports intelligently. He knows guns 
and fishing tackle, is an ardent 
camper and a lover of the sports. 
He keeps posted on all athletic 





One Way of Attracting 
Golfers 


A SIMPLE but unique window dis- 
play was recently used by a 
hardware dealer along the following 
lines. In his window he displayed 
several different kinds of golf clubs 
which were polished so that they 
shone. In the front of the window 
was a miniature toy automobile 
which was also highly polished. 
Included in the exhibit were several 
kinds of polish that could be used 
to clean golf equipment. The win- 
dow was made complete by this sign: 
“Polish up your game by polish- 
ing up your clubs. A well pol- 
ished club, like a polished car, 
seems to drive better’ 





board motors in addition to its $20,- 
000 trade in general sporting goods. 


Follow the Leader 


The McGhee-Finlay Co. makes a 
strong bid for the business of the 
local professional team, not so much 
for the profits to be derived as for 
the publicity value. This team 
naturally is the leading baseball or- 
ganization of the city, and wherever 
it buys others are sure to follow. 
This firm feels that all hardware 
dealers should strive to sell their 
local professional teams as the first 
sporting goods sales effort of the 
season. It also advocates attendance 
at games whenever possible, and 
feels that intimate knowledge of the 
various sports is essential to increas- 
ing sporting goods profits. 

In this connection it might be 
well to feature pictures of local ath- 
letes in your sporting goods displays. 
It makes the athlete in question both 
a friend and a booster and stimu- 
lates local interest as well. 
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Sales Lips from Toyland 


Some Suggestions That Will Help to Swell 
Your Springtime Sales 


National Toy Fair is being 

held in New York City and will 
continue until March 8. Toy buyers 
from all parts of the country are now 
concentrating their attention on toys 
and getting quotations either in New 
York personally or by special de- 
livery mail. The attractions at the 
Toy Fair this year are even greater 
than they were twelve months ago, 
and the number and variety of me- 
chanical games, puzzles and con- 
trivances constitute something in the 
nature of a tribute to the originality 
and mechanical genius of the Ameri- 
can toy makers. 


N | OW is the time to buy toys. The 


American Toys Predominate 


Practically all of the toys, games 
and mechanical specimens exhibited 
at the Toy Fair are American crea- 
tions. Among the many things that 
have attracted more than usual at- 
tention is a new type of doll, with a 
capacity of from seven to twelve 
heads, interchangeable at the will of 
the owner, and with a wardrobe of 
from seven to twelve gowns. The 
women toy buyers as well as the 
general public have shown this doll 
special attention. 

Besides the doll there are merry- 
go-rounds different from anything 
ever used at Coney Island. Two sets 
of twins or triplets and an additional 
swaddling guest can ride on it, it is 
said, without any danger of broken 
necks. It is an unusual mechanical 


achievement. 
Likewise there are automobiles 





smaller than any that Henry Ford 
has ever turned out, and they are 
all equipped with license plates, 
inflated tires, modern headlights, 
racing bodies and all types of modern 
equipment, in miniature. 
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Spring Is Coming! 


PRING will be here within a 

few weeks and the youngsters 
of your locality will be out of 
doors once more. They will need 
velocipedes, wagons, roller skates 
and a variety of toys. You have 
the toys the kiddies need. So let 
"em know about it and watch your 





toy sales increase. 








Yes, there is about everything ever 
invented in the way of a toy or a 
game or a puzzle at the Toy Fair in 
New York. And besides that there 
are all types of buyers and salesmen 
at the fair, to say nothing about the 
general public, a large proportion of 
which is getting a liberal education 
about American toys. Any hardware 
retailer or jobber who can afford the 
time to visit the fair this year will 
be amply repaid. 

As a matter of fact, there are any 
number of out of town hardware 
buyers in New York, although the 
men running the fair say that most 
of the hardware men come to town 
after the fair has been under way a 
week or so. 


Of course the Toy Fair is a mer- 
chandise fair. It is a good place for 
anybody interested in merchandising 
to go to in order to get new ideas 
on selling. And, incidentally, we 
might say in this connection, that 
this is a good season of the year to- 
dispose of hang-over stocks, not only 
of toys but of all kinds of goods. 
Toys may be used to advantage as 
an attraction. 


How About a Mid-Winter Sale? 


In other words, why not hold a 
special mid-winter sale now in order 
to clean out left over goods, dead 
stock and items of odd: sizes. In 
connection with this an attractive 
display of toys to get the attention 
of the children, and in order to get 
the parents of the children into your 
store, would not only be worth while 
from an advertising point of view, 
but it would also be decidedly profit- 
able. It would help you to get your 
stock im order, dispose of goods that 
you should dispose of, and at the 
same time attract attention to your 
store and net you a satisfactory profit 
all around. 

There are usually a certain number 
of slightly damaged or shop worn 
toys left over after the holidays. 
These should be moved out. If you 
cannot sell them or rather if you 
feel that they are not suitable for 
sale, why not give them away to the 
children of your customers. When 
a woman buys a number of items at 
your store, and has a child with her, 
give the child one of the toys that 





MEE 6 3 
OMe Bec eae ug i a ti > 





SOME a 9 


ST hee SRI? . 


MB ome 


rin 


gee 


~ uanielaea alee 


me ap ONIN a 


SPOIL BOTS its MINE Np go FIP» PPL ge Natty 


IN A mi i, 


eo 


-_* 





44 


you wish to dispose 
of, with an explana- 
tion, of course, that 
there were a few 
toys left over from 
the holidays that 
you felt were not 
suitable for sale at 
this time of the 
year, adding that 
you felt you would 
like to give them to 
some of your regu- 
lar customers’ chil- 
dren. This idea will 
build up good will. 

If you do this you 
will. make friends, 
and no store nor re- 
tail merchant can 
have too many 
friends. This is a 
matter, of course, 
that should be handled tactfully so 
as to avoid any misunderstanding 
and so that the customer will not 


get the impression that you are giv-— 


ing away poor toys. But it is never- 
theless something that can be used 
to good advantage by nearly every 
dealer in the country, especially if 
that dealer handles a line of goods 
that interests children, who, it may 


Wheeled toys will soon be in use again. 
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perhaps be repeated, are his big 
customers of the future. 

The idea also occurs that in view 
of the fact that the Toy Fair is now 
in progress, and that it is being 
given a good deal of publicity, it 
might be a wise thing for a retailer 
to take a trip to the Fair, buy a bill 
of goods, get some display ideas and 
manufacturers’ helps and have a cer- 





Can you supply them? 
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tain amount of his 
order shipped imme- 
diately. 

By doing this he 
would be able to put 
in a novel window 
display and arrange 
some of the new 
stock inside his 
store in an attrac- 
tive way. He would 
then be able to an- 
nounce in his win- 
dow and through his 
newspaper ads the 
fact that he had 
just returned from 
the Toy Fair with 
the latest toys and 
novelties, which he 
was offering in a 
special sale to the 
people of the com- 
munity in which he lives. 

A sale of this kind would attract 
the attention of children and adults 
alike and it would undoubtedly draw 
a number of persons into the store 
who would not otherwise enter. It 
is worth thinking about, at least, 
but don’t think too long. Do some- 
thing about it or it will soon be too 
late. 


What Is a Galvanized Article? 


American Zinc Institute Seeks to Establish Standard Terms for 


éé ALVANIZING” is an ambigu- 

ous term, although it has 
generally been accepted in the trade 
to mean the application of a coating 
of zinc to another metal. The “hot 
galvanizing” process consists sub- 
stantially of dipping the article to be 
galvanized in a bath of molten zinc; 
the “cold galvanizing” process is the 
application of a coating by the elec- 
trolytic method. “Sherardizing” is 
essentially a process of coating ar- 
ticles by means of zinc vaporization, 
the articles being heated in a furnace 
in an atmosphere created by zinc 
dust. 

The buyer of “galvanized” articles 
rarely knows just what he is getting 
in the form of coating. He may, if 
he is too keen to cut down the initial 
price, be inveigled into accepting or 
specifying a lighter coating than is 
warranted by the service expected of 
the material. Then, when the ma- 


terial fails, the buyer condemns “gal- 
vanizing” as a process, without con- 
sidering that he is at least partly to 
blame because he has ignored funda- 


Zinc-Coating 


mentals that are followed in the pur- 
chase of all other materials. 

One of the purposes of the cam- 
paign to establish really descriptive 
names for zinc-coated products is to 
enable the buyer to know exactly 
what he is purchasing. The terms 
“zinc-coated sheet” and “zinc-vapor- 
ized sheet” leave nothing to the 
imagination. 

But the campaign goes beyond the 
point of nomenclature and aims to 
establish real standards for zinc coat- 
ing which will insure complete under- 
standing to the buyer of such goods. 
At a recent meeting of committees 
of the American Zinc Institute 
and the National Association of Sheet 
and Tin Plate Manufacturers, the 
adoption and maintenance of revised 
standards were discussed. Among 
the questions considered were the 
determination of proper gage and 
proper coating, through laboratory 
tests; trade-marking material made 
under jointly satisfactory specifica- 
tions; licensing of the use of such 
trade mark; withdrawal of the right 


to use such trade mark whenever 
necessary to maintain the standard, 
and a broad advertising campaign to 
acquaint users with the establish- 
ment of the standards. 

The foregoing points are still 
tentative in nature, but later con- 
ferences of the two organizations 
are expected to result in definite ac- 
tion along the lines suggested. 

Buyers of zinc-coated products will 
unqualifiedly indorse the adoption of 
such standards as are suggested. 
Competition and lack of understand- 
ing have led to the sale and purchase 
of much zinc-coated iron and steel 
without proper regard to the service 
or climatic conditions to be en- 
countered. Buyers have _ suffered 
from this condition and may be ex- 
pected to approve of the step that 
will enable them to know just what 
they should get when they specify 
“zinc-coated” products. Hence, they 
will watch with interest the develop- 
ment of this movement.—The Pur- 
chasing Agent. 
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EDITORIAL 


COMMENT 





The Bread and Butter of Business 


HY is it that the average merchant will 

gladly spend money to secure a new cus- 

tomer, and then apparently forget his in- 
vestment? Why does he put his thought, time, 
money and effort going after the new and pay so 
little attention to the old? 

True, it takes a continual influx of new cus- 
tomers to insure a permanent hardware busi- 
ness, because so many items of hardware are of 
a nature which supply a life-time need. If a 
hardware merchant depended only upon his old 
customers, he would soon sell himself out of a 
job. However, it is equally true that without the 
old customers—loyal regular buyers—no man 
could stay in business very long. Transient trade 
to the average retail hardware merchant is but 
a feeder for future steady business. 

Now the retailer is undoubtedly facing an era 
of competition such as he never before faced—a 
competition which ranges from catalog houses 
and chain systems, to better equipped, better ar- 
ranged and better managed local stores. This 
competition is going to be just as strong with re- 
gard to the regular customers as with the new- 
comer, the transient or the prospect, but with 
this difference: when you fail to gain the trade of 
a new customer, you lose nothing. You only fail 
to make an advance. When you lose an old cus- 
tomer, however, you have an actual sales loss, 
coupled with a loss of prestige. That loss may 
influence many prospective purchasers to do their 
buying elsewhere. 

Ninety per cent of the people who trade with 
you regularly do so because they like you, your 
service, or some one connected with your insti- 
tution. They are influenced by their personal 
feelings rather than by logic. If you are the 
average dealer your merchandise is no better or 
worse than that of your competitors. Whatever 
advantage you may have lies in yourself, your 


organization and your methods. If your old cus- 
tomers are gradually slipping away from you, 
it is a grave danger signal, even though you still 
continue to win new customers. It is your abil- 
ity to hold as well as to gain which foretells 
your future. 


Since the personal touch is so much a factor 
in holding trade, why not put it to work sys- 
tematically? Why not pay more attention to the 
little personal courtesies and services which the 
individual customer so appreciates? 

Here are a few suggestions from a big success- 
ful merchant for holding his old customers and 
incidentally acquiring new ones. 

When bills are paid, send the customer a per- 
sonal letter of thanks. It may be a form letter, 
but have it typewritten and sign it yourself. 

Write or call on every regular customer at least 
twice a year with no specific sales motive. 

Make your advertising personal and human. 

When a customer stops trading, even for a 

short period, get in contact with him immediate- 
ly by letter, ’phone or, personal call. Make him 
realize that you personally appreciate his busi- 
ness; that you want to serve him and that you 
missed him when he failed to come into the 
store. . 
The old saying that friendship and business do 
not mix is an exploded theory. If your friends 
do not trade with you, it’s a certainty your ene- 
mies will not. The salvation of the retailer lies 
in a multitude of friendships honestly made and 
carefully guarded. If you add to these a well- 
assorted stock of good merchandise, reasonable 
service, accurate records and a loyal organiza- 
tion, no competition, local or national, can keep 
you from a well-merited success. 

The regular customer is the “bread and but- 
ter’ of business. 
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“Pep” in the Headlines 


Put Life in Your Publicity 


By B. J- 





F you could gather together the 
ens minds in the advertising 

business and if you should put 
this question to each of them “What 
is the one feature of an advertise- 
ment to which you give the greatest 
attention,” you would without doubt 
find that the consensus of opinion 
would be that the greatest amount 
of thought is centered in the head- 
ing—the portion of the advertise- 
ment which introduces it to the 
reader. 


Good Headlines Spell Success 


The reason for this is that upon 
the headlines of an advertisement 
largely depend the success or failure 
of its appeal to the general buying 
public. 

A headline is something more than 
a mere indication of what the copy 
is about. The successful heading is 
the one which combines a reference 
to the article, either directly or indi- 
rectly, and some suggestion or de- 
sire that will cause a reader to turn 
aside and peruse the ad. 








The Success of 
Your 
Dinner Party 








INGES upon the 

perfect appoint- 
ment of your table 
service. See us for sil- 
verware of character. 








Using the powerful appeal of social pride 
to boost silverware sales. 


For example, Mr. John Jones might 
pass over a number of ads on 
wheeled toys, as, individually, he has 
no particular interest in wheeled 
toys. If, however, the heading of a 
wheeled toy advertisement brought 
in a thought of his boy, even though 
it did not directly mention wheeled 
toys, Mr. Jones would be very likely 
to be immediately interested in what 
followed the heading. That is one 
reason why the heading of an ad 








Don’t 
Refurnish— 
Refinish! 














Distinction in 
Builder’s 
Hardware 








OU pay no more 
for your hard- 
ware when you buy 
here but you get bet- 








ter quality. 





Featuring quality and following it up with 
a price argument. 


should have plenty of selling “pep,” 
rather than being a merely descrip- 
tive or indicative line. 

There is another reason why a 
heading should contain a thought 
that will arrest attention. Ina news- 
paper there are many advertisers 
advertising the same thing, conse- 
quently it settles down to a battle of 
wits as to which advertising writer 
will first capture the attention of the 
reader. In other words, when writ- 


ing the heading for your advertise- 
ment you have got to bear in mind 


UT a little Smith 
Varnish on your 
Furniture and you 
can put off refurnish- 
ing. 


—_— —_ 











A heading like this will interest many @ 
reader planning to buy new furniture. 


that the two fundamental objects. 
must be accomplished. First, you 
must rouse the reader’s interest and 
gain his attention over what you 
have to say and second, you have got 
to make your ad stand out from 
among other competitive ads. 

These facts are not generally 
recognized by retail merchants. In: 











Many Servants 
At Your 
Finger Tips! 








AVE time and | 
effort by invest- 

ing in up-to-date elec- 
trical devices. Our 
stock is a revelation. 











This is an illustration of how you car 
arouse the curiosity of the housewife, by 
a heading with a different angle. 
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Makes Ads Successful 


and You’ll Get Real Results 
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For Your Car! 
What You Want 
When You Want It 








O need to travel 

to a half dozen 

stores when you want 

an accessory for your 
car. 











A type of heading that gets the eye of a 
motorist who has had to “shop” for his 
needs. 


fact if one studies a great volume of 
retail advertisements in newspapers 
from different cities and towns he 
will be impressed with the fact that 
the majority of merchants advertis- 


ing look upon the function of the 
heading as merely to announce the 


subject of the ad. 
In the sample headings accompany- 








Make 
Your Wife a 
Real Present! 








IVE her a Jones 
Vacuum Cleaner 


and save her hours 
of hard work. 


ing this article, we have endeavored 
to show how the heading can be 
made to bring out a compelling 
thought or to give a new angle that 
will arouse the attention of the 
reader, while a mere statement or 
announcement might not. 

With a little study of these head- 
ings and the opening paragraph of 
copy which accompanies each of them 
you will readily sense the possibili- 
ties of getting more of a selling 











Thie heading is bound to gain the aitention 
of the man of the house—and this makes 
easier vacuum cleaner sales. 


¢ 





Good Cutlery 
Is a Joy 
Forever! 








OCKET knives, 
scissors, shears, 
kitchen cutlery—our 
stocks are complete—__ 
our quality the best. 











Creating a desire for better cultery by 
stating a simple fact. 


thought into the headlines of your 
advertisement. 

In working out a series of “peppy” 
headings for your various ads, how- 
ever, you should not carry the idea 
of originality to extremes. Head- 
ings which are merely bizarre do not 
really accomplish their purpose. 
There must be a sound thought be- 
hind any type of heading, and when 
you can turn this thought with a 
happy phrase so much the better; 
but it should not be written merely 
for the sake of being different. In 


other words, getting “pep” into your 
headlines is not a case of introducing 
slang phrases or irrelative humor. 
The thought that must always be in 
the mind of the man who writes the 
heading is to gain the interest of 
the reader. 


J ust a Matter of Practice 


We suggest that you look over your 
advertisements of the past month 
noting the various headings that 
have appeared on your ads. You will 
no doubt see wherein many of these 
headings could have been given more 
selling power by rewording them so 
as to strike a fresh angle of appeal. 
The matter of writing headlines 
with “pep” is merely a matter of 
practice, and if this article will 
stimulate you to start practicing on 
your own ads with this end in view 
it will accomplish its purpose. 

As a matter of fact, practice is 
bound to lead to success in any line 
of activity, provided, of course, that 
it is constant and systematic in every 
detail. 











Health 


Insurance 
For Your Boy! 








NE of our Wheel 

toys will give 
him a new glow of 
health through out- 
door exercise. 











Interesting the father in wheel toys through 
appealing to his interest in his child. 
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“J wrote Mr. Simmons I had decided to remain” 


Y ten years as a traveling salesman are draw- 
ing to a close. They were very happy years. 


They were years of freedom. I had tried 
my wings and found I could fly. 

Mr. Roberts of the Roberts Hardware Company in 
Denver, a very successful business at that time, offered 
to take me in as a junior partner. I loved Colorado 
and I loved Denver. The idea of being in business 
for myself in Denver was very attractive. On the 
other hand, E. C. Simmons had always been my friend. 
Had he not jacked me up every month on my monthly 
sales statement? Hadn’t he patted me on the back 
and encouraged me until I was swollen up like a 
poisoned pup? Had he not, through my profit-sharing 
arrangement, put me in a position to make money, and 
had he not sold me stock in the company, not only for 
eash but also on credit? It was only fair before con- 
sidering Mr. Roberts’ proposition for me to write to 
Mr. Simmons and tell him all about it. 

In reply to my letter Mr. Simmons wrote me a very 
nice letter in his own handwriting. Somewhere among 
my papers I still have this letter. He said that in 
such a matter as this he could not presume to advise 
me just what to do. If I thought my best future lay 
with the Roberts Hardware Company, he would not 
lift a hand to interfere with my going with them; but, 
on the other hand, he wrote that he had been studying 
me for a number of years and he would be very sorry 
for me to leave the Simmons Hardware Company, as 
he had intended in the very near future to invite me 





February 14, 1924 


ra Rlancbernne. 


By Saunders Norvell 


Chapter V1 


Farewell ‘to Colorado 


to take a position in the house—in fact, to make me 
a sales manager. Therefore he would be very much 
disappointed if I should resign my position with the 
house. In conclusion, he again reminded me that the 
final decision in such a momentous matter to me should 
rest with me only and that I myself must take the 
responsibility of a decision. Then he said some quite 
complimentary things about me. It was a very well- 
written letter, and in after years under similar cir- 
cumstances I must confess that on a number of occa- 
sions I have used this letter as a model. 

After giving the situation very careful thought and 
discussing it with my wife, I decided to decline Mr. 
Roberts’ offer. When I did this I expressed to Mr. 
Roberts my very high appreciation of the compliment 
he had paid me. I wrote Mr. Simmons I had decided 
to remain and then he wrote me a letter by hand, in 
pencil, outlining in very great detail his plans for my 
future. I also have preserved this letter. 

When I look back to those days, I am impressed 
with how careless Mr. Simmons was about working 
hard himself. How many presidents of large corpora- 
tions today would take the time and trouble to write 
such long letters in their own hand to a salesman? 
I afterward learned that many of these letters were 
written by Mr. Simmons at home at night after his 
regular day’s work was supposed to be done. 

I was constantly surprised in my contact with Mr. 
Simmons in later years to see how he had the gift of 
putting himself in the place of the other person and 
writing a letter or talking to him from the stand- 
point of the other fellow’s interests. In other words, 
in many interviews I had with Mr. Simmons, after 
asking me questions and listening to my side of the 
story he could sum up my case and my views and my 
interests better than I could do it myself. How rare 
this quality is! How many of us are so full of our- 
selves and our own ideas that we have neither the 
time nor the inclination to think very much about 
the other fellow’s thoughts or interests! I sometimes 
think if I ever put up a card in any sales or advertis- 
ing office that this card would carry the homely 
axiom: “NOT ME BUT You.” If salesmen and sales 
managers could early in life get the full significance 
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of what I am trying to write about now, I am sure 
it would add greatly to their own success and would 
also lead to their understanding the men around them 
much better. 


This Man Only Saw One Side 


Let me say here that I remember another man in 
the Simmons organization who never got this slant 
of Mr. Simmons on his work. When you would go to 
this man he never asked you a question. He never 
knew what you thought about the proposition. Just 
as soon as you would take a seat at his desk, he would 
open up and tell you just what he thought about it 
from every angle, and when he finished telling you at 
great length the interview was over. Even if you 
had felt like replying you would have been too ex- 
hausted by listening to his flow of language to offer 
even a suggestion. What was the result? This par- 
ticular man knew only the outside shell of the people 
around him. He knew absolutely nothing whatever 
about what was going on inside of their minds. He 
figured out things in the world according to the little 
world in which he himself lived and, as matter of 
fact, he never got the slightest inkling or insight into 
the real world that surrounded him. If somebody who 
had the authority had taken this man and told him 
what he was doing it might have made a great change 
in his life; but no one ever did, and years afterward 
at a meeting at a New York club he again held forth 
with all of his ideas on the subject in hand. No one 
else had a chance to get in a word edgewise. The 
evening was a monologue, and when it was all over 
this gentleman, who had called the meeting ostensibly 
with the idea of being advised on a certain subject, 
had as a matter of fact not given a single other person 
present an opportunity to advance a single idea on the 
subject. Blessed is the man who has learned the art of 
asking questions! What a lot of errors this habit pre- 
vents! As the author-teamster Mike Kinney used to 
say in later years, “You can be put in jail for making 
statements, but there is absolutely no law in any land 
against asking questions.” 

It was arranged finally that Harry Hall, who made 





“J had the pleasure of dining with Mark Twain” 


his headquarters in Pueblo, was to take my territory 
in Denver, and Mr. Hall’s territory in turn was to be 
covered by Mr. Hendrickson. In the meantime, Ralph 
Brown had been transferred to San Francisco and his 
territory had been taken by Mr. Hudson. My leaving 
the Denver territory caused a general shake-up in 
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all of our Colorado and Utah arrangements. Mr. 
Simmons wrote to me about all of these changes and 
we were very busy for several months getting them 
under way. 

Mr. Hendrickson, after traveling successfully for 





“When I awakened Frank had taken the order’ 


many years for the Simmons Hardware Company in 
Colorado, has retired from business. I met him in 
Denver last year and time seems to have dealt very 
gently with him. 

Mr. Hudson, who took the territory of Ralph Brown 
with a few changes, was an excessively hard worker. 
He had been a general merchant in Texas, and when 
he came to Colorado “us salesmen” sized him up and 
decided that he would not last very long. This just 
goes to show how little “us salesmen” knew. It was 
evident that E. C. Simmons was a better picker of 
salesmen than we were. 


Hudson Was a Worker 


Mr. Simmons wrote me to post Mr. Hudson 
carefully on the peculiarities of the Colorado trade. 
Therefore upon his arrival I sat down with him, took 
our catalog, turned through it page by page and called 
his attention to all the dangers and pitfalls on the 
various goods. I also gave him a Jecture on prices 
and how pricing should be done. Mr. Hudson listened 
very attentively. He took the whole matter very 
seriously. “Us salesmen” gave him about ninety days 
to “blow up.” Instead, he made a decided success. 
Mr. Hudson’s success was due to his intense industry. 
He never quit. He was always at it. Afterward in 
St. Louis it fell to my lot to check up and O.K. the 
expense accounts of our salesmen. I had an assistant 
who did the detail work for me. He called my atten- 
tion to any peculiar or unusual things that developed 
in a salesman’s expense account. I remember one 
day he brought me several of Mr. Hudson’s weekly 
expense books. He remarked, “That man Hudson is 
certainly a terrible worker. According to these ex- 
pense books, he arrives home on Sunday morning and 
leaves every Sunday evening. Here are books cover- 
ing five weeks and, according to these books, within 
this period he has never slept at home once!” The 
last report I had from Mr. Hudson, he was still travel- 
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ing on the Colorado territory. In fact, the last time 
I saw his handwriting was when a letter was for- 
warded to me in which he reported that it was rumored 
in Colorado that I intended to open a wholesale hard- 
ware house in Denver. As Mark Twain wrote when 
his death was prematurely reported, I replied that the 
story of my returning to Denver was “very much 
exaggerated!” 

Speaking of Mark Twain reminds me that one time 
I had the pleasure and honor of dining with him and 
a very small party of gentlemen were present. Mr. 
Clemens suggested that each one of us tell the story 
of the funniest thing that ever happened in our own 
personal experience. Now just imagine, if you please, 
the embarrassment of trying to tell a funny story to 
Mark Twain! 

However, on this occasion we were in a very happy 
mood and most of the 
stories told were exceed- Ni D> 3 
ingly funny. I remember “x a 
Mark Twain himself told og il — 
some stories that made us hia hi 
laugh so hard our sides 
hurt. 

I told the story of the 
time when I was traveling 
in Kansas with Frank C. 
King, another salesman, 
who was representing the 
Abernathy Furniture Com- 
pany. Frank and myself 
arrived in a little town 
about fifty miles from a 
railroad at sun-down. It 
developed we both sold the 
same customer. This 
dealer carried hardware 
and furniture. At supper 
Frank and I matched to 
see who would sell him 
first. Frank won, so when 
we went over to see this 
merchant Frank had the privilege of leading off first. 
It happened that he needed both furniture and hard- 
ware, so he informed us he would first buy from 
Frank and then he would give me my turn. They 
took a seat at a small table with a high lamp on the 
table, surmounted by a round green shade. As they 
sat there their faces were in shadow while their hands, 
with Frank King’s furniture catalog, were in the circle 
of light. Everything else was darkness. I took a 
seat in one of the furniture dealer’s easy chairs, and 
as we had been driving all day in the fresh Kansas 
air I quickly fell asleep. When I awakened Frank had 
taken the dealer’s order for furniture, for baby 
carriages, for all the furniture hardware such as 
casters, etc., that he could steal away from me, and 
had arrived at coffin plates. It seems that Frank’s 
concern had brought out a new line of coffin 
plates put up in air-tight sealed boxes. He ex- 
plained all this very carefully to the dealer. He told 
him the tremendous loss to merchants by reason of 
the oxidation of coffin plates when the boxes were not 
air-tight. Then in the most serious manner Mr. King 
went on to extol the artistic qualities of their line 
of coffin plates. He passed on from one coffin plate 
to another, quoting the list and the discount in the 
most deliberate and cheerful manner. After all these 
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years I wish to say that I think Frank must have made 
a very handsome profit on these coffin plates because 
he certainly did load up all the dealers on this trip. 
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“He would go to bed while the other salesmen would 
play cards’ 
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Western Kansas is a very healthy country and I am 
quite convinced that, unless they had some kind of 
scourge or epidemic out in that country, some of those 
dealers are still carrying in stock coffin plates that 
were sold to them in those air-tight boxes by Frank 
King on that trip he made with me! 

It was funny to sit there and listen to Frank seri- 
ously sell those coffin plates. “Our Baby,” $6 per 
dozen list, 40 per cent and 10 per cent off, put up one 
dozen in an air-tight box; “Father” and “Mother,” 
$10 per dozen list, etc. Then after a while Frank 
became actually eloquent as he got into the fancy 
designs beautifully etched with captions taken from 
well-known Biblical quotations and from the leading 
words in the hymns. Then Frank talked about the 
hot summers in Kansas. He reminded this dealer of 
the terrible mortality among infants every summer. 
It was awful to think what 
might happen if there 
should be an epidemic and 
this dealer was caught 
without enough coffin plates 
on hand. When I listened 
to Frank’s talk I actually 
shivered at such a possi- 
bility, but after a while it 
all struck me as being so 
funny that I burst into a 
loud laugh, and the queer 
part of it was that at 
first neither Frank nor the 
dealer could see anything 
funny in the situation. Of 
course, it was not amusing. 
The only thing funny about 
it was that Frank and this 
dealer were so serious and 
matter-of-fact about it. 

Well, I told this story to 
Mark Twain in full detail, 
and he told me if it were 
not on such a gruesome 
subject and if my descriptions of the inscriptions on 
the high-priced coffin plates were not so sacrilegious 
that he could take the idea and work out a splendid 
story on the subject. “But,” said Mark Twain, “do you 
know, the American public is very peculiar. There are 
certain things it will not stand for. Why, my wife 
reads everything I write and she erases things that 
she is sure will be disapproved of by the good taste of 
the American people.” I remember that Mark Twain 
told me that he considered his wife the best critic 
that he knew of what the American public would or 
would not accept. “Why,” he said, “she stands to me 
aw the American public, and sometimes it is just a 
shame the things that she makes me cut out of my 
stories. Sometimes I feel when she has been my censor 
that the best thing in every story that I write is 
eliminated.” 

Now, all this simply leads up to Frank King. 1 
traveled with him time after time in Kansas and after- 
ward in Colorado. Frank was one of the best sales- 
men, both as a successful order-getter and also from 
the standpoint of personal character, that I ever knew. 

When Frank was traveling he went to church reg- 
ularly. He never gambled. He never drank, but 
nevertheless he was one of the most popular sales- 
man in that territory. If a fellow salesman was sick, 
Frank would sit up with him. If he happened to have 
an extra large room, he would go to bed while the 

(Continued on page 55) 
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Distribution and Simplification 
Keynotes of Kentucky Meeting 


Blue Grass 
Dealers 
Meet at 

Louisville, 

Jan, 22-25 





Fred Wallace, 
Central City, 
to Head 


Association 


for 1924. 


Left to right—J. S. Ogden, Ashland; J. M. Stone, secretary-treasurer; John S. 


Lucas, Frankfort, retiring president; 


R. L. Jackson, Dixon, past president ; 


President Fred Wallace, Central City; Alvin EH. Dodd, U. 8. Chamber of Com- 


ISTRIBUTION and _simplifica- 
1) tion discussions dominated the 
Twenty-fourth annual conven- 
tion of the Kentucky Hardware and 
Implement Association held at Louis- 
ville, Ky., Jan. 22-25. More than 350 
delegates registered and seventy manu- 
facturers and jobbers had _ booths 
with attractive merchandise on display. 
Both exhibits and meetings were held 
at the Armory. The attendance at 
meetings averaged 175. 


Fred Wallace President 


Fred Wallace, Central City, suc- 
ceeded John H. Lucas, Frankfort, as 
president for the ensuing year. F. A. 
McCormack, Winchester, and John R. 
Lower, Frankfort, became first and 
second vice-president respectively. J. 
M. Stone, Louisville, was reelected 
secretary-treasurer. W. P. Hall, Louis- 
ville, and A. B. Lander, Lafayette, 
were elected to the executive com- 
mittee to serve one year each. A. M. 
Mattingly, Lebanon, was selected to 
represent the association at the next 
annual convention of the National 
Federation of Implement Dealers. The 
secretary, First Vice-President Mc- 
Cormack and past President Lucas 
will be State delegates at the next 
N. R. H. A. meeting to be 
held in San _ Francisco. 
President Wallace was to 
have been a delegate but 
was forced to decline be- 
cause of business pressure. 

Tuesday morning was de- 
voted to registration, and 
getting acquainted. The 
exhibits were open all day 
and attracted considerable 
attention. Mayor Hustin 
Quinn gave an address of 
welcome when convention 
formally opened Tuesday 
afternoon. Frank Cassel, 


merce, Washington, D. C. 


sales manager of the Belknap Hard. 
ware & Manufacturing Co., Louisville, 
invited all delegates and salesmen 
to attend a lunch at the new Belknap 
plant Thursday noon. Mr. Cassel 
called upon dealers to do credit to 
their State and vocation. 


Address of President Lucas 


He began his address emphasizing 
the fact that Kentucky dealers de- 
pended upon farmer patronage for a 
large bulk of their trade. He cau- 
tioned dealers to heed carefully the 
status of the farmers’ prosperity. 
“The agriculturalist is the only pro- 
ducer of real wealth,” he said, “Funda- 
mental foods are produced by his in- 
dustry. The farmer should have the 
fullest cooperation of this association 
and of every civilized person, because 
permanent prosperity begins in _ the 
soil.” 

Mr. Lucas mentioned that farmers 
have spent more in 1923 for gas and 
oil than for farm implements, which 
they needed in order to operate more 
efficiently. He spoke of the big build- 
ing programs, heavy tonnage in the 
steel business and of active auto sales 
and called upon the hardware and im- 
plement trade to line up as aggressive 





J. V. Hicks, Malleable Iron Range Co.; L. H. D. Leach, Quick 
Meal Stove Co. and J. A. Wernke, H. L. Brown Fence Co, 


distributors of their various wares. 

Henry Funk, Bowling Green, Ky., on 
behalf of the association officers pre- 
sented President Lucas with a gavel 
in appreciation of his services to the 
organization. 

Herbert P. Sheets, national secre- 
tary, called upon Kentucky dealers to 
dispose of all dead stocks, to turn idle 
dollars into ready money and stressed 
the importance of turnover the most 
important thing in retailing. He com- 
mented on the small number of stock 
turns general in the hardware trade 
and reminded delegates and greater 
number of turnovers in other retail 
lines. Basing his figures on a recent 
survey of the N. R. H. A., Secretary 
Sheets said the average hardware mer- 
chant’s annual sales were about $51,- 
000 in 1922 with the net profit of 
$1400. 


Sheets Stresses Simplification 


Mr. Sheets briefly sketched some of 
the work being done by Secretary of 
Commerce Hoover, mentioning the sim- 
plification on files and rasps, wire 
fence and proposed simplified paint 
program, expressing keen disappoint- 
ment at the delayed reduction in the 
number of paint colors. He stated that 
he had hoped for a reduc- 
tion of colors effective 
Jan. 1, 1923, stating that 
the N. R. H. A. records 
showed an _ overwhelming 
majority of retailers in 
favor of the move. He 
quoted the manufacturers 
as saying that their own 
investigation showed con- 
trary results and it was 
believed best to investigate 
further before taking defi- 
nite action. 

The national 


7 


secretary 
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concluded with the request that each 
dealer present go on record as for or 
against a proposed reduction to twenty- 
four colors, black and white. Cards 
were distributed for this purpose. On 
the cards is the information that 75 per 
cent of all house paint sales are con- 
fined to nine or ten colors. While the 
cards were being collected he told 
of the national association cards sent 
to 5000 dealers. Of this number 2770 
were returned in thirty days with but 





thirty-three opposed to the reduced 
schedule of twenty-two colors. 

R. M. Hunter, Nicholasville, voiced 
his entire approval with the plan of 
Secretary Sheets. Another dealer said 
that he would like to know just which 
colors would be included in the re- 
duced schedule before voting. The con- 
sensus of opinion expressed, however, 
was heartily in favor of the simplifica- 
tion program. 


Paint Simplification Approved 


J. S. Ogden, Ashland, Ky., charter 
member and one of the State associa- 
tion founders moved that the conven- 
tion go on record in favor of the sim- 
plified paint schedule previously dis- 
cussed. The motion was seconded and 
carried. 


Dodd on Distribution 


At the Wednesday afternoon ses- 
sion the election of officers was fol- 
lowed by a pithy talk delivered with 
the aid of charts by Alvin E. Dodd, 
U. S. Chamber of Commerce, Wash- 
ington, D. C. “Distribution” was the 
one word title assigned Mr. Dodd, who 
sketched industrial progress for the 
past one hundred years, which clearly 
showed increased production and bet- 
ter standards of living year by year 
due to the wide use of machinery 
whereby one man could do the work 
of several. 

Wholesalers, he said, must give more 
attention to credits, and some means 
must be found whereby definite costs 
may be determined from the raw ma- 
terial to the consumer. He favored 
public dissemination of such data when 
available so that the public would have 
greater confidence. 

Mr. Dodd’s talk was from the angle 
of the manufacturer. Frank Cassel 
was assigned the jobber’s viewpoint. 
He championed the economy of dis- 
tribution through the jobber. 

Mr. Cassel spoke of the one man 
store which he said would never grow 
to large proportion. He told dealers 
to take their cash discounts, wherever 


HARDWARE AGE 


possible, and eliminate shelf-warming 
goods. 

Considering the subject as a retailer, 
R. M. Hunter, Nicholasville, expressed 
hearty approval of manufacturer-job- 
ber-retailer-consumer distribution polli- 
cies. “If the manufacturer sells direct 


to the dealer,” he said, “he adds a 
jobbing establishment to his plant. If 
the jobber sells to the consumer, he 
adds a retail store to his troubles.” 

Mr. 


Hunter characterized the _ re- 


C. B. Crets, Van 
Camp Hdwe. € 
Iron Co.; L. A. 
Kelly, Adrian 
Wire Fence Co.; 
W. T. Williams, 
Peck, Stow 4 
Wilcoz Co. and 


Covington, Ky. 


turning of goods the worst evil in dis- 
tribution of merchandise. He said 
that the jobbers should only take back 
defective goods or goods sent in error. 
George Woosley, general sales man- 
ager, Peaslee-Gaulbert Co., Louis- 
ville, defended the manufacturers’ 
stand on the simplification of paint 
colors during the evening. session 
Wednesday and recommended that 
manufacturers and dealers take the 
subject intelligently with deliberate ac- 
tion making the color reductions “by 
evolution and not revolution.” 


Farmers and Implements 


“The farmers’ attitude toward the 
implement industry has not been 
friendly,” William Black, president, B. 
F. Avery & Co., Louisville, told the 
delegates. “This is unfair perhaps in 
view of the fact that he has been 
against buying farm machinery, say- 
ing such equipment is too high.” 

Mr. Black quoted a recent statement 
by an officer of the National Federa- 
tion of Implement Dealers who is 
credited with saying that a trade paper 
and farm paper campaign should be 
a help in overcoming this adverse 
feeling. The dealer could be sold on 


A. @ Cook, 
Hdwe. Under- 
writers; T. L. 
Wilson, Lexing- 
ton, Ky.; G. E. 
Hart, Pittsburgh 
Steel Co., and 
C. T. Blackwell, 
Henderson, Ky. 


the justification of present prices and 
the farmer could be informed of facts 
he probably is not acquainted with. 

As part of his talk, Mr. Black out- 
lined the publicity campaign of the 
implement manufacturers as a whole 
which will appear in suitable mediums, 


- 
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Reprints of these advertisements will 
be broadcasted to urge dealers to com- 
pare implement prices with auto 
prices and to sell implements as ag- 
gressively as autos are sold. “Sell 
farm machinery on the basis of reduc- 
ing the farm costs which will enable 
the farmer to have more luxuries and 
comforts,” the convention was told. 
“If the farmers’ impression on imple- 
ment prices is not corrected the entire 
industry, factory to dealers, will not 
realize on their investment in imple- 
ments. The outlined campaign of the 
manufacturers must have the hearty 
cooperation of all dealers or it will 
fail. The dealer has the only direct 
contact with the farmer.” 

The session concluded with a trans- 
portation talk given by Lawrence B. 
Finn, who advocated very strongly gov- 
ernment ownership of railroads, believ- 
ing that the solution of more economic 
transportation, which he characterized 
a very closely allied factor in the dis- 
tribution and production of all lines 
as, “Transportation is the only means 
by which commodities may exchange.” 

A new definition on advertising was 
offered the Thursday afternoon ses- 
sion by Horatio S. Earle, president, 
North Wayne Tool Works, Detroit, 
Mich., who said “Advertising is the 
science of shooting a buy-suggestion 
into the minds of a perhapsible cus- 
tomer.” Mr. Earle is well known to 
the hardware trade as a constant ad- 
vertiser, frequent public speaker and 
manufacturer. Folks call him “By- 
Gum-Earle” because of his unusual ad- 
vertising copy which he calls “By- 
Gum-Agrams.” 

S. R. Miles of the N. R. H. A. de- 
livered two addresses on Thursday. In 
the afternoon he offered suggestions 
for store arrangement and dwelt on 
the necessity of efficient stocks ar- 
rangement, attractive displays and ac- 
tive stocks. 

The final session was held Friday 
morning for the joint benefit of dealers 
and exhibitors who had the opportunity 
of open discussion. 

The B. F. Avery Company was host 
to many dealers during the sessions 
and the Belknap Hardware & Manvu- 





facturing Company served lunch to 350 
dealers and salesmen. The exhibits 
were varied, buggies, implements, 
tools, general hardware, cutlery, fish- 
ing tackle, general sport goods, elec- 
tric specialties and even bathing suits 
being included in the displays. 
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Texas Association 


Holds Banner Convention 
at Dallas, Jan. 22-25 





J. D. Martin Elected President 
Secretary A. M. Cox Resigns 


tion of the Texas Hardware and 

Implement Association, held in 
Dallas, Jan. 22 to 25, has passed into 
hardware history as the best meeting 
of its kind ever held in the Lone Star 
State. The attendance was unusually 
large, the program was of a high or- 
der and the interest was keen. In the 
addresses and throughout the: question 
box sessions, practically every phase 
of the hardware and implement busi- 
ness came up for discussion. It goes 
without saying that Texas hospitality 
was at its best. There was entertain- 
ment galore, both for the tired busi- 
ness men and for their better halves. 
The. only hardware man in Texas who 
failed to benefit from the corvention 
was the misguided individual who 
thought he was too busy to come. 

Texas is optimistic and rightly so. 
Her people are enjoying more than a 
fair share of prosperity at this time 
and the feeling throughout the con- 
vention was one of perfect confidence 
in the future. All in all it was a great 
convention—one of which President 
Bert Beall and Secretary A. M. Cox 
can well be proud. 

Convention headquarters were lo- 
cated in the main lobby of the 
Adolphus Hotel, where the Dallas 
Hardware and Implement Club and the 
Texas Hardware Jobbers’ Association 
maintained headquarters for. the con- 
vention guests also. Business sessions 


\HE twenty-sixth annual conven- 


of the convention were held in the 
junior ballroom of the Adolphus. 
The opening session of the conven- 





tion called to order by President Beall, 
Tuesday, Jan. 22 at 10 o’clock in the 
junior ball room of the Adolphus, was 
featured by the president’s annual 
address and the annual report of the 
secretary, A. M. Cox of Dallas. James 
J. Collins, City Attorney, extended the 
welcome of Dallas to the visitors and 
other addresses of welcome were made 
by John W. Kizer, president of the 
Dallas Hardware and Implement As- 
sociation, and A. D. Hodgson of Fort 
Worth, president of the Texas Hard- 
ware Jobbers’ Association. These lat- 
ter two organizations were hosts to the 
visiting retailers during the convention. 

Responses to these addresses were 
voiced by S. L. Randlett of Lancaster 
and Will Leslie of Sherman. 


President Beall’s Address 


The exercise of care in the exten- 
sion of credit is one of the most im- 
portant features of a retailer’s busi- 
ness, President Bert Beall declared 
in his annual address. He also urged 
against departure from sane business 
policy just because prospects for 1924 
look unusually favorable. He said in 
part: 

“During the last three or four years, 
credits have been impaired to a con- 
siderable extent. The present crop has 
restored in a large majority the credits 
of farmers and dealers alike. While 
credit has been restored working capi- 
tal has not. Consequently the farmer 
is facing a very serious condition for 
the coming year. He will be able to 
buy from concerns from whom he 
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could not buy last year on account of 
this restored credit. At the same time 
he has no more capital than he had a 
year ago, merely has fewer debts; 
nor has he any assurance that he will 
be worth more twelve months from 
now or as much as he is today, as he 
can not prognosticate volume or value 
of his production. 


Many Debts Paid 


“This being the case, it behooves the 
dealer to be just as careful in extend- 
ing credit and to watch out for his 
security as he has ever been. The 
dealer has been very lax in this par- 
ticular, permitting the banks to obtain 
first lien on the farmer’s personal 
property and crops, and the dealer 
furnishing his goods on either second 
or third lien or no lien at all. The 
banks will not waive their rights when 
it comes to collections and favor the 
dealer, notwithstanding the fact that 
the dealer is their customer and that 
no doubt is not properly secured, while 
the bank is properly secured and could 
very well in a good many instances 
waive the right of collection in favor 
of the dealer. This situation stares the 
dealer in the face and he will have to 
take notice of it. 

“Hardware touches and is more 
vitally touched by the agricultural in- 
terests than any other commercial 
business. The farmers of our State 
have a bright prospect before them for 
1924, but sometimes bright prospects 
and large promises are not fulfilled in 
Texas. Still there is a good sound 
prosperous business year ahead of us. 
I only mean to say, and do say, that 
no sane man should base his business 
on 85 cent cotton. Every dealer should 
expect and depend upon good business, 
but 1918 and 1919 are now history, and 
such history as we do not care to 
rewrite.” 


Cox Urges Increased Friendliness 


Secretary A. M. Cox in his message 
to the association stressed the need of 
a greater friendliness in. business af- 
fairs. “There is too much bitterness 
in the world,” he said, “and not enough 
friendliness.” He urged the employ- 
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ment of vision in business affairs, a 
foresight for the future. Optimism, 
as another invaluable asset of the 
business man, was stressed, the sort 
of optimism that keeps men smiling in 
spite of difficulties and worries. 

The year 1923 proved a very suc- 





Col. “Bob” Penick, Stamford, Texas 


cessful business year for the retailers 
of Texas, Secretary Cox declared. 
“Texas is sitting on top of the world 
with the best cotton crop in years,” he 
said. “The banks are in good condi- 
tion, the retailers are in good condition 
and the farmers are going to have 
more cash to spend.” He reported that 
the association had gained 149 new 
members during the year just closed, 
but that the names of approximately 
200 had been dropped from the rolls 
because of non-payment of dues. At- 
tention to the various convention ex- 
hibit displays to be found was called 
and Secretary Cox urged that mem- 
bers of the association bear in mind 
that the round trip convention rate 
might be enjoyed again simply by the 
renewal of identification. 

Liew S. Soule, editor of HARDWARE 
AGE, New York City, and T. W. Mc- 
Allister, editor of Southern Hardware 
and Implement Journal, Atlanta, Ga., 
made brief talks. 

Others introduced at the morning 
session included Harry B. Webster of 
the Pittsburgh Steel Company. Despite 
the giant-like proportions of Mr. Web- 
ster, of the enthusiastic clamor on the 
part of the audience that he make a 
speech, he contented himself with an- 
nouncing his hearty pleasure in being 
present at the convention. 


Question Box a Feature 


The afternoon session was opened ut 
2 o’clock with question box feature, 
presided over by Will Moore of 
Waxahachie. Many questions of inter- 
est to the retail trade were brought 
out in this discussion which was en- 
tered into by numerous members of 
the association. 

Speakers at the afternoon session 
included J. M. Gampbell of Bowling 
Green, Mo., former president of the 
National Retail Hardware Association 
and present president of the Winches- 
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ter Associated Clubs of the United 
States; Bob Mooney of Temple, Okla., 
and Thomas A. Knapp. 

Mr. Campbell launched with em- 
phasis into a criticism of the long- 
time credit business on the part of the 
retailer. The retailer must face the 
situation as it is and readjust his busi- 
ness policy, the speaker declared. “The 
farmer is dictating the terms of your 
business for you, and he has done so 
for years,” said Mr. Campbell. “The 
retailer must quit being the banker to 
the community. The banks should lend 
the money to people to do business 
with instead of the merchant. Many 
people say the implement business 
can't be run on a cash basis, but there 
are many who are so succeeding. The 
time is past for the public to dictate 
how we should sell and when we should 
collect.” 

Bob Mooney entertained the con- 
vention delegates with a recital of 
some of the ways in which the cash 
business which he and his brother op- 
erate in Temple, Okla., has been built 
up. Temple, Okla., is a town of 906 
people, according to the last census, 
Mr. Mooney said, and yet the store 
operated by the Mooneys has done a 
business of $1,000,000 or more annually 
for the last five years. Advertising 
has played a large part in this growth, 
the speaker said, and he outlined the 
various ways in which this advertising 
is conducted, through newspapers, 
through folders sent through the mails 
and in other ways. 


The Entertainment Program 


Entertainment features of the con- 
vention Tuesday included an auto ride 
about the city, complimentary to the 
wives of visiting delegates with tea at 
Stoneleigh Court in the afternoon. 
Mrs. Hugo Schoellkopf was general 
chairman of the ladies’ committee in 
charge of this entertainment. In the 
evening visiting delegates and their 
wives and friends were the guests at 
a theater party at the Majestic 
Theater, complimentary on the part of 
the Dallas Hardware and Implement 
Club and the Texas Hardware Jobbers’ 
Association. Seven hundred seats were 
reserved for the performance. 

Another entertainment feature in- 
cluded a style show at Neiman-Marcus 
Co., Wednesday afternoon at 4 o’clock. 

With the attendance considerably 
larger than on the opening day the 
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convention was busy Wednesday, Jan. 
23, the delegates electing officers for 
the new year and discussing various 
problems affecting their business. 

As the result of the election, Presi- 
dent Bert Beall of Greenville sur- 
rendered the gavel to J. D. Martin of 
Bryan, who will direct the affairs of 
the association during the new year. 

Other members of the official family, 
all of whom were unanimously elected, 
are as follows: O. B. Hocker, Clarks- 
ville, first vice-president; J. C. Ross. 
Austin, second vice-president; A. B. 
Mayhew, Uvalde, third vice-president. 

Members of the board of directors 
for the new year are as follows: Bland 
Smith, Bonham; Carl Monk, Nacog- 
doches; John T. Day, Hamlin; S. L. 
Randlett, Lancaster; H. B. Nichols, 
Robstown; T. B. Sammons, Mission; 
T. C. Thompson, Canyon; Tom L. 
Whaley, Marshall and Frank Schad, 
Gainesville. 

One of the features of Wednesday’s 
program was the question box discus- 
sions at both morning and afternoon 
sessions. Bob Mooney of Temple, 
Okla., presided at the morning dis- 
cussion and A. B. Mayhew of Uvalde 
at the afternoon discussion. Many 
problems of much interest to the retail 
hardware and implement trade were 
brought out at these discussions. 

The convention delegates were enter- 
tained at the morning session by Lynn 
P. Talley of Dallas, Federal Reserve 
agent of the Eleventh District; by 
John W. Kizer of Dallas who read a 
paper prepared by J. C. Brantingham, 
president of the Emerson-Branting- 
ham Co., farm implement manufac- 
turers of Rockford, Ill., who was un- 
able to attend; and by Llew S. Soule, 
editor of the HARDWARE AGE. 


Llew Soule Emphasizes Importance of 
Contact 


Mr. Soule discussed the question of 
contact between the dealer and the 
customer. “The man behind the coun- 
ter is your representative before the 
trade,” he said, “and it is very im. 
portant that this retail salesman 
should be the sort who can properly 
represent the interests of his employer 
and his employer’s store.” Among the 
attributes which Mr. Soule urged for 
the salesman to develop he cited care- 
ful thought about and study of trade 
conditions, thorough knowledge of the 
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merchandise to be sold and of the 
policies of the firm selling it, courage 
in selling merchandise without apology 
for the price asked, but with sufficient 
information of conditions to explain 
it, and a continuing energy in the 
business of selling. 

On a large blackboard placed before 
the convention delegates were chalked 
up the quotas of a salesman’s time 
given to various occupations while in 
the store. These statistics were com- 
piled after a study of a great many 
business concerns and Mr. Soule cited 
them as representing how the salesman 
in the average retail store spends his 
time. The chart showed the time spent 
as follows: Selling 15 per cent, walk- 
ing about in the store 30 per cent, 
marking stock and putting it away 15 
per cent, cleaning up the store and 
trimming windows 15 per cent, useless 
conversation 10 per cent, loafing 15 
per cent. How to remedy this situ- 
ation was suggested by the speaker. 


The Annual Banquet 


In the evening, beginning at 6.30 
o’clock, the association banquet, at- 
tended by delegates, their wives and 
friends, was held in the junior ball- 
room of the Adolphus Hotel, conven- 
tion headquarters. Following’ the 


banquet a smoker was held for the 
men in the junior ballroom while the 
ladies attended a theater party. 


Dallas for 1925 


With the unanimous selection of 
Dallas as the convention city for 1925, 
the twenty-sixth annual meeting of the 
Texas Hardware and Implement As- 
sociation was brought to a close Thurs- 
day afternoon, Jan. 24. 

The convention took occasion during 
the final hours of the meeting to adopt 
a resolution expressing the belief that 
an advance in prices was unavoidable 
because of “material and labor costing 
from two to three times as much as 
during 1914 and because production 
has been reduced to one-third of what 
it was then.” 


Executive Session Held 


Executive session for retail dealers 
only was held during the early part 
of the afternoon Thursday, followed by 
the general session at which the final 
acts of the convention were recorded. 
W. A. Clampitt of Kingsville, former 
president of the Texas Hardware and 
Implement Association, and A. M. Cox, 
secretary of the association, occupied 
the chair during the executive session 





of the retailers. Trade problems were 
discussed. 

The morning session of the con- 
vention was featured by addresses by 
Donald McDonald, Jr., secretary of the 
B. F. Avery & Sons Plow Co., Louis- 
ville, Ky., who spoke on “Turnover”; 
John T. Orr, president of the Texas 
Farm Bureau Cotton Association of 
Dallas, who spoke on the cooperative 
marketing system of the association, 
and Herbert J. Hodge of Abilene, Kan., 
secretary of the Western Retail Imple- 
ment and Hardware Association and of 
the National Federation of Implement 
Dealers’ Associations, who spoke on 
the work of the federation and the 
manufacturers’ associations relating to 
publicity campaign to put before the 
public the factors entering into the 
costs of farm implements. The ques- 
tion box feature of the morning session 
was conducted by B. E. Miller of Royse 
City. 

Secretary Cox Resigns 


At a meeting of the board of direc- 
tors following the convention, A. M. 
Cox resigned his position as secretary- 
treasurer of the Texas Hardware and 
Implement Association to take effect 
Feb. 1. The vacancy left by Mr. Cox’s 
resignation. has not as yet been filled. 


Forty Years of Hardware 


other salesmen would play cards and smoke in his 
Frank would tell us what 


room until an early hour. 


(Continued from page 50) 


company. 


Afterward he married a very charming 
girl and they had a delightful home in Kansas City. 


he thought of us but he never took a hand. He was 
tremendously popular with his trade. He was one of 
the kind of salesmen that the country merchant always 
asked out to his house for dinner. Frank knew all 
the families of his customers. It is surprising to me 
how he managed to remain a bachelor for so many 
years. He had a very keen sense of humor and told 
a good story. He was one of the most practical 
Christians I ever met. He commanded the respect not 
only of all of his customers, but of all of his fellow 
salesmen. 

Finally his house, the Abernathy Furniture Com- 
pany, called him home and he became an officer in the 


be furious. 


He has now retired from business, and I am sure his 
eye twinkles and he chuckles just as much as ever 
over a good story. 

I write especially about Frank King because to my 
mind he stands out among all the men I have ever 
known as a man who can absolutely be true to his own 
principles and at the same time not be a hypocrite or 
make himself a general nuisance to all of his asso- 
ciates. He was the best illustration I ever saw that a 
man could be in the world and still not of the world. 

When he reads this little eulogy from me he will 
However, he does not swear, so he will 
simply sputter like an internal combustion engine! 
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Oklahoma Hardware and 
Implement Association 


gressive hardware and implement 

association. Its president, W. J. 
Pettee, reelected at the recent conven- 
tion, is a nationally known figure in the 
hardware trade. His store in Okla- 
homa City is not surpassed by any in 
the United States. In his practical, 
business-like way, he is doing much to 
put the Oklahoma association to the 
forefront. In this he is ably seconded 
by Secretary Charles L. Unger, a clean- 
cut, efficient association man who is 
putting his best efforts into the organi- 
zation, and is making those efforts reg- 
ister. 

Naturally with such a combination, 
the twenty-first annual convention of 
the Oklahoma Hardware and Imple- 
ment Association, held at Oklahoma 
City, Jan. 29, 30 and 31, holds rank as 
the best and most constructive meeting 
in Oklahoma hardware annals. Hamp 
Williams, president of the National 
Retail Hardware Association, was 
there, ready at all times to lend a help- 
ing hand, and with Llew S. Soule of 
HARDWARE AGE, helped to make the pro- 
gram a success. Altogether it was a 
big, enthusiastic successful convention, 
of which Oklahoma hardware men can 
well be proud. 


Pettee Expects Bright Future for 
Association 


() eressive hs harbors a live, pro- 


In the opening session, President W. 
J. Pettee reviewed the work of the past 


year and predicted a brilliant future 
for the association. “In a business way 
the past year has been a peculiar one,” 
he said. “We all started out for the 
first six months with very much in- 
creased business, but after July or 
August received several jolts. Conse- 
quently 1923 was for many Oklahoma 
dealers a hard year. However,” he 
added, “I am optimistic about business 
for 1924. Our mental condition is bet- 
ter, our farmers are fast learning to 
diversify crops, the price of oil is in- 
creasing and other indications are fav- 
orable. It is only a question of each 
merchant putting his shoulder to the 
wheel and pushing.” 

Following President Pettee’s address 
came Secretary Unger’s report and two 
interesting short talks on distribution 
cost. J. I. Denison, a retailer of Ho- 
bart, presented the subject from the 
merchant’s viewpoint, while Fred C. 
Russell, McAlester, treated it from the 
angle of the wholesaler. 


From the Manufacturers’ Standpoint 


The manufacturer’s side of,the sim- 
plification problem was outlined in a 
brief talk by J. W. Beattie of Okla- 
homa City, who declared standardiza- 
tion and simplification to be the great- 
est problem faced by the trade. He 
defined the word “simplify” as mean- 
ing “to render less difficult” and said 
that all standardization should be made 


from the basis of service. Mr. Beattie 
declared that the manufacturers were 
all agreed that it is more economical 
to make standard goods than to branch 
out into a multiplicity of brands, sizes 
and patterns. He strongly advised the 
appointing of a standardization com- 
mittee to investigate the problem from 
all angles and to cooperate with the 
manufacturer in a practical simplifica- 
tion program. 

At the close of Mr. Beattie’s talk the 
question was discussed from the floor 
and the consensus of opinion was that 
Mr. Beattie’s stand was the proper one 
to take. 


Rector Gives Views on Simplification 


The opening address of the Wednes- 
day session was delivered by B. U. Rec- 
tor of El Reno on simplification. He 
reviewed the work along simplification 
lines already accomplished by various 
manufacturers, and declared that sim- 
plification would mean nothing unless 
retailers, jobbers and manufacturers 
all work together toward the better- 
ment of the entire trade. He went into 
detail concerning the condition in the 
paint manufacturing field, and urged 
dealers to voice their position in the 
matter as well as lend their hearty co- 
operation to the manufacturers in ar- 
ranging a practical schedule upon 
which to work. He closed with these 
questions: 
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Do we want simplification, or do we 
want extravagance and waste? 

Do we want to turn our merchandise 
constantly, or do we want to be stocked 
with slow movers? 


Hamp Williams on Success or Failure 


The feature of the Wednesday ses- 
sion was the practical, logical address 
of National President Hamp Williams, 
Hot Springs, Ark., in which he pointed 
out the factors which make for success 
or failure in the hardware business. He 
was emphatic in declaring that the 
greatest need of the country is cooper- 
ation. “Success,” he said, “comes 
through intelligent effort.” However, 
he added, it takes many kinds of effort 
to make success in the hardware busi- 
ness, and the lack of any one effort may 
bring failure. Some failures, he ad- 
mitted, were unavoidable, but many, he 
contended, were the fault of the dealer. 
Laziness, he pointed out, was one of the 
big factors in retail failure. He ad- 
vised cooperation with the merchants in 
other lines, the boosting of community 
enterprises, and work for the general 
good. “In general,” he said, “success 
in the retail hardware business is at- 
tained by having enough capital to open 
a small but well assorted stock of good 
hardware, bought at the right prices 
and properly displayed and sold in a 
good location in a good town. He 
strongly stressed the value of trade 
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Dealers Endorse Simplification 


—C’. L. Unger Re-elected Secretary 


magazines and advised the occasional 
adding of a new line of merchandise to 
stimulate trade. 


Clerks Represent Retailers’ Great 
Problem 


The feature address of the closing 
session was delivered by Llew S. Soule, 
editor of HARDWARE AGE, and dealt 
with the proper employing, handling 
and educating of retail clerks. Mr. 
Soule pointed out the fact that it costs 
the retail merchant from $300 to $1,500 
every time he hires a clerk, keeps him 
for six months and allows him to fail. 
Using a blackboard he illustrated his 
talk with tables showing how the aver- 
age man behind the counter spends his 
time, and offered plans to remedy the 
present situation. He pointed out the 
fact that the clerk either represents or 
misrepresents the merchant for whom 
he works, and that the merchant him- 
self is to blame if he is not prop- 
erly represented. He advised care in 
hiring men, store meetings to help edu- 
cate them, proper treatment and a fair 
division of the profits. 


W. J. Pettee Re-elected President 


Following the address of Mr. Soule 
came the reports of committees and the 
election of officers. W. J. Pettee was 
unanimously chosen to head the associa- 
tion for another year. The officers 
elected were as follows: President, W. 


J. Pettee, Oklahoma City; first vice- 
president, F. O. Quarles, Fairfax; sec- 
ond vice-president, John Young, Wood- 
ward. Directors: O. W. Childs, Doug- 
las; A. V. Chalfant, Chickasha; H. §. 
Henly, Cherokee; George E. Paas, Ed- 
mond; A. J. Heaton, Pawhuska; J. S. 
Denison, Hobart; B. U. Rector, El 
Reno; Calhoun Sparks, Ada. 


Resolutions Adopted 


The resolutions committee offered 
the following resolutions, which were 
adopted: 

1. That the secretary-treasurer be 
appointed by the board of directors. 

2. That the books and accounts be 
audited annually by a certified ac- 
countant. 

3. That the secretary be instructed 
to compile a history of the association. 

4. That Oklahoma City be made the 
permanent meeting place of the asso- 
ciation. 

5. That simplification and standard- 
ization of hardware lines be indorsed. 

6. That the thanks of the association 
be tendered to Hamp Williams, presi- 
dent of the National Association and 
Llew S. Soule, editor of HARDWARE AGE, 
for their attendance at the convention 
and their help in making it a success. 

At a board meeting following the 
convention, Charles L. Unger was re- 
elected secretary-treasurer of the asso- 
ciation. 
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A S I sail for Europe on the S. S. “Majestic” 
the day after tomorrow — February 2, 
1924 —I have recently been thinking a 
good deal about ships. 


It is curious how much ships have had to do 
with the history of the United States. The 
Boston Tea-Party started by dumping the tea 
off the ships in Boston Harbor. That was one 
of the factors that led to war between the 
United States and England. Then the English 
at another period insisted on impressing 
American sailors off American ships. That 
led to another war. Then in the time of 
Grover Cleveland a foreign nation attempted 
to collect its debts somewhere in South Amer- 
ica with the guns of their ships. This little 
incident came near precipitating another war. 
Our war with Spain was caused by the blow- 
ing up of a ship in Havana Harbor. The war 
with Germany was precipitated by the destruc- 
tion of the S. S. “Lusitania.” At the Alge- 
ciras Conference in Southern Spain war was 
almost precipitated in 1913 when Germany 
sent a gun boat to help along the negotiations. 


When I stop to think of it, I have had a 
number of friends who went down in ships. 
Elbert Hubbard told me once that he never 
had been sick and never would be sick. He 
was lost on the S. S. “Lusitania.” I had sev- 
eral friends on the S. S. “Titanic.” 


It is pleasant to think of these things just 
before sailing—but it is all right. It is a great 
thing to be compelled to go to Europe oc- 
casionally because it forces one to clean up his 
desk and put all of his affairs in order. You 
might almost say that if the ship happens to 
go down, it will be Providential because your 
affairs were never in better condition! All 
these meditations lead to a little story on sales- 
manship. 


Yesterday I was walking down Nassau 
Street when I met an insurance man. Being 
full of the great idea I told him that I was sail- 
ing next Saturday. “Fine,” he replied. “I con- 
gratulate you. By the way—how are you fixed 
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on accident insurance? For $25 I can fix you 
up for $7,500 sure, and in case the accident 
is pretty serious, there are certain clauses in 
the policy that give you $15,000.” “Great,” I 
answered. “Fix me up.” He reached into his 
inside pocket, took out an application blank, 
carefully adjusted his fountain pen and I 
signed the application against a plate glass 
window. Today I have the policy in my tin 
box and he has my check—quick action; every- 
body happy. 


Speaking of ships reminds me that I first 
advanced the idea that Christopher Columbus 
was the greatest salesman the world ever pro- 
duced. I used this idea in several salesman- 
ship talks. One day in 1920 I happened to be 
in the great Cathedral in Seville, Spain. My 
guide stopped before a wonderful monument. 
He waved his hand toward this monument 
and said nothing. There were four figures of 
kings of Spain carrying a bier (b-i-e-r!) on 
their shoulders. This sarcophagus was sup- 
ported by spears over the shoulders of the 
kings. The figures represented the kings of 
the four original Provinces of Spain—Castile, 
Aragon, Leon and Navarre. “What’s that?” 
I inquired. “Ah, Senor,” said my guide, 
“this is the tomb of Christopho Colombo, who 
discovered your country.” So I bought a 
book and re-read the life of Columbus. In all 
history I do not believe there is another such 
romantic story. 


We first hear of Columbus*at Genoa trying 
to sell his idea that the world was round. He 
fixed the attention of his prospects by showing 
them an egg and making the egg stand up on 
end by revolving its contents. Italy turned 
him down. 


Then he went to the Court of Portugal and 
tried to sell them. .The King of Portugal not 
only turned him down but tried to double- 
cross him by sending out another expedition 
to discover the new countries beyond the hori- 
zon. This expedition met with a storm, got 
cold feet, hurried back to Lisbon and told the 
King of Portugal there was nothing doing. 
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So Christopher Columbus took out his mile- 
age book and checked his line of samples to 
the Court of Castile. (The place the soap 
comes from!) Here again he was turned 
down. Christopher was getting used to dis- 
appointments by this time but he followed his 
prospects, Ferdinand and Isabella, from Cas- 
tile to Cordova and from Cordova to Sala- 
manca. Christopher Columbus knew what it 
was to be a traveling salesman without any 
orders. Five times Isabella and her Council 
turned him down. He was so persistent that 
he was threatened time after time with im- 
prisonment but Christopher had the selling 
microbe. When they threw him out of the 
front door he returned by the back and all the 
time he hammered away at his idea that the 
world was round and if they would sail West- 
ward they would reach the Indies. 


So we have another story of ships. Colum- 
bus set out from Palos with the “Santa Maria,” 
the “Nina” and the “Pinta.” The Queen 
pawned her jewels in order to outfit his fleet. 
The Queen was “sold.” Ferdinand, the King, 
smiled indulgently and told her not to report 
the jewels stolen and try to cash in on the in- 
surance. Isabella said she would not—that 
that game had been too well worked and that 
anyhow, if she wanted to do anything in that 
line, she had a better plan. 


So with his ships this master salesman dis- 
covered a new world. He landed the largest 
contract of any salesman since the world began 
—before or since. Of course we know, as 
often happens to salesmen, after he had sold 
all the goods the factory could manufacture, 
they gave him a rotten deal. He was not only 
fired but he died in chains at Vallidolid. 


But no matter—what difference does it 
make? Here he was peacefully resting, sup- 
ported up in the air on the spears of the four 
Kings of Spain. Afterward in Granada I was 
taken down under the floor of the cathedral 
into a dark crypt. The guide held a small 
candle through the bars of a grating and with 
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the dim light and the dark shadows I saw 
two tombs. These were the tombs of Ferdi- 
nand and Isabella. I think in the finish that 
Columbus put it all over his ungrateful 
patrons! 


So, in order to help pay expenses on my way 
to Cordova I thought out the little essay on 
Columbus as the great world salesman. It 
must have made something of.a hit because 
now one of my young advertising friends 
sends me a very attractive booklet with the 
title: “Christopher Puts It Across.” He takes 
my idea lock, stock and barrel and puts it into 
words more eloquent than any that ever oc- 
curred to me. He really does a splendid job 
of it but he forgets to give me the slightest 
credit for the idea. I am tempted to give his 
name and address here and ask all the sub- 
scribers to HARDWARE AGE to write and ask him 
for a copy of this pamphlet free, gratis, for 
nothing. The pamphlet is well worth reading. 
It is a good job but it would have been just 
as good a job if the young man in a footnote 
somewhere had given credit to the real dis- 
coverer of Christopher Columbus as a sales- 
man! 


So it comes to pass in the fulness of time 
that another salesman from the New World 
that Christopher Columbus ‘discovered sets 
sail to sell a few ideas to the Old World that 
Christopher left. Why not? 


Then HarpwarkeE AGE has asked me to change 
the monotony of these articles by writing 
about sales and selling in France, Germany 
and England. So after awhile, if I do not 
cash in on that accident policy in the mean- 
time, some articles will come back from the 
“Sales Manager” in Europe. However, do not 
become impatient because it will be several 
weeks before these articles will appear. 


So, “dear readers,” as the authors used to 
say in the Victorian Era, goodbye and good 


luck! 
“THE SALES MANAGER.” 
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Hennepin Hdw. Co., Minneapolis, 
Minn.—Conventions pay when con- 
ducted in a way to give practical 
benefit to every one _ attending. 
When each member attending is 
provided with a program with space 
for notes on each constructive talk, 
and is urged to make notes and uses 
them when he gets home, conven- 
tions pay. 


J. Parrish, Hamilton, Mo.—I don’t 
believe any bunch of business men 
can get together without all of them 
getting some benefit. Exchanging 
ideas is bound to do good. 


Churchill Hardware Co., Gales- 
burg, Ill—Conventions seem to pay 
some people and some people they 
do not pay. From a personal stand- 
point I do not think it pays us to at- 
tend the hardware dealers’ conven- 
tion from the dollars and cents 
standpoint, yet at the same time I 
have generally attended them and 
intend to attend them again this 
year. There is generally something 
a person can get out of the conven- 
tion that is not marked by dollars 
and cents. 


E. M. Healey, George M. Healey 
& Son, Dubuque, Iowa.—The manu- 
facturer and ‘jobber acknowledge 
conventions pay or they wouldn’t 
spend good money to display their 
goods at these conventions. And the 
value of having their representa- 
tives meet the retail hardware deal- 
ers at a time when their minds are 
not taken up with their business is 
also appreciated by the manufactur- 
ers and jobbers. 

From the retailer’s point of view, 
he not only sees the latest ideas in 
everything in his line, but has the 
opportunity of discussing the merits 
of the goods with his fellow dealers. 
Then the benefit he may derive from 
the regular convention meetings are 
too well known to be detailed. 


Waring Hardware Co., Wilkins- 
burg, Pa.—Have read with unusual 
interest the letter of Mr. R. J. 
Atkinson in the Jan. 10 issue of 





HARDWARE AGE. I have attended 
conventions for many years and for 
me they are the one big influence 
cordial or tonic, or whatever you 
care to call it, that helps me through 
the year as nothing else does or 
can do. They certainly pay me and 
this firm. 


A. H. Brownell, Fort Pitt Hard- 
ware Co., Pittsburgh, Pa.—It is for 
our hardware association to so edu- 
cate its members that they may 
realize themselves and show to their 
customers through the service they 
render that the hardware business 
is an essential business worthy of 
equal recognition with that of any 
other business which truly serves 
the public. 


C. W. Scarborough, Scarborough 
& Klauss Co., Pittsburgh, Pa.—The 
hardware associations have _ gen- 
erally found it advantageous to hold 
their conventions and _ exhibitions 
during the first three months of the 
year, at a time when inventories 
have been finished and in time for 
spring buying. The exhibition 
affords the critical buyer a splendid 
chance to select the kinds of goods 
his trade requires, and at a price 
that will give him a profit. One 
exhibit or a dozen does not appeal 
to the buyer in our varied line, but 
where he can see hundreds of ex- 
hibits, and exercise his judgment 
in comparative lines, he not only 
has the advantage of price, but he 
gets the educational value through 
discussion, which is sorely needed 
by the majority of our members. 


A. R. Sale, secretary Iowa Retail 
Hardware Association, Mason City, 
Iowa.—I could not answer the ques- 
tion, “Do Hardware Conventions 
Pay?” any better than by asking a 
few questions. 

1. Does constructive thinking 
pay? 2. Does intelligent evolution 
pay? 3. Does progress pay? 4. 
Does organization pay? 5. Does 
constructive cooperation pay? 

As the hardware conventions are 
demonstrations of these active prin- 


ciples of progressive merchandising, 
what more can be said on the sub- 
ject of “Do Hardware Conventions 
Pay?” 


Leon C. Warner, Warner Hard- 
ware Co., Minneapolis, Minn.— 
Hardware conventions pay only in 
one’s hardware education. A hard- 
ware man’s contact with his fellow 
merchants, jobbers, manufacturers, 
and their representatives cannot but 
broaden one’s view of his own busi- 
ness. 

In the above I am speaking of 
conventions only where expositions 
or exhibitions are not additional. 

Conventions in connection with 
exhibitions may pay directly in this 
way by the merchant coming to the 
market, not the market coming to 
him. 

Srsen Supply Co., Owatonna, 
Minn.—Do conventions pay? No. 
nothing but what is given in our 
trade papers is learned, and if only 
the very necessary routine matters 
were taken care of much expense 
could be saved all around. 


Smith-Winchester Co., Jackson, 
Mich.—We have been solicited to 
express our opinion as to whether 
or not State hardware conventions 
pay. Personally, we believe in them. 
It gives the average dealer an 
opportunity to get away from his 
own troubles, at least, once a year. 


F. H. Lee, Lee Hardware Co., 
Athol, Mass.—We believe conven- 
tions are good. They bring together 
people from all sections for an ex- 
exchange of ideas and show what 
lines of goods sell best in their sev- 
eral locations. 

We take our families and clerks 
along and every one sees some new 
article and learns more about old 
ones, and how to show and sell them. 
We get good from the convention 
day. 

William E. Fawcett, J. O. Neill 
Hardware Co., Fall River, Mass.— 


We consider conventions valuable, 
as invariably a merchant can obtain 
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S? many additional letters have been sent to Harpware AcE in 
answer to the question—Do Conventions Pay?—raised by R. J. 
Atkinson, president of the New York State Retail Hardware Asso- 
ciation, in the Jan. 10 issue that, impelled by courtesy to the writ- 
ers and to Mr. Atkinson, we have published the salient points from 
as many of the letters as possible. 


We wish to express again our appreciation to the hardware 
trade for the attention given to this subject, and to add that we 
trust the attention will not stop here. We would like to see it car- 
ried on, and we would like to feel that we have been, in a small 
way, instrumental in helping to increase the attendance at con- 








from another merchant, even a keen 
competitor, some helpful sugges- 
tions, that can be used in his busi- 
ness. 


D. Fletcher Barber, Chandler & 
Barber, Boston, Mass.—When we 
come to realize the complexities of 
the hardware business and the im- 
mense amount of detail involved, it 
is all the more necessary that we 
should get together and endeavor to 
solve some of the problems, or at 
least make business run more 
smoothly by the various methods 
which are talked over, not only at 
the public sessions of conventions, 
but privately between individuals. 


Henry Duncan, Henry Duncan 
Corp., Everett, Mass.—It is our ex- 
perience that the hardware conven- 
tions are beneficial, only in so far 
as they are well attended. Nobody 
gets any benefit from them by 
absent treatment. Judging from 
the attendance at conventions for 
the last few years, we will say they 
are very successful, and do an im- 
mense amount of good to the trade. 


John A. Losee, Buchanan Hard- 

ware Co., Richfield Springs, N. Y.— 
We were greatly interested in read- 
ing Mr. Atkinson’s letter in this 
week’s issue of the HARDWARE AGE 
and we want to go on record as stat- 
ing that the hardware conventions 
render a great service to the retail 
hardware dealer and when he passes 
by the opportunity that is offered 
him to attend his State convention 
once a year, he in a way is sustain- 
ing a great loss. 
‘In our opinion the trade journals 
would rank as first and the hard- 
ware conventions as second in the 
building up and educating of the 
hardware merchant to make him 
more efficient and a better mer- 
chant. 


T. James Fernley, secretary, Na- 
tional Hardware Assn. of the U. S. 
—The late Theodore Roosevelt said 
“Every man owes it to the industry 
with which he is identified to give 








it a portion of his time and financial 
support.” 

The business man of today, be he 
retailer, manufacturer or  whole- 
saler, realizes the advantages which 
come from personal contact at con- 
ventions with those who are pur- 
suing the same line of business as 
himself. 

Ideas are exchanged, preblems 
discussed, general information gath- 
ered, which is helpful to the indi- 
vidual coming in contact with his 
fellows. 


Fred Horn, Brooklyn, N. /Y., 
president Brooklyn Retail Hardware 
Association.—Regarding Mr. Atkin- 
son’s letter in a recent issue of 
HARDWARE AGE I would like to say 
that I have attended many conven- 
tions during the past few years 
and I will continue to do so in the 
future. In attending the sessions 
many points are picked up and the 
exhibitions are always of interest. 
There is no doubt that a dealer can 
learn a great deal at a convention 
in many ways. 


E. J. Faut, Brookfield, Mo.—Con- 
ventions broaden our vision and give 
us a greater conception of business 
principles and help us to get to 
know our fellow men better. What- 
ever success we have attained is 
due to conventions and association 
work. 


L. P. Biggs, Little Rock, Ark., 
secretary Arkansas Retail MHard- 
ware Association.—From actual ob- 
servation I find that a convention 
has a real value. Instances of mem- 
bers getting from a convention ideas 
of concrete value might be multi- 
plied. I think, however, we some- 
times lose sight of the principal 
benefits of a convention. That is, 
in my opinion, the “energizing” in- 
fluence. No dealer can sit through 
the session of a modern convention 
without absorbing a desire to put 
miore energy and intelligence into 
his business: He is certain to take 
away from a convention a certain 


amount, depending on the _indi- 
vidual, of enthusiasm and respect 
for his business which will be trans- 
mitted into action. 


Charles L. Unger, Oklahoma 
City, secretary Oklahoma Hardware 
& Implement Association.—I am a 
profound believer in hardware con- 
ventions. As a hardware traveling 
salesman for fifteen years and being 
connected with the association work 
for two years I have seen men of 
small and large stores apply ideas 
in their business that they had 
“nicked up” at conventions. By 
meeting and exchanging’ experi- 
ences with men in their same line 
proved to be very profitable. 


James B. Carson, Dayton, Ohio, 
secretary Ohio Hardware Associ- 
ation.—To me this would be a very 
one sided question because I have 
been attending these conventions for 
twenty-six years, having attended 
my first one in Toledo in 1898 and 
in this time have seen the develop- 
ment of many State associations 
which in itself is the best proof 
that hardware conventions do pay. 

I am glad Mr. Atkinson asked this 
question and will read the articles 
from different members with a great 
deal of interest. 


W. J. Richmond, Richmond Hard- 
ware Co., Clarksville, Tex.—Do 
hardware conventions do the retailer 
any good? That depends on the 
ability and attitude the dealer 
adopts toward the convention. He 
meets men who in many cases have 
met and overcome, perhaps, the 
same trouble this dealer may have. 

It broadens and gives him the 
experience of successful men in 
ways to properly display his wares 
when to buy, assortments to buy, to 
fit his trade territory. 

He meets his jobbers, his manu 
facturers and friends. The friend- 
ships that he makes are destined to 
help him over many rough places. 
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Hdw. Mfrs. Indorse 
Mellon Tax Bill 


in Ass’n Vote 


Submit Questionnaires to Men in 
Their Employ—Only 2% 


Favor Bonus 


Members of the American Hardware 
Manufacturers’ Association are unani- 
mously in favor of the “Mellon Plan” 
for tax reduction and less than two per 
cent in favor of a “Bonus Bill,” accord- 
ing to replies to a questionnaire mailed 
by the association to its membership. 

Inasmuch as some manufacturers 
submitted the questionnaire to their 
employees prior to making their reply, 
the opinions expressed represent the at- 
titude not only of the hardware manu- 
facturers of this country, but of a sub- 
stantial number of their employees. 

Because of the unanimous approval 
of Secretary Mellon’s plan, the asso- 
ciation, on behalf of the hardware in- 
dustry, has requested members of Con- 
gress to support the tax revision plan 
which has been submitted to the Ways 
and Means Committee of the House of 
Representatives and to vote against any 
legislation which will, in Secretary Mel- 
lon’s judgment, interfere with the car- 
rying of his tax reduction program. A 
copy of the association’s letter was also 
forwarded to President Coolidge and to 
Mr. Mellon. 





Sherwin Marketing Mer. 
for Goldschmidt 
The Th. Goldschmidt Corp., 15 Wil- 


liam Street, New York City, sole im- 
porters for the United States and Can- 
ada of the N & K imported telephones, 
has appointed Harry E. Sherwin as 
marketing manager. Mr. Sherwin was 
for many years associated with Robert 
H. Ingersoll & Bro., both in this coun- 
try and abroad. He was sales manager 
of the A. C. Gilbert Co., New Haven, 
Conn., for many years, and was partic- 
ularly responsible for the distribution 
secured for the Polar Cub Electrical 
Fan and other Polar Cub electrical spe- 
cialty products. He recently completed 
a contract for introducing the Bobolink 
phonograph books for children, on 
which a national distribution is said to 
have been secured in less than six 
months’ time. 





Everedy Co. Incorporated 


A corporation charter has been 
granted by the State of Maryland to 
the Everedy Co., Frederick, Md. The 
new concern is capitalized for $100,000, 
and the .ames of the incorporators are 
Harry J. Lebherz, William B. Lebherz 
and Robert W. Lebherz, all of Fred- 
erick. F 

It is understood that the new cor- 
poration -has purehased the assets of 





the Everedy Bottle Capper Company, 
also the business of the Sterling Plat- 
ing Works, of Frederick, and Carrol 
Etchison, formerly proprietor of the 
Sterling Plating Works, will have 
charge of the new electro-plating de- 
partment of the new corporation. 

The management of the new cor- 
poration will be the same as that of the 
old Everedy Bottle Capper Co. Harry 
J. Lebherz will be president; William 
B. Lebherz, vice-president and treas- 
urer, and Robert W. Lebherz, secretary. 





P. A. Myers Now President 
F. E. Myers & Bros. Co. 


P. A. Myers has been elected presi- 
dent of the F. E. Myers & Bros. Co., 
Ashland, Ohio, to succeed his brother, 
Frank E. Myers, who passed away in 
December. John C. Myers was elected 
first vice-president; G. C. Myers, sec- 
ond vice-president; A. N. Myers, third 
vice-president; G. Myers, fourth 
vice-president; F. B. Kellog, secretary 
and treasurer; J. C. Frentz, assistant 
secretary; and M. G. Miller, assistant 
treasurer. 





Hardware Buyers’ Syndicate 
Abandoned 


The Associated Hardware Buyers’ 
Syndicate, 5 North LaSalle Street, Chi- 
cago, which was organized a few 
months ago to act as a purchasing office 
for hardware retailers, has ceased busi- 
ness as far as HARDWARE AGE can de- 
termine. One of the original backers 
of the proposition was taken seriously 
ill as the company was being organized 
and is still in the hospital. It is under- 
stood that the proposition was aban- 
doned when he found it impossible to 
participate in the active management 
of the office. 





Scoates Appointed Sec’y 
Texas Association 


D. Scoates, one time secretary of the 
Mississippi Hardware & Implement 
Association, has been appointed secre- 
tary of the Texas Retail Hardware & 
Implement Association by the board 
of directors of that body. The head- 
quarters of the association has been 
moved from Dallas to College Station, 
Tex., where Mr. Scoates is connected 
with one of the agricultural colleges. 





Lanbush-Fisher, Inc., Expands 


Lanbush-Fisher Co., Inc., export and 
domestic manufacturers’ agents, 416 
Broadway, New York City, has recently 
leased the sixth floor of the building it 
is now occupying in order to acquire 
additional warehouse facilities, where 
full stocks will be carried. e firm is 
composed of A. M. Phelan, F. H. Mit- 
terbush and George H. Fisher. 








Gov't Lease of Lead 
Mines to Chicago 
Firm Under Fire 





Eagle-Picher Co. Leasing of Indian 
Reservation Said to Be O. K. 
and Regular 


Leases of 2100 acres of lead and zinc 
land on the Quapaw Indian Reservation 
in Ottawa County, Oklahoma, by the 
Eagle-Picher Lead Co., Chicago, were 
obtained from the Department of the In- 
terior at Washington in an entirely reg- 
ular manner and were “simply renew- 
als,” according to a recent statement 
issued by A. E. Bendelari, vice-presi- 
dent of the company and manager of 
mines. 

Mr. Bendelari’s statement followed 
the introduction of a resolution in the 
Oklahoma Senate calling upon the 
United States Senate oil committee to 
conduct a probe of the lease which was 
alleged to have been granted while Al- 
bert B. Fall, and who is now a promi- 
nent figure in the Teapot Dome oil 
lease scandal, was Secretary of the In- 
terior. Mr. Bendelari’s statement fol- 
lows: 

“The leases that the Eagle-Picher 
Lead Co. received from the Department 
of the Interior in 1921 were simply re- 
newal of leases on lands that they had 
been operating the vast eight years. 
After the matter had been pending for 
two years before the department, dur- 
ing which time numerous hearings were 
held before the Indian Commissioner, 
with all parties interested appearing, 
introducing evidence and filing briefs, 
the commissioner appointed a commis- 
sion of three representatives to come to 
Oklahoma to make an inspection and in- 
vestigation. 

“This commission consisted of a rep- 
resentative of the Bureau of Mines, an 
employee of the Indian department for 
twenty-two years, and an _ inspector 
from the Indian Commissioner’s office. 
The award of the leases was made to 
the Eagle-Picher Lead Co. after sealed 
bids had been submitted by all inter- 
ested parties, and the award was made 
after aH bids were carefully analyzed 
by experts of the Bureau of Mines and 
the commissioner’s office, when a forma! 
opinion was rendered by the commis- 
sioner that the bid of the Eagle-Picher 
Lead Co. was the best submitted. The 
leases were then prepared and sent to 
the Secretary of the Interior for his ap- 
proval. 


“That the entire matter was regular 
in every respect is further evidenced bv 
the fact that a block of acreage was 
later awarded to another company un- 
der the same procedure and at the same 
royalty by Secretary Fall, and, later, 
a block of acreage in the same district 
was awarded to still another company 
under the same ~rocedure and at the 
same royalty bv Secretary Work.” 
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Clean-Up and Paint-Up 
to Intensify Work 
in Rural Centers 





Plans for 1924 Call for More Edu- 
cational Work Among 
Farmers 


The rural activities which for twelve 
years have been a part of the workin 
program of the National Clean-Up aa 
Paint-Up Campaign Bureau for in- 
creasing sales of paint and varnish in 
farm and village communities are to 
be extended and intensified in 1924, as 
far as may be permitted by the funds 
of the bureau, according to a statement 
recently issued by Secretary R. W. 
Emerson, from the national head- 
quarters in St. Louis. 

“Half of the people and almost all 
of the territory in the United States 
are outside of organized cities, and 
almost all of the buildings owned by 
the rural half of our population are 
made of wood, preeminently the mate- 
rial that calls for paint and varnish,” 
says Mr. Emerson, in discussing the 
rural phase of the 1924 campaign. 
“This means that the country districts 
represent close to a 100 per cent field 
of prospective customers—a much 
larger percentage than in cities. where 
buildings largely are of brick and 
stone.” 

In a recent address before the 
American Petroleum Institute, E. T. 
Meredith, former Secretary of Agri- 
culture, stated that there are 6,500,000 
farms in the United States, the owners 
of which spend approximately $14,000,- 
000,000 a year. The investment of 
these farm owners in farm buildings 
is $11,000,000,000, and if those build- 
ings last forty years, the owners have 
to put more than $250,000,000 a year 
into building just for replacements, to 
say nothing of money spent for addi- 
tional farm buildings. In farm ma- 
chinery there is an investment of 
$3,600,000,000, and if the life of it is 
ten years, then $360,000,000 must be 
_— for renewals on farm machinery 
alone. 





Paint Sales Managers 
to Meet in June 


A one day conference of paint and 
.varnish sales managers will be held 
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| during the first week in June, accord- 
| ing to the announcement of S. B. Wood- 
bridge, chairman of the executive com- 
mittee of the Sales Managers’ Council, 
following a meeting of that body at the 
Ambassador Hotel in Atlantic City, 
N. J., on Feb. 5. 

“The city will be selected,” said Mr. 
Woodbridge, “after consultation with 
the absent members, A. E. Warfield, 
k. W. Levenhagen and F. S. Green, and 
will probably be either Detroit, Buffalo, 
Cleveland or Chicago.” 


Bissell Carpet Sweeper 
Elects Officers 


Officers were elected at the annual 
meeting of the Bissell Carpet Sweeper 
Co., Grand Rapids, Mich., Jan. 17, as 
follows: Mrs. M. R. Bissell, chairman; 
F. M. Deane, president; T. W. Wil- 
liams, vice-president; M. R. Bissell, Jr., 
vice-president and secretary; S.C. Rap- 
ley, treasurer. 

The company reported having closed 
the largest year’s business in its his- 
tory, with the demand continuing 
strong, as indicated by the January or- 
ders, which exceed those of the same 
month of 1923. 





Russell & Erwin Mfg. Co. 
Adds to Plant 


The American Hardware Corporation 
has recently awarded the contract to 
the Aberthaw Co., Boston, Mass., for a 
seven-story addition to the Russell & 
Erwin Manufacturing Co., New Britain, 
Conn. 

The same contractor is now building 
two large buildings for the Stanley 
Works in the same city. 





Minnesota Winchester 
Club Elects 


Officers were recently elected at a 
meeting of the Winchester Club of Min- 


nesota as follows: President, C. W. 
Oesterreich, Rochester, Minn.; first 
vice-president, Geo. Bancroft, Still- 


water, Minn.; second vice-president, F. 


L. Christenson, Thief River Falls, 
Minn.; third vice-president, Herb. 
Erickson, Hancock, Minn.; secretary 


and treasurer, W. H. Powers, Grand 


Rapids, Minn. 





Grand Rapids Co. 
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Buys Part of Amer. 
Pulley Co. Line 


Takes Over Sash Pulley Line So 
American Pulley Co. Can Give 
Attention to Other Plans 





The sash pulley business of the 
American Pulley Co., manufacturer of 
wrought steel belt and sash Fg and 
pressed steel shapes, 4200 Wissahickon 
Avenue, Philadelphia, Pa., has recently 
been taken over by the Grand Rapids 
Hardware Co., manufacturer of sash 
pulleys, Grand Rapids, Mich. . 

This move was undertaken. by the 
former company with a view of. afford- 
ing increased facilities for the develop- 
ment of its new pressed steel shafting 
hanger and the enlargement of its steel] 
transmission pulley business. : The: pur- 
chaser has taken over the stock on hand 
and in process and is prepared to sup- 
ply the Americ. n Pulley Company’s cus- 
tomers with pulleys of “Grand Rapids” 
make, corresponding with the American 
pulleys in size. | 


President B’klyn Ass’n 
Buys Vice-Pres.’s Store 


A. Wilkins, hardware retailer, 9225 
Fourth Avenue, Brooklyn, N. Y., and 
vice-president of the Brooklyn Hard- 
ware Dealers’ Association has sold his 
business to Horn Bros., 5401 Fifth 
Avenue, Brooklyn, and will leave New 
York about March 1. Mr. Wilkins has 
bought a farm near Ellenville, N. Y., 
and will in the future reside there. 
Frederick, Horn, president of Horn 
Bros., is also president of the Brooklyn 
Hardware Dealers’ Association. His 
brother, Henry W. Horn, will manage 
the former Wilkins store. 








J. W. Ludlow Representing 
Luetkemeyer Co. 


John W. Ludlow, who has been con- 
nected with C. H. Miller Hardware Co.. 
Huntingdon, Pa., for many years as 
sales representative in ‘he territory 
near Johnstown and Altwona, Pa., is 
now representing the Luetkemeyer Co., 
hardware and_ supplies, Cleveland, 
Ohio, in the same territory. 





National Clean-Up and Paint-Up Committee in session, St. Louis, Mo., 


Jan. 22-23 
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Hennepin Hardware Co. 


Reelects Officers 


The Hennepin Hardware Co., 909-913 
Hennepin Avenue, Minneapolis, Minn., 
at its annual meeting reelected the fol- 
lowing directors and officers: George S. 
Wheaton, president and manager; Ad- 
dis M. Daily and William H. Smith, 
sales vice-presidents; Robert M. Chute, 
treasurer; Merrill K. Franklin, secre- 
tary and purchasing agent; and added 
to its board of directors, William H. 
Owen, advertising manager. The au- 
thorized capital stock was increased 
from $100,000 to $300,000. All of the 
stock is now owned by full-time work- 
ing employees only. 





Obituary 





Thomas B. Janney 


Thomas B. Janney, head of Janney, 
Semple, Hill & Co., wholesale hardware, 
Minneapolis, Minn., and president of 
the Farmers and Mechanics Savings 
Bank, died recently at his home in Min- 
neapolis, following an illness of ten 
days. 

Mr. Janney was born Oct. 5, 1838, in 
Shanesville, Tuscarawas County, Ohio, 
his parents as Phineas M. and 
Frances (Smith) Janney. 

He started in business as a clerk in 
a general store, and in 1866, when 
about 28, he arrived in Minneapolis and 
engaged, with his brother, Edwin, and 
brother-in-law, S. T. Moles, in the re- 
tail hardware business on Washington 
Avenue. 

Nine years after arriving in Minne- 
apolis, Thomas B. Janney, in 1875, be- 
came one of the organizers of the firm 
of Janney, Moles & Brooks. This firm 
was later reorganized as Janney, 
Brooks & Eastman and conducted both 
a wholesale and retail business. 

In 1883 Mr. Brooks died and about 
that time Mr. Eastman retired from 
the firm. Mr. Janney, however, con- 
tinued at the head of the _ business, 
which was then reorganized under the 
name of Janney & Semple and which in 
time became the Janney, Semple, Hill 
Company. It was incorporated in 1898. 
With the gradual growth of the busi- 
ness it became the largest wholesale 
hardware establishment in the North- 
west. 

Mr. Janney was one of the directors 
of the Northwestern National Bank and 
became the president of the Farmers 
and Mechanics Savings Bank. He was 
also a director of the Equitable Loan 
Association, a director of the North- 
western Life Insurance Co., a director 
of the Minneapolis Orchestral Associa- 
tion, trustee of the Society of Fine Arts, 
trustee of Westminster Presbyterian 
Church and member of various clubs. 

Besides Mrs. Janney and the two 
daughters, there survive one_ sister, 
Mrs. Emily J. Moles, and a brother, 
P. S. Janney. There are four grand- 
children, children of Mr. and Mrs. 
Charles M. Case. 


Louis J. Ernst . 


ei Louis 7: ease hardware — di- 
“ir . and former:president of the New 
Tee Sinte Retail. Nendatee. Dealers’ 

Association, died recently at his home 

in Rochester, N. Y., aged 74. 
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New England Notes 


On Jan. 28, the Littleton Hardware 
Co., Littleton, N. H., was destroyed by 
fire together with many other business 
firms and a hotel. 


The Atlas Tack Co., Fairhaven, 
Mass., has started operations in its 
fine new branch factory in St. Louis. 


Austin H. Decatur, Decatur & Hop- 
kins Co., Boston, shelf hardware, and 
Mrs. Decatur will leave shortly for 
Florida where they will spend several 
weeks. 





W. B. Wolcott, who has represented 
Arthur C. Harvey Co., Boston, heavy 
hardware, on the road for many years, 
will shortly sever his connections with 
that firm. 


J. A. Lardner, New Bedford, Mass., 
is to engage in the retail hardware 
business. Orders for fixtures have al- 
ready been placed. 


Walter C. Weidig is now covering 
the northern New England hardware 
market for the Cleveland Twist Drill 
Co. Harry O. Swan is covering the 
southern part of that territory. 
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Donley Bros. Co. Extends 
Manufacturing Facilities 


Donley Bros. Co., manufacturer of 
structural specialties, Cleveland, Ohio, 
has recently completed a factory and 
office building on a site of several acres 
adjoining the Erie Railroad and located 
on Miles Avenue, near 139th Street. 
The company’s new manufacturing 
facilities were necessitated by its rapid 
growth and have been designed so as 
to afford ample provision, not only for 
its present requirements but for future 
expansion as well. A separate building 
houses the manufacture of basement 
columns and clothes posts. 





New Warehouse for 


U. T. Hungerford 


The U. T. Hungerford Brass & Cop- 
per Co., 80 Lafayette Street, New York 
City, has recently opened a new ware- 
house at 3035 St. Clair Avenue, Cleve- 
land, Ohio, where it will carry a com- 
plete stock of Star Brand brass, copper, 
bronze, etc. The new warehouse is a 
new building equipped with loading plat- 
forms front and rear, and with modern 
labor saving devices to facilitate the 
quick movement of stock. 








—Don Palmer in The Sunday News-Leader, Pittsburgh, Pa. 
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Future Business Growing 
—Current Sales Large 


out the country are active; price tendencies are stiffening slightly, and 


$ URRENT sales in practically all of the major hardware markets through- 


future business booked by jobbers is said to be substantially larger than 


it was at this time last year. 


Although the open winter has retarded the sale of snow and ice tools in 
many sections, this is said to have been offset to a large extent by increased 
demands for builders’ hardware, carpenters’ and mechanics’ tools and automo- 


bile accessories. 


Jobbers in some sections believe that prices in several lines are likely to 
advance in the near future because of the increased demand, the absence of any 
surplus stocks, and the apparent tendency on the part of retailers to place 


larger orders. 





Manufacturers’ Price Changes 


| eyes prices on tungsten and nitrogen lamps have 
been reduced about 10 per cent; 40-watt 
tungsten is now quoted on the list at 30 cents and 
50-watt nitrogen is quoted at 45 cents on the list. 

Icy Hot Bottle Co., Cincinnati, Ohio, is reported 
to have issued a new price list showing reductions 
of approximately 25 cents on each bottle shown on 
the list. . 


Several manufacturers of rope have advanced 
prices 2 cents per lb. base. 

Reduced prices have recently been put into effect 
by the Malleable Steel Range Mfg. Co., manufac- 
turer of “South Bend Malleable” ranges for coal, 
wood and gas, South Bend, Ind. This move, it is 
said, has been undertaken by the company in the 
face of continued high labor and material costs and 
with a view of further increasing its volume of 





cent. 


Tacks have been advanced approximately 10 per 


sales. 





Price Changes from Jobbing Centers 


NEW YORK.—Among the price 
changes announced during the week 
by local jobbers were: Rope was 
advanced 2 cents per lb. base. Stove 
board, ash sifters, aluminum hawks, 
were all advanced 10 per cent. Cop- 
per rivets and burrs were reduced 
approximately 10 per cent, and are 
now being quoted out of jobbers’ 
stocks at 40 and 5 per cent from 
list. Ruby globes were reduced 5 
per cent. Jobbers have just received 
new price lists on Disston levels, 
which show an advance of 5 per cent, 
effective Jan. 2. 


CHICAGO.—Some prices are going 
up, while others are declining. The 
most notable advances are as fol- 
lows: 2 cents per lb. on rope, 25 
cents per 100 lb. on white lead, 15 
cents per square on roofing, 2 cents 
per gal. on gasoline, 1 cent per gal. 
on kerosene and a decline of $2 per 
ton on red rosin sheathing paper. 

Manufacturers have issued new 
list prices, effective Feb. 1, on cap 
and set screws, which show an aver- 


age advance over the old list of 
about 50 per cent. 


BOSTON .—Price changes are still 
mixed. Most of them, however, are 
to be found on the up side. In fact, 
there appears a tendency among a 
large number of manufacturers to 
adjust costs, which, apparently are 
mounting rather than diminishing. 
On the up side this week we have an 
advance of % cent per foot in rub- 


ber hose by the manufacturers, as 


well as 2 cents in manila rope and 
1% cents in sisal, and in Tudor sil- 
verware of 10 percent. Step ladders 
are about 1 cent per foot higher. 
On the down side we have a cut of 
about 50 cents in manufacturers’ 
prices on certain lines of letter 
boxes. On the negative we have 
talk of higher prices on bolts and 
nuts, as well as on heavy hammers 
and similar products. 
PITTSBURGH.—There were no 
changes of note in prices in the local 
market in the past week. The mar- 
ket is very firm, and beyond a few 


unimportant concessions in bars and 
rivets, are being very firmly held. 
The trade here is not looking for any 
real changes in the market in the 
near future, but it is possible track 
tools may be higlter before long, but 
there are no official announcements 
on this from local makers. They re- 
port heavy business, and say the 
outlook for this year on all kinds of 
track tools is very satisfactory. 


CINCINNATI. — Principal price 
changes during the week were a re- 
duction of 25 cents each on Icy-Hot 
bottles, and 10 cents per set on Mrs. 
Pott’s sad irons; galvanized were ad- 
vanced 5 per cent; manila rope, 2 
cents per lb.; linseed oil, 1 cent per 
gal., and lead, % cent per lb. Con- 
siderable talk heard about impending 
advances, but definite information 
lacking. 

TWIN CITIES.—Market condi- 
tions as regards prices remains quite 
stable, and no price changes of note 
were made during the past week. 








Spring Goods Active 


Spring goods are particularly ac- 
tive at present in the New York 
market. Jobbers also say that they 
are doing an ever increasing busi- 
ness in builders’ hardware and tools. 
The demand for builders’ hardware 
is on the increase, and jobbers say 
that they are beginning to experi- 
ence difficulty in getting all of their 
orders filled. 

The new Stanley Four Square line 
of household tools is said to be caus- 
ing more than ordinary interest. 

Shipments from manufacturers to 
jobbers are improving and the num- 
ber of items short is smaller than it 
was, but the demand is growing to 
such large proportions that jobbers 
Say it is necessary to reorder each 
time in larger quantities. 

There is a more or less general 
belief in New York that seems to be 
growing stronger that prices are 
likely to advance on several lines 
before long. 
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per lb. base. 


$2.25 each. 


cent off list. 


per cent. 





PRICE CHANGES 


Tack prices have been advanced about 10 per cent, 
according to local jobbers. 
Rope was advanced in the local market 2 cents 


New York jobbers have just received new lists on 
Disston levels effective Jan. 2 and representing an 
advance of about 5 per cent. 

Some of the local firms have advanced ash sifters 
about 10 per cent. They are now being quoted at 


Aluminum hawks are now being quoted here at 
$2.10 each, which, it is said, represents an advance 
of approximately 10 per cent. 

Copper rivets and burrs were reduced here about 
10 per cent and are now being quoted 20 and 5 per 


Ruby globes are now quoted locally at $3 per doz., 
which represents an advance, it is said, of about 5 











CURRENT MARKET QUOTATIONS 


The following are New York jobbers’ 
quotations to retailers on some of the 
seasonable lines principally in demand: 


AXES.—Handled axes, 2% to 3 Ib., $19.25 
per doz.; 3% to 3% Ib., $19.25 per doz.; 
3% to 4% Ib., $19.75 y? doz.; 4 to 5 Ib., 
$20.25 a doz.; 4% to 5% Ib., — 75 per 
doz.; 5% Ib. only, $22.75 per 

House axes, 2% Ib., 19 =< " hesiiten, 
$14.25 per doz. 

BOLTS AND NUTS.—Common carriage 
bolts, small, 40-5 per cent; large, 40 
per cent. 

Machine bolts, small, 45 to 45-10 per 
cent; large, 45 to 45-10 per cent. Lag 
screws, 45-10 per cent. 

Stove bolts, 75 to 75-5 per cent, both 
flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
CARPET SW EEPERS.—Bissell, *‘Amer- 
ican Queen,” $54 per doz.; “Club,’’ $108 
per doz.; ‘‘Elite,’’ $60 per doz.; “Grand 
Rapids,” Nic., $48 per doz.; “Grand 


Rapids,”’ Jap., $44 per doz.; “Grand,” 
Jap., $60 per doz.; *‘Parlor Queen,” $56 
per doz.; “Princess,” $50 per doz.; 


“Standard,” ’ Jap., $36 = io *“Univer- 
sal,’’ Nic., $46 per “U ‘niversal,” 
Jap., $42 per doz. 
GALVANIZED PAILS. — Galvanized 
pails, 8 qt., 19c. each; 10 qt., 22c. each; 
12 qt., 24c. each; 14 qt., 27c. each; 16 
qt., 32c. each. 
Heavy galvanized pails, Pe at., 35c. 
each: 14 qt., 40c. each; 16 , 46c. each. 
Gaivanized tubs. No. 1, 6 - each; No. 
2, 78c. each; No. 3, 9l1c. each. 


GARDEN TOOLS.— 

Manure Forks.— Drop ferrule, oval 
drop-forged tines, selected D ash handle. 
4 12-in. tines, $1.58 each; 5 13-in. tines, 
$1.76 each; 6 13-in. tines, $2.05 each: 
5 13-in. tines, 4-ft. handle, $1.50 each; 
6 13-in. tines, 4-ft. handle, $1.70 each. 
(Lots of six, 5 per cent off.) 

Hay Forks.—3 oval 12-in. drop-forged 
tines, bronzed and polished, select ash 
handle, strapped ferrule 5-ft. bent han- 
dle, $1.12 each; 6-ft. bent handle, $1.35 
each. (Lots of six, 5 per cent off.) 

Spading Forks.—Malleable D handles, 
aie 9 ferrule: angular drop-forged 
tines: 4 tines, 76c. each; spading forks, 
wood D handle, strapped ferrule, 4 
heavy tines, $1.64 each; 5 heavy tines, 
$2.08 each. 

Wooden Rakes.—Wooden hay rake, 12 
teeth, two bows, 40c. each; same with 
three aluminum steel] bows, 14 teeth, 
varnished head, 63c! each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each: same with 3 aluminum 


steel bows, 24 teeth, 72c. each 


Ladies’ Lawn Rake.—Two wood bow 
18 teeth, varnished head, 5-ft. Randi. 
50c. each. 


Wire Lawn Rake.—24 wire teeth, 20- 
in. head, malleable socket, securely fast- 
ened to head, pinned teeth and head, 
55c. each. 

Genuine Yamada lawn rake, 95c. each. 


Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 5%- 
ft. ash handle, 12 teeth, 77c. each; 14 
teeth, 8lc. each; 116 teeth, 89c. each. 
Malleable, 12 teeth, 33c. each; 14 teeth, 
36c. each; 16 teeth, 40c. each 


Garden Hose.—7-in. steel blades, black 
finish, 4%-ft. ash handle, solid shank, 
35c. each; 7-in. blade, bronze finish, 7l1c. 
each; 6-in. blade, bronze finish, 77c. 
each. Mortar hoe, forged steel blade, 
bronze finish, solid shank, 6-ft. ash 
handle, 9-in. blade, 95c. each. (Lots of 
six, 5 per cent off.) 


Trowels.—Garden trowels, 6-in. blued 
steel blades, black-enameled handle, 
riveted tang, 7c. each; heavy solid steel 
6-in. blade, half polished, riveted shank, 
hardwood handle, 10c. each; 1-piece 
socket, 6-in. forged steel blades, pone? 
and enameled red, length over 
in., 29c. each. All steel trowel, 17c. 
each. Socket pattern, solid forged one- 
piece blade and _ socket, wood-grip 
handle, 60c. each. 


Hand Spading Forks.—Three heavy 
fiat tines, polished and japanned, black- 
enameled handle, 10 in. over all, 10c. 
each; 4%-in. malleable tines, half pol- 
ished, brass ferrule, polished handle, 
10%c. each. 


Lawn Weeder.—3 steel spring tines, 
tinned black-enameled handle, 10c. 
one: 4 steel tines, 42-in. handle, 44c. 
eac 


LAWN MOWERS.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60. each: 14 
in., $5.85 each: 16-in., $6.25 each; 18-in., 
$6.65 each. 


Ball-bearing lawn mowers, “ * ad- 
justing, 8-in. drive wheels, 5% - in. diam- 
eter reel, screw- -adjusting cutter bar, 3 
steel knives, 12-in., $7.25 each; 14-in., 
7.60 each; 16-in., $7.95 each: 18-in.. 
8.30 each. 

Ball-bearing lawn mower, self-adjust- 
ing, 9-in. drive wheels, 5%-in. diameter 
reel, 4 self- sharpening knives, 14-in., 

16 each; 16-in., $9.50 each; 18-in.. 
9.85 each. 

Ball-bearing lawn mower, self-adjust- 
ing, hardened cones, 10%-in. open drive 
wheels, 4 self-sharpening knives, 6-in. 
diameter reel, 14-in., $10.35 each; 16- _ 
10.90 each; 18-in., $11.25 each; 20-in 
12.10 each. 

Self-adjusting, ball-bearing lawn mow- 





er, 10%-in. wheels, 6-in. diameter reel, 

5 shear cutting self-sharpening knives, 

de in., $14 each; 18-in., $14.65 each; 20- 
, $15.30 each. 


NAILS. —Wire nails, $4 base per keg. 

Cut nails, $4.50 base per keg 

Wire nails, and brads in je lots, 70 
per cent off list 

Roofing nails, 5 x 12, Pa Ib., $8.20; gal- 
vanized and plain, $5.2 


ROPE.—First grade ecb rope, 1siac 
base per Ib.; hardware grade, 16 
base per Ib.; ‘Ist grade sisal, 15%4c. - 
lb.; 2nd grade sisal, 14%4c. per Ib. 


SCREWS. oy” head steel machine 
screws, 70 per cent. 
ee head stest machine screws, 70 


per cent. 

Flat head brass machine screws, 60-10 
per cent. 

Flat head steel wood screws, woth. 
full packages, 75-20-5-5 per cent 

Galvanized brass, 70-20-5-5 per am. 

Flat head brass, 7020-5-5 per cen 

a head blued, 721%%4-20-5- y per 
cen 

Round head nickel plated, 62%4-20-5-5 
per cent. 

Round head brass, 671%4-20-5-5 per 
cent. 

Prices vary in different sections of 
the city. 


TOOL HANDLES (Agricultural).—Hay 
— oan bent, 5-ft., 33c. each; 6-ft 

c 
ne fork handles, bent, 4%4-ft., 29c. 


oe fork handle, 4%4-ft., 36c. each. 

Hoe handle, shank or socket style. 
4%-ft., 22c. each. Mortar style, 6-ft., 
45c. each. 

sane shovel handle, bent, 4%4-ft., 37c. 
each.. 

Long spade handle, 4%-ft., 37c. each. 

Bent D handle, manure fork style, 46c. 
each. Spading fork style, 46c. each. 
Shovel style, 50c. each. Spade style, 
50c. each. 

Malleable D fork handle, manure fork 
style, with strap ferrule ‘and cap, 58c. 
each. Spading style, 40c. each. 

Spading style, with strap ferrule and 
cap, 63c. each. 


WIRE age -—Jobbers’ quotations, 
f.o.b. New York 
wc. cloth, 12-mesh, $2.30 per 
Ss 
Galvanized wire cloth, 12-mesh, $2.75 
4g oo sq. ft.; 14-meshy $3.25 per 100 


“popper, wire cloth, 14-mesh, $7.25 per 
sq 

Bronze, ee yi 50 per 100 sq. ft.; 
bronze, 16-mesh, $8.9 5 per 100 sq. ft. 

Wire cloth, galvanized oyere mesh 
cloth, %-in. ‘mesh, $5 00 Ae. et. ; 
%-in. mesh, $5.25 per 1 a : 4 -in. 
mesh, $5.50 per 100 sq. 
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Increasing Number of Repeat Orders 


in Chicago—Interest in Futures Grows 


(Chicago office of HARDWARP AGE) 

B awina continues to move toward spring activity 
and in many lines is in substantial volume. 

ity in local jobbing houses is well distributed, and 

reports of improved distribution over the week previous 

were explained in the heavy shipments of merchandise 


going forward on Feb. 1. 


Caution, however, is expressed in conservative buying, 
which has been common among merchants for many 
months, and is being continued for the spring needs of 
However, the increasing number of repeat 
orders which have been sent in show that stocks need 
replenishing and that consumption of merchandise by the 


the trade. 


consumer is going steadily on. 


Prices in nearly all lines are being held firm, and there 
is very little likelihood of any radical declines, owing to 


Activ- 


the present high cost of both raw material and labor. 

The tone of the market on builders’ hardware is some- 
what stronger than it was a few weeks ago. 
turers are booked well on to capacity, and there is nothing 
indicative of lower prices. 
building program is under way and that building mate- 


Manufac- 


Reports show that a large 


rial, including builders’ hardware, will be in great demand, 


the season. 


which, undoubtedly, will cause a shortage to exist later in 


Reports from the steel mills are very encouraging, for 
the renewed buying of steel operations have increased 15 
per cent in four weeks’ time. Railroads are in the market 
for cars, and implement manufacturers are specifying 


freely. Steel buying is unusually active. 


ALARM CLOCKS.—Factories continue this week in Chicago, but large num- 
to book a large volume of business and bers of bicycle dealers are expected in 


are behind with their orders; prices 
firm and unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: America, $11.40 in diz. 
lots, $11. 04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 


Black Bird, $18. 96 in doz. lots, $18. 36 
in case lots; Bunkie, 920.88 in doz. 
lots, $20.16 ‘in case lots; Lookout, 


$13.20 in doz. ote, 84 in case lots; 
Sleepmeter, $15. in doz. lots, $14.6 
in case lots. 


AMMUNITION AND FIREARMS.— 
Prices on both ammunition and fire- 
arms seem more settled; there has not 
been the disconcerting uncertainty as 
to the bottom prices, which was so 
perplexing to the retailer a year ago. 
AUTOMOBILE ACCESSORIES. — 
Some interest being manifested in 
spring lines. 
We quote from jobbers’ 
f.o.b. Chicago 
Spark Pine. —Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100 4ic. each, Champion 
Blue Box line, 53c. eac itan, 


58c. each; lots of 100, 566. each; A. C. 
Special Ford, 44c. ea 

Spot — Praag te No. 3286, 
$6.50 ea 

Horne. on, A. Electric (Ford), $4 
eacn. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, 91.80 each; Ajax, No. 
6, 90c. onan National Standard, No. 
21, $1.20 ea 

Pumps. Tews, 1%-in. cylinder, $1.55 
eac 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tire and Tubes.—30 x 3% non- 
skid, fabric, $8.65 each; cord, a 60 
each; gray inner tu 30 
$1.30 each; red inner tubes, 30 - ai’ 
$1.80 each. 

AXES.—Present prices will rule at 
least to April 1, at which time fall 
prices will be announced; no consider- 
able change expected, if any, at that 
time; current demand active; best sales 
on competitive grades. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First eng # b.st4 
bitted unhandled axes, 
doz. base; double bitted, $19 
base; good quality black enbandies 
omen, Fh mange bee es single bitted, $13 

base; single bitted Randled axes, 
915 to re per doz., according to qual- 
ity and grade of handle. 


BICYCLES.—Sales on bicycles slow 


stocks, 





this week, which should have a tend- 
ency to increase sales. 


BUILDERS’ HARDWARE. de- 
mand for builders’ hardware continues 
to be exceedingly heavy, and manufac- 
turers are working to capacity in order 
to keep up with the demand. While 
it is true that there has been some 
price-cutting on a few of the staples, 
there is nothing in the manufacturers’ 
costs that would warrant lower prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 r doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel inside sets, case lots, 
$7.80 per doz.; steel bit-keyed front 
door sets, $1. 90 per set; wrought brass 
bit- -keyed front door sets, $3.25 per 
set cylinder front door sets, $7.50 per 
se 


CAP AND SET SCREWS.—Manufac- 
turers issued new list prices on Feb. 1, 
which average about 50 per cent over 
the old lists. 

CHAIN.—Demand continues active on 
all sorts of chain; prices being held 
firm at recent reduced basis. 


We rel from jobbers’ stocks, 
f.o.b. Chi % - -in. proof coil chain, 
$8.25 per 10 ‘Ib.: American coil chain, 
40-10 per cent off list; 


No. 004% elec- 
tric welded cow ties, $2.75 per doz. 
COTTON GLOVES. — Increase in 
volume of fall orders, as present mar- 
ket is recognized as very favorable, 
and quite likely to advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Knit wrist gloves, 6-oz. 
$1.80 per doz. pr.; 8-oz., 92.10 per doz. 
pr,; 10-oz., $2.30 per doz. pr. 

COPPER RIVETS AND BURRS.— 
Demand continues unusually good; 
prices firm. 


We uote from jobbers’ stocks, 
f.o.b. hicago: Copper — and 
burrs, 40-10 per cent discoun 


CLIPPING AND SHEARING MA- 





CHINES.—Demand continues’ excel- 
, lent; prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Stewart No. 1 good 
machine, $12.75 list; one man wer 
shearing machine, $21 list; top plates 
No. 90 and 360, $1.25 each list; bottom 


Collections are running about even with those of a year 
ago and are generally satisfactory. 


plates No. 99 and 361, $1.75 each list; 
dealers’ discount, 3314 per cent. 
Stewart electric clipping machine, 
pedestal type, $85 list; shearing ma- 
chine, $90 list; dealers’ discount, 25 
per cent. 

DOOR SPRING S.—Commitments 

heavy for spring delivery; no change 

in prices, 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect No. 2, 365c. 
doz.; No. 3, 40c. doz.; ee 4, 44c. doz.: 
No. 5, 52c. doz.: No. 63c. doz.; : No. 

7, 70c. doz.; Reliance, Vent ji. 80 doz.; 
medium, heavy, 3.75 doz.: 
Torrey’s, $3.60 


ELECTRICAL MERCHANDISE.—List 
prices on tungsten and nitrogen lamps 
reduced about 10 per cent effective Feb. 
1. 40 Watt tungsten, 30 cents list; 50 
Watt nitrogen, 45 cents list. A satis- 
factory volume of sales reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14, rubber covered 


wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7.35; No. 18 lamp cord, $15 per 
1000 ft.; in 1000-ft. lots, $13.75; %%-in. 
brush brass key sockets, 20c. each 
two-way plugs, 60c. each; in lots of 
ten, 52c. each; one-piece attachment 
plugs, 18c. each: two-piece attach- 
ment plugs, 12c. each; dry cells, 
boxes of 50, 30%c. each; less than 


case lots, 34c. each. 
EYE HAMMERS AND SLEDGES.— 
Orders being booked in liberal volume; 
no price change reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smith’s sledges, 5-lb. and heavier, 
lic. per Ib 


FIELD FENCE.—Business improving; 
more assorted cars of nails and fence 
being placed than all of last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% per 
cent discount from list. 


FILES.—Demand continues 
es firm. 


good; 


oe from jobbers’ stocks, 
ian Chicago: American files, -5 
per cent off list: Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off ‘list; Black Diamond 
files, 50-5 per cent off list. 


FISHING TACKLE.—Future orders 
taken last fall now being shipped; out- 
look for 1924 is for a large demand. 
FOOD CHOPPERS.—No change in the 
situation as to food choppers; sales 
are all that could be expected at this 
season. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No. 0, $15 per doz.; No. 


$18.20 per doz.; No. 2, $22.25 per doz. 
GALVANIZED AND TIN WARE.—No 
change in price made by the local job- 
ber, although manufacturers have ad- 
vanced prices on tubs and pails. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after made water pails, 8-qt., 
$1.85 doz.; 10-qt., 92.10 doz.; 12-qt., 
$2.30 doz.; 14-qt., $2.57 doz.; galvan- 
ized wash tubs, No. 1, $6.25 doz.; No. 
2, $7 doz.; No. 3, $8.25 doz.; 2-gal. 
galvanized kerosene can (tin breast) 
$4.25 doz.; 5-gal. galvanized kerosene 
can (galvanized breast) $7.50 doz.; 
1-bu. galvanized baskets, $7 doz. 


GLASS AND PUTTY.—Prices firm; 
everything indicates continuation of 
excellent sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 256-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial putty, 
100-lb. kits, 93.55; glaziers’ points, 
= 1, 2 and 3, one doz. packages, 

Cc. 


HATCHETS.—Prices remain un- 
changed and are considered favorable; 
sales increasing in volume as spring 
approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, "$13. 15 doz.; 
competitive forged shingling hatch- 
ets, No. 2, $8.45 doz. 


HANDLED HAMMERS.—Prices on an 
attractive basis; orders continue to 
show a substantial increase in price 
and volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 =. doz.; 12-o0z. 
ball pein, $8.80 per competitive 
forged nail hammers, Oe. 60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, TOOL.—No change made 
in these lines; prices strong with ad- 
vancing tendency; sales reported ac- 
tive. 

We quote from jobbers’ 
f.o.b. Chicago: 

Axe WHandies.-—-No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handies.— 


No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—Too 
early to forecast an unusually good 
season, as much depends on crop and 
general business conditions; however, 
there was a great shortage of handles 
last year. 


We quote from jobbers’ 
f.o.b. Chicago: 

Hay Fork Handles.—Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
414-ft., $4 doz.; 5-ft., $4.80 doz.; X 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, fer- 
rule and cap, 4%-ft., $7.50 doz.; 5-ft., 
$8.50 doz.; bent, with strap, fer- 
rule and cap, 4-ft., $5.50 doz.; 4%-ft., 
414-ft., $4.50 doz.: 5-ft., 

bent, 4%-ft., $3 doz.; 
, $3. 40 doz. 


aaemel Fork Handies.——Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.: = bent, 4-ft., $4.15 doz.; 4%-ft., 
$4. 40 doz.; . bent, 4-ft., $2.60 doz.; 
4\%-ft., $2.95 

Garden ao prea 4% -ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handles.—XxX 5'-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel ey re attern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3. 90 
doz.; D- handle, best grade, 97.95 doz.; 
x grade, $6 doz. 


stocks, 


stocks, 
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Spade Handles. — D-handle, 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Prices continue firm; noth- 
ing to indicate a decline; current busi- 
ness good. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.12; 5-in., $1.57; 6-in., 
$1.93; 8-in., $3.21: 10-in. $4.92 per 
doz. pairs. Extra heavy hinges in 
bundles, 4-in., $1.74; 5-in., $1.85; 6- 
in., $2.31; 8- -in., $3. 95: 10-in., $5.64 per 
doz. pairs. 


ICE CREAM FREEZERS.—Orders 
continue to show fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White mountain, 1- 
qt., $4.85 list; 2-qt., | ona list; 3-qt., 
$6.75 list; 4-qt., $8. 25 1 ist; 6-qt., $10.45 
list; 8-ot., $13. 50 list; 10-at., ist; 
12-qt., 21.55 list; 15-qt., $25.60 list; 
20-qt.. $33.20 list: 25-qt., $42.60 seed 
Arctic 1-qt., i 
3-qt., $5.55 list; 4- -qt., 
$8. 60° list; 8- -qt., 911. 10 list. 
above less 50 per cent discount, 


best 





A Welcome Friend 


“HARDWARE AGE, 
“New York City. 


“Gentlemen: 

“IT enjoy Harpware AGE every 
week and sure am anxious to re- 
ceive it. The old magazine is 
always a welcome friend of mine. 
I have enjoyed its presence for 
quite a few years and don’t see 
how I could get along without it. 

“Yours sincerely, 


“W. R. Wilson, 
“Long Beach, Cal.”’ 











ICE SKATES.—Wholesale stocks still 
in good condition, except on shoe out- 
fits. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp, rocker, 
men and boys, bright finish, 76c. per 
pair; key clamp, rocker, men and 
boys, nickel finish, $1.10 per pair: 
key clamp, rocker, polished steel 
runners, $1.36 per pair; key clamp, 


hockey, women’s and girls’, $1.38 per 
pair; % key clamp, rocker, women’s 
and girls’, $1.31 per pair; % key 
clamp, hockey, women’s and mf 
$1.38 per pair; screw-on hockey, $1.19 


per pair; men’s ice skate outfits, 
$4.75 per pair; women’s ice skate 
outfits, 95 per pair. 


INCUBATORS.—Nothing in sight to 
slow down unusual demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount; brooder stoves, 30 per cent 
discount; insulated chicken waterers, 
$3.25 each. 


LARD PRESSES AND SAUSAGE 


STUFFERS. — Satisfactory business 
reported; everything indicates that 
sales will continue to be heavy. 
We quote from jobbers’ witocks: 

f.o.b. Chicago Enterprise 

4-qt., $7.28 each; No. 31, ae” $7.89 

each: No. 35, 8-qt., $8.67 each. 
NAILS.—Orders improving; dealers 


seem to be protecting their stocks; no 
changes in price expected. 


from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
“ longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Interest particularly 


active in these lines for spring delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chissee: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 


We aquote 


3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 





February 14, 1924 


$28.50 each list; 4-burner, $35 each 
list; Superfex 2- ‘burner, $36 each list; 
3- burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—The only change 
in price noted this week is 25 cents 
per 100 lbs. on white lead. 


We quote from jobbers’ 
f.o.b. Chicago. 

Linseed Oil.—Raw, barrel lots, $1.03 
per gal.; 5-barrel lots, 98c. per gal. 

Linseed Oil.— Boiled, barrel lots, 
$1.05 per gal.; 5-barrel lots, $1 per gal. 

O: it cetaaiee ‘"—Barrel lots, $1.15 per 


stocks, 


Denatured Alicohol.—Barrel lots, 55c. 
per a 
White Lead.—100-lb. kegs, $14.50 
per keg; 50-lb. kegs, $7.50 per keg; 
25-lb. kegs, $3.80 per keg; 12%-lb 
kegs, $2 per keg. 

Dry Paste.—In barrels, 6c. per Ib. 

Shellac.—(4-lb. Foo wae $3.75 
per gal; orange, $3.60 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 lb. 


PYREX OVEN WARE.—Tea pots are 
being featured at all conventions; large 
sales may be expected. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 


stocks, 


Casseroies.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.;. No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.: 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Pots.—2-cu $20 doz.; 4-cup, 


Tea 
$24 Rp ; 6-cup, $ 8 doz. 
Utility Pans.—No. 231, $8 doz.; 
232, 914 doz. 
RADIO.—The acute shortage of tubes 
has not improved; manufacturers im- 
proving deliveries on complete sets. 


REFRIGERATORS.—Output of nearly 
all manufacturers sold out. 


ROLLER SKATES.—Demand heavy, 
especially in the South. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago ag Ae ball 
bearing, $1.45 pair; Girls ball bearing, 
1.55 pair. Union boys ball bearing, 
ay pair; girls ball bearing, $1. 6 
pair. 


ROOFING PAPER.—Spring demand 
promises to run to good volume; prices 
firm. 


We Beets from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best talc surfaced, $2.35 per sores: 
medium talc surfaced, $1.6 per 
square; light talc surfaced, $1. 06 per 
square; red rosin sheathing, 970 per 
ton. 


ROPE.—Advances on manila and sisal 
repe were reported Feb. 1, as expected. 
The Mexican situation greatly inter- 
rupts the supply of sisal fiber, and 
manila fiber costs are very firm at the 
recent higher level. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 17%c. per Ib.; 
No. 2 manila rope, 16%c. per Ib., 
base; No. 1 sisal rope, highest qual- 
ity, standard brands, 15%c. per Ib., 
base; No. 2 sisal rope, standard 
brands, 13%c. per lb., base. 


SASH CORD.—Local prices still un- 
changed; business good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7  aaeae ae brands, 
$11 per doz. hanks; No. 8, $12.60 per 
doz. hanks. 


SASH PULLEYS.—No changes made; 
market strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
60c. doz.; barrels, 54c. doz; Common 


No. 
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Sense, 2 in., 60c. doz.; barrels, 54c. 
as No. 105, S7c. doz.; barrels, 53c. 
OZ. 


SCREEN DOORS.—Nothing new ex- 
pected until the season opens. 


We quote from jobbers’ stocks, 


f.o.b. Chica 4 B ae omy = No. 266, 

2-8 x 6-8, doz.; No. 296, 2-8 x 

6-8, $28 20 Pa No. "311, 2-8 x 6-8, 

$33.20 doz.; No. 515G, 2- 8 x 6-8, $40 

doz.; Window screens, No. 1833, $5.30 

doz.; No. 2433, $6.50 uoz. 

~~ .—Stocks ample; sales good. 

stocks, 


= uote from jobbers’ 
PR iy hicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STEEL GOODS.—No changes _re- 
ported; there is still a lot of future 
business being placed. 


SOLDER AND BABBITT METAL.— 
Prices higher and very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Warranted, 50-50 
solder, $32 per 100 lb.; medium, 45-55, 
solder, $31 per 100 lb.; tinners’ 40-60 
solder, $30 per 100 Ilb.; high speed 
babbitt metal, $20 per 100 lb.; Stand- 
ard No. 4 babbitt metal, $12 per 100 


HARDWARE AGE 


STEEL SHEETS.—Prices' continue 
very firm; -demand good, season con- 
a 


Sete from jobbers’ stocks, 
f.o. sg hicago: 28-gage galvanized 
sheets, $5.85 per 100 lb.; 28-gage 


black sheets, $4.70 per 100 lb. 


STOVE PIPE AND ELBOWS.—Fu- 
ture orders being placed freely by deal- 
ers, in view of the fact that prices 
continue the same as last fall, with no 
prospect of decline ahead. 


We quote from jobbers’ 
f.o.b. Chicago: 26-gage 6-in. 
$17.50 per 100 Sainte: o 8 -gage, 6-in. 
pipe, $15.50 per 100 joints; 30-gage, 
6-in. pipe, $13.50 per 100 joints; 28- 
gage, 6-in. elbows, $1.60 per doz. 


WHEELBARROWS.—Orders coming 
in in better volume as spring selling 
season approaches; prices firm and un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Orders for barbed 
wire and staples improving, but do not 
equal nails and field fence; spring busi- 


stocks, 
pipe, 
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ness on screen wire is practically placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
100 1b.; catch weight 
spool galvanized cattle or hog wire, 
$4.66 per 100 Ib.; 80-rod spool gal- 
vanized hog wire, $1.98 per spool; 
No. 9 galvanized, plain wire, $4.15 
per 100 Ib.; polished fence staples, 
$4.25 per 100 Ib.; ; catch weight spools 
painted barb wire, $4.30 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2. 45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45- 10 per cent dis- 
count; galvanized after poultry net- 
tings, 45 per cent discount. 


WRENCHES.—Prices firm; nothing in 
the nature of a change has been re- 
ported. 


We quote from jobbers’ § stocks, 
f.o.b. cRicnac: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40 - 10 per cent off ; engineers’ 
wrenches, 25 per cent off; knife han- 
die wrenches, 40-10 per cent off. 
Stillson, 60-10 per cent off; Trimo, 
0-7% per cent off. 

Snap-on Wrenches.—No. 101 Mas- 


ter Service set, $15.25; No. 202, Heavy 
Duty set, $8; No. 404, Universal 
Socket set, $7; No. 505B, Screw 


Driver set, $3.40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


New England Reports Good Business 
in Shelf Hardware—January Sales Heavy 


(Boston office of HARDWARE AGE) 


HE shelf hardware business is remarkably good, 
according to reports of retail and wholesale firms. 
January has been one of the best months on record 
from the jobbers’ viewpoint, and February, so far, has 
In heavy hardware, the 
general summing up of business conditions bears on the 
That is, we in New England have begun, for the 
first time this winter, to experience real winter weather. 
Naturally the demand for heavy hardware has diminished 


even exceeded expectations.° 


seasonal. 


with the seasonable conditions. 


Fundamentally business conditions are believed to be 
strong. There is an abundance of money available for 
manufacturing purposes where the concern is financially 


BICYCLES.—Jobbers report fairly good 
bookings of bicycles and boycycles so 
far this month, which together with 
those made in January bring the total 
for the year to date ahead of 1923 to 
the corresponding date. 

had quote from Boston jobbers’ 


stoc 
Bicycles. —Men’s, $30 to $32. 50 each 
net; boys’, $29: women’s, $32.50; 
girls’ , $29. 50. 
Boycycles.—No. 1, $9 net; No. 2, 


$10: No. 3, $13; No. 4, $15. 
BOLTS AND NUTS.—Although not 
informed so by the manufacturers, the 
wholesale trade is of the opinion that 
prices on bolts and nuts will be higher 
within the near future. With this con- 
viction they have succeeded in speed- 
ing up sales. 
We quote from Boston jobbers’ 


stocks: 

Bolts.—Machine bolts, with H. P. 
nuts, % x 4 in. shorter and smaller, 
40 and 10 per cent discount; larger 
and longer, 40 -— 10 per cent dis- 
count: with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; common 
carriage bolts, 40 per cent ‘discount: 
Eagle carriage bolts, 50 per cent dis- 
count: stove bolts, large lots, 65 and 
5 per cent discount: small lots, 50 
per cent discount; bolt ends, 40 per 


firm, as well as an abundance of labor. Orders, to be sure, 
are coming in slower than heretofore, and New England 
manufacturers of merchandise are able to make more 
prompt shipments to jobbers. 
ware are in better position to make deliveries than they 
have been before in many months. 
always enjoyed the reputation of trailing prosperity. That 
is, she always is the last to feel the prosperity, as well 
as the last to relinquish it. 
apparently has been some change in the general trend of 


In fact, jobbers of hard- 


New England has 


This time, however, there 


industrial events. Collectively, industrial New England 


cent discount; tire bolts, 45 per cent 
discount. 

Nuts.—H. P. all kinds, list; C. P. 
& F., all kinds, 1 off list; check nuts, 
list; semi-finished hexagon nuts, *- 
in. and smaller, 60 and 10 per cent 
discount; larger, 50 per cent discount: 
semi-finished case-hardened nuts, 50 
per cent discount. 


CARDS.— Jobbers have issued new 
prices on cattle cards as well as file 
cards. 

We quote from Boston jobbers’ 


stocks: 
Cards.—Cattle, No. 04, 12 doz. to 
case, $4 per doz. net; No. 04, two 


doz. to case, $4.15; No. 4, 12 doz. to 
case, $5.50 per doz.; No. 4, two doz. 
to case, $5.65; No. 2, 8 doz. to case, 
$6 per doz.; No. 2, two doz. to case, 
$6.15. Discount 40 and 10 per cent. 
File cards.—$1.50 per doz. net. 


CHAIN.—Bad going has helped some- 
what the movement of tire chains out 
of retail and wholesale stocks. Whole- 
sale stocks of most makes are reported 
as fairly large. The market for other 
kinds of chain is without special fea- 
ture. 


We quote from Boston jobbers’ 
stocks: 

Tire Chains.—McKay and Weed 
makes, 1 to 11 sets, 25 per cent dis- 
count: 12 to 49.sets, 33% per cent 


has been busy. Today she is, notwithstanding reports to 
the contrary, fairly actively engaged, which means earning 
power among workers, as well as buying power. 


discount; 50 sets 
cent discoun t. 
Skid Chain. —ts~ in., 16c. per Ib., net; 
3-in., 15c.; ,-in., l4c.: %-in., 13%c. 
Machine Chains. — Twist lengths, 
fs-in., 15c. per Ib.; %-in., 13c. per 
lb.; ¥%-in., 12%c. per lb.; long or open 
length link chaih, 7.- in., 16%4c. per 
Ib.; M-in., 15c. per Ib.; %-in., 1l4e. 
per lb.; ,-in., 12%c. per Ib.: 3% -in., 
lle. per Ib. 
Proof Coil Self-Colored Chain. — 
yx-in., per 100 S. 
$12.85; 
ye-in., 
%- -in., $9. 40; %-in., 
For less than 100 Ib. about 2c. per 
lb. additional is charged. 


and more, 40 per 


Cable.—j,-in., $13.65 per 100 Ib. 
net; Vy - ~~ _s11. 90; +- -in., $10.40: %- 
in., $8.75: ye-in., $8.65; %-in., $8.20; 
5% -in., $9°05 

CHALK. — Demand for _ carpenter’s 


chalk is quite satisfactory, say jobbers, 

with the bulk of orders received daily 

for delivery a little later in the year. 
We quote from Boston jobbers’ 


stocks: 
Carpenter’s Chalk. -White, $1.28 


per gross; red, $1.60; blue, $1.60 


CROQUET SETS.—Orders for croquet 
sets are beginning to filter into the 
wholesale market. Jobbers in many 
instances have a good stock on hand, 
and some of them carried over quite a 
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few goods from last season. Prices are 
practically the same as last season. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets.—WNo. G, four ball, $1.40 
per set net; No. O, five ball, $1.90; 
No. H, — ball, $2. 35; No. B, eight 
ball, $2.75: No. N, eight ball, $3.75: 
No. AA, four ball, $4.25; No. AA, 
eight ball, $5.50. 

CROWBARS.—More or less talk of 
higher prices within the near future is 
going the rounds of the wholesale mar- 
ket. Jobbers, however, are still hold- 
ing to old quotations. 


We quote from Boston jobbers’ 
stocks: 

Crowbars.—Under 10 lb., 70c. each; 
over 10 lIb., 8%ec. to 9%c. per Ib. 


FREEZERS.—Additional bookings for 
ice cream freezers to be delivered later 
bring the aggregate forward business 
taken up to quite a respectable show- 
ing. 


We quote from Boston jobbers’ 
stocks: 

Freezers.—W hite ctor — at. 
$4.85 list; 2-qt., $5.65; 3-qt., 75 
4-qt., $8.25; 6-qt., $10. 45; 8-qt., $13, ry 
10-qt., $18: 12-at., $21. 50: 15- at., $25: 
20-qt., $33.20; 25-at., $42.60. 

Arctic, l1-qt., $4 list; 2-qt., $4.60 
3-qt., $5.55: 4-qt., $6.80; 6-qt., $8.66: 
8-qt, $11.10; 10-qt., $14.80; 12-qt., 
$16. 65: 15-qt., $23.30; 20-qt., 


Jobbers’ discount, 50 per cent from 
store or factory 

Alaska, 1-qat., Yo. 95 list; 2-qt., $3. a: 
—. $4.10; 4-qt. — * 6-at., $6.3 
8-qt., $8.20; 10-qt., $10. 15: 12- at., 14: 
15- -qt., $17. Discount, 20 and 10 per 
eent. Alaska special, 2-qt., only, 
$2.25 less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-qt., $8; 4-at., $10. Discount, 
33% per cent. 


GLOVES.—A few orders for cotton 
gloves have been taken by jobbers for 
delivery as late as next fall. Most of 
the orders on books, however, will he 
shipped before then. 


We quote from Boston jobbers’ 


stocks: 

Cotton Gloves.—No. 841, $1.70 per 
doz., net; No. 640, $1.75: No. 642, 
$2.30; No. 827, $2.75; No. 175, $3.56; 

o. 214, $3.50; No. 287, $5.50; No 
322C, $4.88: No. 402, $2.30: No. 403 
2.30; No. 410, $4.38; No. 402B, $2.30: 
N 971, .45; No. bt 1.25; No. 


953, $2.90: No. 281, $4.7 
H AMMERS.—Jobbers ae that new 


prices on heavy hammers have been 
issued by some of the makers which 
show an advance. Jobbing quotations 
have not been changed as yet, but un- 
doubtedly will before the close of an- 
other week. 


ae quote from Boston jobbers’ 
o 

Carpenter’s Hammers. — Maydole 
line, No. 111%, _ 50 per doz. net; 
No. 12, $12.65; No. 12%, $11.82; No. 
711, $14. 62; No. 711%, $13.50: No. 70, 
$1 8:75. Brown Hammers. — No. 13, 

8.50 per oe; No. 12, $9.50; No. 11 
10.12; No. si; No. 711%, $10.12. 
and No. 712, $9. 

Heavy ‘ielrere. etc.—Heavy, un- 
der 5 Ib., 50 and 10 per cent discount; 
over 5 Ib., 60 per cent discount. Stone 
hammers, 50 and 10 per cent dis- 
count; wood choppers’ mauls, 50 and 
10 per cent discount. 


HANGERS.—Current sales of hangers 
for immediate and future requirements 
are on a satisfactory basis, according 
to local wholesale firms. Jobbers’ stocks 
are in good condition, consequently 
prompt deliveries can be made. 


We quote from Boston jobbers’ 
stocks: 

Hangers.—Timber or joist, No. 300, 
for 2 x 6-in. timber, 18c. each, net; 
No. 301, for 2 x 8-in. timber, 20c. 
; No. 302, for 2 x 10-in. tim- 
ber, '28c. ‘aac ch, net; No. 403, for 2 x 
12-in. timber, 56c. each, net; No. 213, 
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for 3 x 8-in. timber, 23c. each net; 
No. 214, for 3 x 10-in. timber, 3lc. 
each, net; No. 315, for 3 x 12-in. tim- 
ber, 60c. each, net; No. 319, for 4 x 
8-in timber, 36c. each, net; No. 320, 
for 4 x 10-in. timber, 46c. each, net; 
No. 321, for 4 x 12-in. timber, 64c. 
each, net. 


HOISTS.—Jobbers have reduced prices 
on Chisholm-Moore direct differential 
hoists about 10 per cent, but have not 
changed prices on other styles of hoists 
in the same line. 


We quote from Boston jobbers’ 
stocks: 

Hoists.—Yale & Towne line, spur 
geared, 20 and 7% per cent discount; 
screw geared (side wheel type) 20 
and 7% per cent differential, 60 and 
5 per cent. Chisholm-Moore line, 
high speed, 30 and 10 per cent dis- 
count; standard screw, 30 and 10 per 
cent discount; direct differential, 70 
and 10 per cent; anti-friction, 35 ‘and 
10 per cent; trolly, 35 and 10 per cent. 


HOSE.—Makers of rubber hose have 
advanced prices about % cent per ft., 
but jobbers for the present, at least, 
will not change their quotations. 

We quote from Boston jobbers’ 
Hose. — %-i 50-ft. 


in 
lengths, Commercial, 8c. “per ft., net; 
Pointer, 8%4c.; Leader, 97AC.; Olympia 


(wire ogee 10c.; Good Luck. lic.; 
Vim, Milo, 12%c.; Bull g, 
be me "bs ft. lengths add lc. per 
oot. 


KEGS.—Jobbers have started taking 

orders for cider kegs, prices for which 

are somewhat lower than last season’s. 
We quote from Boston jobbers’ 


stocks: 
Cider Kegs.—Oak, 3-zal., 


$1.30 each 
net; 5-gal., $1.56; 10-gal., 10; 15- 
al., $2.40; 20-gal., $2.70; 25-gal., 
3.06; 30-gal., $3.34; 50-gal., $5. 


LAWN MOWERS.—So far this season 
bookings of lawn mowers have exceeded 
jobbers’ expectations, say the trade. 
Many retail dealers remain uncovered 
for 1924 requirements, however. 

We quote from Boston jobbers’ 


stocks: 

Lawn Mowers.— Hub, 14-in., %6 
each, net; 16-in., $6.25 net. Jewel, 
14-in., $13.75 list; 16-in., $14.50; Co- 
lonial, 8-in. wheel, ballbearing, 16- in., 
17.50 list; 18-in., $18.25; ewport. 
-in. wheel, plain bearing, 16-in., 
$16.50 list; 18-in. 7.25; Lakewo 


: od, 

9-in. wheel balibearing, 16- in., $19. 25 
list; 18-in., $20; Imper al, plain bear- 
ing, high wheel, five blades, 14-in., 
926.50 list; 16-in., $28.50; 18-in., $30.50; 
Imperial, ‘pall bearing, 14-in $2 list; 
16-in., $31; 18-in., $33; 20-in., 
Caldwell lawn trim, 8- in., $16.50 list. 
Discount, 50 per cent. 

Motor Lawn Mowers.—No. L, $325 
list; No. H, $400 list. Discount, 10 
per cent. 


LETTER BOXES.—One make of letter 
boxes, according to jobbers, has been 
reduced about 50 cents per doz., but up 
to date wholesale prices as quoted in 
Boston have not been changed on this 
or any other make. 


. We quote from Boston jobbers 
stocks: 

Letter Boxes.— Corbin line, No. 
, $8 per oa net; No. _ m eae \ 
"2416 No. 2418, $12; No. 2 
$14.50; tot “ $18; Ne oth, $5.40. 
Hessler rural delivery, $13.50 per doz. 

et. 


PADLOCKS.—There has been and is a 
big sale in padlocks in this section. 


We _ quote from Boston jobbers’ 
stocks 

Padlocks. —Yale & Towne Mfg. Co. 
line, oo 326, 80c. each list; No. 223, 
50c.; No. 235, 66c. Discount 30 and 16 
per cent. 


RADIO GOODS.—The movement of 
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new high banner year in this class of 
merchandise. 


We quote from Boston jobbers’ 
stocks: 

Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. 44, 35 amps., 90c. "each; voltmet- 
ers, No. 7? 0 to 30 volts, Si. 50 each; 
No. 34C, to 50 volts s, $1.8 5 each. 

Sicnecieier B & C batteries are 
quoted in various lots, net, as follows: 


Less 10 50 
No. 10 to 49 plus 
eee $1.05 $1.00 $0.90 
ee 1.35 1.27 1.13 
ee 1.35 1.27 1.13 
gS pet 1.75 1.67 1.50 
arr eee 3.50 3.34 3.00 
Wh whtectwes 9.00 8.25 7.50 


REFRIGERATORS.—Sales of refriger- 
ators for later delivery are more fre- 
quent. Quite a little business already 
has been booked by the shelf hardware 
jobbers. 


We quote from Boston jobbers’ 
stocks: 
Refrigerators.—Eddy line, in lots bg 
less than five, 50 per cent discou 
Prices range from 924.50 to $170.: 56 
each list. 
ROOFING MATERIAL.—Jobbers inti- 
mate they will shortly make a slight 
adjustment in quotations on some lines 
of shingles inasmuch as manufacturers 
have issued new prices. All kinds of 
roofing material are in excellent de- 
mand. 


A Ie quote from Boston Jobbers’ 
stock 
Roofing Paper.—Japroid line, slate 


~ a ae eentes $3.40 per roll; 
plain — $2.20; ae iby. light 
(35-1b), $1.60; medium (45 1 $2.05; 
heavy (55- >. ), $2.55. Bird al Uni- 
versal, i-ply. $1.17 per roll; 2-ply, 
$1.50; 3-ply, $1.83. american Ready 
ng line, 1-ply, $1.78; 2-ply, 
2.17; 3-ply, $2.56. Granitized, 2-ply, 
1.78; 3-ply, 7. 
Shingles.— aproid line, lock top, 


$5.25 per gunere: strip, $5.75; super 


strip, $6.55; individual, $5.75; super 
giant, $8.50. Neponset, twin, $6.75 
per square; American twin, $4.75; 


American four, asphalt, $4.75; Pro- 
slate, individual, $6 
Waliboard.—Neponset, $35 per 1000 
ft.; American, $28.68. 
Paper.—Bermico sheathing, $85 a 
ton; tarred felt, $61.50. 
ROPE.—Manila rope quotations have 
been advanced 2 cents per lb. and sisal] 
1% cents. 


We quote from Boston jobbers 


stocks: | 
Rope—Manila, 19c. per Ib. base; 


sisal rope, 17%4c.; hay rope, l6c.; cot- 
ton rope, 52c. 
Lathe Yarn.—Sisal, ©130, 
D200, 16c. per Ib. 
SHEET LEAD.—Because of still fur- 
ther advances in the pig lead market, 
the trade here is very bullish regarding 
sheet lead quotations. 
We quote from Boston jobbers’ 


stocks 
Sheet: Lead.—Per 16\c. 


base, list. 
SILVERW ARE.—The market for Com- 
munity Tudor plate, carrying a twenty 
year replacement guarantee, is 10 per 
cent higher. 
We quote from Boston jobbers’ 


’ 


15e.; 


pound, 


stocks: 

Silverware. — Community, Tudor 
plate, spoons, tea, $2 per doz.; des- 
sert, $3.74; - ble, $4; soup, $4; forks, 
dinner, $4: desser 3.74; puyas. 
dinner, embossed handle, $4.50; des- 
sert, $4.38; — plated, $11. 40; 
stainless, $ essert, hollow 
handle, $10. 78: shatahens, $12; fruit, 
4.44, ount for cash 2 per cent. 


SLEDS .—Since the recent issue of new 


radio parts, sets and accessories out of seasons’ prices on flexible flier sleds, re- 


stock is still on a large scale. There 
is every indication that 1924 will be the 


Reading matter continued\ on page 


tail dealers have been ordering goods 
for next winter. 
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Better Butts 
and Better Business 


Your contract department can make 
money on these first-rate items. They are 
produced to give you and your customers 
complete satisfaction. They do it. In hun- 
dreds of important buildings and homes 
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Mc KINNEY 











[Hinges : Voyera ky 


are Siving a service that can’t be bettered— 
and will for years to come. The material 
in them is so good and they are made so 
true that there is no telling howlong they 
will last. For new work of any kind, make 
your bids on the McKinney quality basis. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 








NAT 


Garage hardware, door hangers and track, door bolts and latches, 
shelf brackets, window and screen hardware, steel 
door mats and wrought specialties 
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We quote from Boston jobbers’ 
stocks 


Sleds. —Flexible re 1, $4 
each list; No. 2, $5; No. 3, 30 25; No. 
4, $7; No. 5, $9.25; "heeoae. $6. 75; 
Racer, Jr., $5.50. Discount on store 


shipments, 33% per cent; on direct 
factory shipments, 35 per cent f.o.b. 
Philadelphia. 


SPRAYS.—Buying of Pyrox has set in, 
but it is not as heavy as it was a year 
ago, say jobbers. On the other hand, 
the demand for dry lime sulphur is ex- 
cellent and a sizable amount of business 
has been booked in lime sulphur wash. 


We quote from Boston jobbers’ 
stocks: 
rox.—One Ib. jars, 24 to crate, 
$7.32; 5-lb. crocks, 12 to crate, $15; 
10-ib. crocks, 6 to crate, $13.50; 25- 
lb. containers, 4 to crate, $20.50; 
50-lb. kegs, $9.25; 100-Ib. kegs, $14.75; 
300-Ib. Kegs, $ In less than case 
1-lb. jars, 32c.; 5-lb. crocks, 
; 10-lb. crocks, $2.35; 25-lb con- 
tainers, $5.30. 
Arsenate of Lead.—One-lb. 
25c.; 2-lb. cans, 
2lc. per Ib.; 


cans, 
25c. per Ib.; 5-lb. cans, 
10-lb. cans, 19c. per Ib.; 
25-lb. cans, 16c. per Ib; 50-lb. cans, 
15e. per Ib.; 100- Ib. cans, 14c. per Ib. 

Dry Lime Suiphur.—Small lots, 1- 
lb. containers, 25%4c.; 5-lb. containers, 
22c. per lIb.; 10-lb. containers, 19% 
per lb. In lots of 200-lb. or more, 
1-lb. containers, 24%4c. per Ib.; 5-lb. 
containers, 21%c. per lIb.; 10-lb. con- 
tainers, 18%c. per Ib. 

Lime Suiphur Wash.—Quart con- 
tainers, 3lc. each; gallons, 59c. 


STEP LADDERS.—There has been a 
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slight advance in prices on step ladders 
approximately 1 cent per ft. 


We quote from Boston jobbers’ 
stocks: 


Step Ladders.—Puris line, 3-ft., 
$2.70 each, list; 4-ft., $3.60: 5-ft., 
$4.50; 6-ft., $5.40; 7-ft., $6.30; 8-ft., 


$7.20; 10-ft., $9. 

33% per cent; 

cent. 
TIRES.—Retail dealers evidently have 
been of the opinion that prices on tires 
may be advanced before long. At least 
recent orders placed with jobbing 
houses suggest so. Sales the past week 
were larger than noted in months for 
any similar period. 


We quote from Boston jobbers’ 
stocks: 
Tires. —Hartford 


Discount from store, 
from factory, 40 per 


line, cord, 30 x 
; 30 x 3%-in. 
Straight-side tires, 30 
$11.60; 31 x 4-in., $14.70; 


32 x 3%-in., $12. 80; 32 x 4-in., $16.20; 


35 x 56-in., 
Richland Line. — Oversized cord, 
clincher, 30 x 3%4-in., $10.50; straight- 


33 x 4-in., $16.75; 34 x 4-in., $17.20; 
32 x 4%- in., HE 33 — 17° in., $21.50; 
34 x 4%-in., 4 a5 -in 22.60; 
36 x 6%-in. $28 ety °3 x 5-in 26.10; 


side tires, 30 x 3%-in.. $11.50; 32 x 
ttn -in., $14.65; 31 x 4-in., $16.85; 32 x 
n., sik. 55; 33 x 4-in., $19.15; 34 x 


-in., $19.70: 32 te 
_ 4%%-in., $24.60; 34 x 4%-in., $25. 20; 
35 x 4%- in., $25. me ~ x 1'- in., $26. ret 
$3 x o- in., ot x 5-in., $31.40 
37 x 5-in., $33. 
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WATERGLASS.— Retail dealers are 
getting ready to push waterglass sales 
now that the egg market is working 
down toward a basis where people can 
put down fresh stock at comparatively 
low prices. The hardware dealer is 
ordering waterglass freely. 


We quote from Boston jobbers’ 
stocks: 

Waterglass.—Pint containers, $1.30 
per doz. net; quart containers, $2; 
gallon containers, $7. 


WINDOW WIRE.—A material increase 
in the volume of business passing in 
galvanized cellar window netting is re- 
ported all down the line. 


We quote from Boston jobbers’ 
stocks: 


Window Netting. — Galvanized, 


square mesh, from stock, $5.75 per 
100 sq. ft. From factory, $5.50 per 
100 sq. ft. 


WIRE CLOTH.—Some of the most op- 
timistic jobbers say sales of wire cloth 
so far this year are the largest on rec- 
ord. Others, while less optimistic, ad- 
mit they have sold a large amount of 
stock. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—Black, 12-mesh, 24 to 
48-in., $2.40 per 100 sq. ft. net; 18 to 
22-in., $2.50; +. _— 24 to 36-in., 
$2.90; pearl, $4.2 


Slow Buying of Futures in Cincinnati 


Offset by Sales of Winter Goods 


(Cincinnati office of HARDWARB AGE) 
HE hardware trade is showing some improvement, 
though business has not assumed the proportions 
expected and, generally speaking, dealer buying of 
futures has been rather slow. However, current business 
is entirely satisfactory, and running even with the same 


period of last year. 


The ease with which goods can be secured is respon- 
sible for the dealers’ buying policy, as jobbers are carry- 
ing a well assorted stock and shipments from manufactur- 
The railroads con- 
tinue to function exceptionally well, and with this in mind, 
and the stability of the price situation, dealers feel that 
they are as well off to buy from hand to mouth as they 
would be if they ordered for months ahead. Of course 


ers are coming through promptly. 


AXES.—Orders have been good, and 
prices steady. Some talk of an ad- 
vance in prices April 1, but nothing 
definite as yet. 


AUTOMOBILE ACCESSORIES.— 
Sales are exceptionally good for this 
season, though futures are not moving 
fast. Demand is mostly for immediate 
rhipment. Some revisions of prices are 
being made, but these do not materially 
affect <p 


uote from Cincinnati jobbers’ 
enatured alcohol, 55c. per gal. 


45c. 


we 


Spark Plugs.—Champion X, 
each; in lots of 100, 43c. each. 
Ride-O-Skid and Deluxe 
5 per cent off: in lots of 
12 sets 33% off; in lots of 50 sets 
40 off. 


Spotlights. — Delta, No. 20, A 75 
each; in lots of 12, $2.60 each; Delta 
lots of 12, $2 

: y $2.70 each: in 
lots of 12, _ 60 each; New 
Model, No. $4.25 each: in lots of 
12, $3.90 ae 


followed. 


AUTOMOBILE TIRES.—Reports cur- 
rent of an early advance in tires, but 
definite information lacking at this 
writing. 


BOLTS AND NUTS.—Manufacturers’ 
prices stiffening, but no effect on job- 
bers’ quotations as yet; demand con- 
tinues fair. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 50 
and 10 off; large sizes, 45 and 10 off: 
carriage bolts, small, 45 and 10 off; 
large, 40, 10 and 5 off; stove bolts, 
70 and 10 off; semi-finished nuts, *&- 
in. and smaller, 75 off; larger sizes, 
65 off, 

BUILDERS’ HARDWARE.—tThe past 
three weeks have been rather slow, but 
the past few days a noticeable improve- 
ment shown. Uncertainty as to build- 
ing costs responsible for slow business; 


prices steady. 
DRILLS.—Demand picking up due to 


orders are coming through for the staple lines on which 
this year’s prices have been announced, but the hand to 
mouth policy of buying is still being pretty generally 


Few price changes are coming through. There is some 
talk heard of impending advances, 
expected to develop in the immediate future. 
tories are now rushed with orders for spring delivery, 
the result of a last minute rush of business, and this may 
result in an advance of prices. 
the price situation is a very stable one, and few changes 
are expected to be made. 
April 1 would mean a change in policies, but this is not 
expected to develop—at least, that is the sentiment in 
this district at the present time. 


but these are not 
Some fac- 


But generally speaking, 


Of course, a coal strike on 


improvement in metal working indus- 
try; prices unchanged and steady. 


We quote from Cincinnati jobbers’ 
stocks: Carbon drills, 60 and 10 off. 


EAVES TROUGH AND CONDUCTOR 
PIPE.— Uncertain weather has affected 
sales somewhat; demand still good; 
prices strong. 


We quote from Cincinnati jobbers’ 
stucks: 28-gage, 5-in. eaves trough, 
$4.75 per 100 ft.: 28-gage, 3-in. cor- 
rugated conductor pipe, $5 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.75 per doz. 


ELECTRICAL MERCHAN DISE.— 
Heaters in especially good demand on 
account of colder weather; other lines 
moving well; prices steady. 


FILES.—Demand picking up; prices 
steady and unchanged; stocks good. 


We quote from Cincinnati jobbers’ 
stocks: Files, all makes, from 55 off 
to 60 and 10 off. 


Reading matter continued on page 74 
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As Silent and Sure 
as the Close of Day 


The inevitable close of day is no more silent nor more 
sure than the positive operation of all doors equipped 
with the— 


R-W Door Closer and Check 


Six sizes, suitable for every door from the light screen 
frame to heavy outside doors which are required to 
close against a strong draft. 


The R-W Door Closer and Check is made and assembled with watch- 
like precision. Many notable features are included in its construction, 
such as instant adaptability to right or left hand doors; simple adjust- 
ment of closing pressure controlled by a single milled screw; arrange- 
ment which prevents spring from being wound beyond the safety limit; 
high lubricating property of special liquid, and leakproof construction. 


All these advantages plus the R-W imprint, which is the “sterling 
mark”’ of standard hardware, combine in the production of the perfect 
door check and closer. Write to Dept. A for catalog containing com- 
plete line and detailed descriptions. 





Showing simple adjustment of 
closing pressure accomplished by 
the fingers without tools. 


Also exclusive manufactur 

ers of Slidetite Garage Door 
Hardware,R-W IDEAL 
Elevator Door Hardware, 
AiR-Way Multifold Win- 
dow Hardware, and other 
nationally-advertised items 
of builders’ Hardware. 








New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 


St. Louis 


Winnipeg LONDON, ONT. 





AURORA, ILLINOIS.U.S.A. 
RICHARDS-WILCOX CANADIAN Co., LTD. 
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Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 
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GALVANIZED WARE. — Manufactur- 
ers have adopted an advance of 5 per 
cent, but no changes in jobbers’ quota- 
tions as yet. Demand fair, and stocks 
good. 


We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Tubs.—No. 0, $5 doz.: 
No. 1, $6.15 doz.; No. 2, $6.90 doz.; 
No. 3, $8.45 doz. 

Galvanized Pails.—10-at., $2.35 doz.: 
12-qt., $2.55 doz.; 14-qt., $2. 85 doz.; 
16-qt., 

Garbage Cans. —wWitt No. 1 with lid, 


$3.75 Ne No. 2 with lid, $4.35 each: 
No. 3, $5 each: Witt — with lids, 
No. 7, $1.60 each: No. 8, $1.80 each: 


No. 9, $1.95 each. 
GASKETS.—McCord gaskets, on which 
new price list and discounts have been 
issued, will be practically unchanged 
from last year. Some prices are up 
and some down, while others remain 
unchanged. Sales have been fair. 


GLASS.—Coincident with a slackening 
in building came a slackening in the 
demand for window glass; business sat- 
isfactory; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount: over first three brackets. 
84 per cent discount: double strength 
A, 85 per cent discount: double 
strength B, 87 per cent discount. 


HACK SAW BLADES.—Sales fair; 
stocks good; prices steady. 

We quote from Cincinnati jobbers’ 
om Hack saw blades. 50 and 
ICE CREAM FREEZERS.—Some or- 
ders being placed for freezers for 
spring delivery at prices same as last 

year. 

IRONS.—A reduction of 10 cents per 
set in Mrs. Pott’s sad irons has been 
put into effect by jobbers, following 
similar reduction by manufacturer. 


LADDERS.—Sales have been good; 
prices steady; stocks in good shape. 


LANTERNS.— Fair demand; steady 
prices; ample stocks. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.: 
Supreme, No. 240, $12.75 doz.: 130 
Midget Vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.: 
167 Supreme, $12.75 doz.: 100 Supreme 
Electric, $15 doz.; Monarch, $8 doz.: 
Monarch, rubv glow, $10 doz.: D-Lite., 
$13 doz.; Little Wizard, $8.50 doz.: 
Blizzard, No. 2, $13 doz.; Blizzard, 
brass fount and top, $18 doz.;: Buck- 
eye Dash, $14 doz.; Railroad, No. 39. 
$15 doz. 


LAWN FENCE.—Some orders being 
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placed and shipments made; stocks 
ample; prices steady. 

LAWN MOWERS. — Shipments now 
going forward against recent orders; 
buying for spring fairly good; stocks 
in fair shape; prices very firm. 

We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 each; 14-in., $6 each; 16-in., 
$6.25 each: better grade, 12-in., $7: 
14-in., $7.25; 16-in., $7.50; cheap ball 
bearing, 14-in., $7.75; 16-in., $8: reg- 

ball bearing, 14-in., $9; 16-in. 
; 18-in., $9.75; high-wheel bail 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high grade, ball bearing, 
with 5 knives, 16-in., $12.75; 18-in., 
$13.50; 20-in., $14.25. 


MECHANICS’ TOOLS.—Sales continu- 
ing in fair volume; prices showing 
strength; stocks in good shape. 
NAILS.—Demand fairly good; 
in good shape; prices firm. 

We quote from Cincinnati jobbers’ 


stocks 


stocks: Common wire nails, $3.50 
per keg; cement coated nails, $3.20 
per keg. 


PYREX OVEN WARE.—Sales have 
been exceptionally good; prices firm; 
stocks good. 


POULTRY NETTING.—Orders for 
spring delivery coming through in fair 
volume at last year’s prices; stocks 
sufficient. 

PAINTS AND OILS.—Slight advance 
in linseed oil and lead prices; demand 
good. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints. 
$2.90 per gal.: linseed oil, 94c. gal.: 
turpentine, $1.07 gal.: white and red 
lead, 12%-lb. kegs, 15c. Ib. 


ROLLER SKATES.— Future orders 
good; steady prices; stocks rather light. 


REFRIGERATORS.—Some ssales_ re- 
ported for early shipment, but bulk of 
business yet to be placed; prices steady 
at about last year’s figures. 
ROOFING PAPER.—Demand fair. An 
advance of 5 per cent will likely be put 
on by jobbers this week, as manufac- 
turers have made similar advances. 
ROPE.—Manila rope has advanced 2 
cents per lb., but no change in sisal; 
demand has been fairly good. 


We quote from Cincinnati jobbers’ 
stocks: Manila rope, 19c. per Ib.; 
sisal, 13%c. lb 


SASH CORD.—Sales rather light, due 
principally to slowing up of building 
construction; prices steady; stocks 
good. 
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We quote from Cincinnati jobbers’ 
stocks: Best grades, 84c. lb.: cheaper 
grades, 48c. lb. 


SASH WEIGHTS.—Contemplated ad- 
vance has not materialized as yet; sales 
slow; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.50 
per 100 lb. 


SCREEN DOORS AND WINDOWS.— 
Some futures being booked; sales gen- 
erally rather light; prices same as last 


year. 
SCREWS.—Strengthening market, but 
no changes in jobbers’ quotations as 


yet; demand fair. 

We quote from Cincinnati jobbers’ 
stocks: Machine screws, 66% off: 
coach screws, 40, 10 and 5 off: cap 
and a screws, 70 off: wood screws, 

off. 


SHEARING MACHINES AND CLIP- 
PERS.— Sales fair; prices steady; 


stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 eos ma- 
chine, $12.75 list; one-ma power 
shearing machine, $21 list; ton giaten. 
No. 90 and No. 360, $1. 25 each list: 
bottom plates, No. ‘99 and Ne. 361. 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list: shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


SHEETS.—Some talk of price ad- 
vances, but nothing definite; sales uni- 
formly good; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Blue annealed sheets, No. 10. 
4.10c.; black, 28-gage, 4.80c.: galva- 
nized, 28 gage, 5.85c. 


WIRE CLOTH.—Spring orders fair; 
some price shading reported; stocks 


ample. 
We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2 
per 100 sq. ft.; opal, $2.65 per 100 


qd. 
WHEELBARROWS.—Demand contin- 


ues good; prices strong. 

We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors barrows, $5.40 
each: concrete barrows, $5.90 each. 


WRENCHES —Fair demand for 
wrenches reported; stocks ample; 


prices steady. 

We quote from Cincinnati iobbers’ 
stocks; Agricultural wrenches, 60 
off: Coes wrenches, 40 and 10 off: 
Stillson, 60 off: Trimo, 60 off: Snap- 
on Wrenches, No. 101, Master Service 
sets, $15.25 each; No. 202, heavy duty 
sets, $8 each; No. 404 Universal 
socket sets, $7 each No. 505B, screw- 
driver sets, $3.4 each: less 40 per 
cent on all Bas aah wrenches, f.o.b. 
Milwaukee. 


Twin Cities Jobbers’ Sales Increase 


(Minneapolis office of HARDWARE AGE) 
‘4 NHE demand for hardware in a retail way continues 
to be fairly good, and some dealers who have put on 
special sales efforts report a very satisfactory vol- 
The total sales for January is on a par with 


ume of sales. 


ASH SIFTERS.—Very small demand; 
stocks ample; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood sift- 
ers, $3.75 per doz.; round metallic, 

4 per doz.; wood barrel, $12 per doz. 


tory. 
AXES.—Fairly good demand; stocks 
good; prices stiff. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit base 
weights, $19 per dez. 


As Spring Season Approaches 


January, 1923, and February will probably be better. 

Jobbers report a gradually improving demand for gen- 
eral lines with the spring season drawing nearer. 
of automotive supplies and accessories is very satisfac- 


Sales 


BALE TIES.—Sales of small volume; 
stocks ample; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Single loop bale 
ties, 65-10.per cent from list. _. 


Reading matter continued on page 76 
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Why ACME QUALITY Pays 
Greater Paint Profits 


] The Acme Quality Line is 
¢ complete. Paints, Var- 
nishes, Stains, Enamels, Fin- 
ishes—for every purpose—all 
under one famous label. 








~ — —* 
eon 


2 Acme Quality direct mail 
¢ advertising is thorough, 
complete and convincing. 








3 The greatest national ad- 
¢ vertising campaign ever 
put behind a complete paint 
and varnish line now running 
on Acme Quality. Reaches 
12,000,000 homes. 


at 


4 Many beautiful window 
e displays provided on Acme 
Quality House Paint and high- 
profit specialties. 


5 Plenty of store display 
¢ material and other sales 
helps furnished. Acme Qual- 
ity co-operation is complete— 
embraces all phases of Re- 
Sale work. 


6 Average turnover in paint 
¢ business is 2%. Many 
Acme Quality dealers get 4, 
6, and even 8 turnovers per 
year. 





Get the Whole Story— Mail the Coupon 
ACME WHITE LEAD AND COLOR WORKS 


Dept. 78 ' Detroit, Mich. 


Boston, Buffalo, Chicago, Minneapolis, St. Louis, Kansas City, Pittsburgh, Cincinnati, Toledo, 
Nashville, Birmingham, Richmond, Va.; Fort Worth, Dallas, Salt Lake City, Portland, 
San Francisco, Topeka, Los Angeles 








5 

1 ACME WHITE LEAD AND COLOR WORKS : 

| Dept. 78, Detroit, Mich. - 

- Without obligation, please send complete details of your agency plan. - 

— s x 
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Weeding 
TTaok 
— can 

sell these 

prod- 

ucts at a 

good profit. 

They've been 

constant 
profit - pro- 

ducers for thou- 
sands of dealers 
for 40 years. 
Garden Trowel 
has heavy steel 
blade — frmly 
riveted to shank, 
with hardwood 
black enam- 
eled _ihandle. 
Length 111% 


inches. 






Floral 
Trowel K 


Weed- 
ing Hook 
and Floral 
Trowel 
careful- 
ly made of 
cast iron. 
Weeding Hock 
has white plate 
finish—b 1 ac k 
enamel hardwood 
handle with steel 
ferrule. Length 
9% inches. 
Fioral trowel 
comes in a 
set (only) 
with two 
other 


Garden 
Trou cl 


Write 
for cata- 
log No. 
30-E show- 
ing complete 
line of Ar- 
cade hardware 
accessories and 
cast iron toys. 














Your jobber will supply you. 


Arcade Manufacturing Company 
Freeport, Illinois 


ARCADE 


HARDWARE 
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BOLTS.—Retail demand fair; sales to 
large users good; prices steady. 


We cuote from jobbers’ stocks, 
f.o.b. T\in Cities: Large and small 


carriage bolts, 45-5 per cent; large 
and small machine bolts, 50-5 per 
cent; stove bolts, 70 per cent. Lag 


bolts, 60 per cent. 
BRADS.—Sales good; sash and door 
trade buying actively; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—A consid- 
erable amount of estimating work on 
builders’ hardware is in progress, in 
connection with construction work ex- 
pected to be started as soon as the 
building season opens. Building per- 
mits for January were exceptionally 
good for the first month of the year. 
A good demand for builders’ hardware 
is expected, at least for the first six 
months. 


COAL HODS.—Very little demand; 
stocks small; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 17-in. open jap- 
anned, $3.75; 18-in., $4.25; 17-in. fun- 
nel japanned, $4.80: 18- in., $5.25; 
17-in. open galvanized, 95.30; 18-in., 
$5.80; 17-in. funnel galvanized, $6.65: 
18-in., $7.10 per doz 


COASTER WAGONS.—Jobbers report 
very good demand for all makes for 
early spring delivery; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel 
coaster wagons, No. 60, $5.50 each; 
erie $6.44; No. 62, $7.03; No. 63. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Jobbers report a 
fairly good volume of business from the 
retailer; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves’ trough, 
lap joint, single bead, 5-in., $5.25 per 


100-ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor 
elbows, $1.73 per doz. 


FILES.—Retail sales about average; 
factory and machine shop trade good; 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.—Demand fair- 
ly good; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 
$14. 50; standard galvanized pails, 10- 
qt., $2.55; 12-qt., $2.90; 14-qt., $3.20; 
16-qt. stock pails, 95: 18-qt. stock 
pails, $5.75 per doz. 


GLASS AND PUTTY.—Retail demand 
rapidly declining; stocks ample; prices 
stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Minnesota prices; 
single strength glass, 82-10-5 per 
cent; double strength glass, 84-10-5 


er cent; Putty, 50-I1b. steel drums, 
5 per cwt.; 25-lb. steel drums, $5.20 
per cwt. 


HAMMERS AND HATCHETS.—Re- 

tail sales light; jobbers report fair vol- 

ume; stocks ample; prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 


No. 11%, $13.50; 
Plumb HF91, $12; Riverside a 


17. 15; Plumb shingling No. 2, $13. 15: 

Plumb claw No. 2, $14.40 per doz. 
LANTERNS.—Sales remain very satis- 
factory for this season of the year; 
stocks good; prices firm. 


Reading matter continued on page 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
corne, long or short globe, 
0Z.; 


12. pe 
No. 130, Midget vehicle lanterns, $17 
per 


neta ben the counter sales fair; 
contracting trade for later delivery 
good; prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 


PYREX OVEN WARE.—Sales good; 


stocks ample; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware; 
No. 101 casseroles, $1.33 each; No 
197 Comperenen, $1.17 each; No. 202 pie 
peates, 50c.; No. 210 pie plates, 67c. ; 

0. 212 bread “7. 60c.; No. 23 
utility pans, 67c.; No. 12 teapots, 
2- RE ny .67 each; " No. 24, 4-cup, $2 
each; 36. 6-cup, 92.33 each. 


REGISTERS.—Some sales for later de- 
livery; stocks good; prices as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: Steel registers, 40 
per cent from standard lists. 


ROPE.—Sales fair; stocks sufficient; 
prices steady. 


We quote from jobbers’ stoeks, 
f.o.b. Twin Cities: Best grades 
manila rope, 17%c. per N best 


grades sisal rope, 15%c. per 


SAN DPAPER.—Good esate —_ the 
millwork trade; stocks good; prices 
firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 
1, per ream, $6.50; second grade No. 
1, per ream, $5. 85; Garnet No. 1, 
$16. 50 per ream. 
SCREWS.—Demand steadily improv- 
ing, with a good volume of sales to 
millwork and manufacturing trade. 
Prices as last quoted. 
We quote from 
f.o.b..Twin Cities: at head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
apanned, 67% per cent; flat head 
rass screws, 70 per cent; round 
head brass, 67% per cent. 
SKATES.—Induced by special sales 
from dealers trying to clean up stocks, 
there is a fair demand during the sale. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Men’s No. 4 
skates, 80c. per pair; 1624%, $1.15 
per pair; 524%, ay 21 per pair. Ladies’ 
No. 5624%, $1.06 per pair; Nestor, 
Johnson hockey, plain, $7. 50 per 
pair; nickel plated, $8.50 per pair. 
SNOW SHOVELS AND SIDEWALK 
SCRAPERS.—Ordinarily there would 
be very little demand, but because of 
late starting of winter season with 


obbers’ stocks, 


snows sales are good; prices continue 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: traight handle 
wood snow shovels, $4.85 per doz.; 


steel blade, straight handle, $4.80 per 


OZ.; andle, galvanized blade, 
16 x 21, $11.60 per doz. Ordinary 
grade sidewalk scrapers, $4.75 per 


OZ. 


WRENCHES.—Wrenches for automo- 
bile trade selling well; general line fair; 
stocks good; prices steady. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Agricultural wrenches, 
65 per cent; Coe’s wrenches, 40-10 
per cent;, engineers’ wrenches, 62 
per cent from new lists; knife hand e 
wrenches, 40-10 per cent; Stillson 
and Trimo wrenches, 60 per cent. 
Snap On wrenches in sets, No. 101, 
$15.25; + ah $8;.No. 404, $7; No. 
505B, 0, less 40 per cent, 'f.0.b. 
eralices 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 








The largest hose manu- 
facturers in the world. 





‘"T LOST A SALE 


The other day a customer said he wanted a 
BULL DOG hose. Next day he came in 
and said he didn’t. 


It seems he bought one twenty years ago— 
used it ten years then moved into an apart- 
ment and stored the hose in a box. 


He has just bought one of the new houses 
on the edge of town and figured the old hose 
would probably fall to pieces like the stuff 
from King Tut’s tomb. 


The laugh is on me! I had his BULL 
DOG hose all ready for him, and now he 
doesn’t need it. He says he unpacked the 
old one, washed off the dust, and there 
isn’t a leak in it.”’ 








mre sme 
nee entree een ee oll 
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January Output of Pig [ron and Steel 
Largest Since June, Says Pittsburgh 


(Pittsburgh office of HARDWARE AGB) 

S we forecasted in our report of last week, the out- 
put of pig iron and steel ingots, these being the 
se basic materials from which all finished steel prod- 
ucts are made, was larger in January than in December; 
in fact, the output of pig iron was larger than in any pre- 
vious month since last June. The total make of pig iron 
last month by all the blast furnaces was more than 3,000,- 
000 tons, an increase over December of about 100,000 tons. 
Last month, seventeen blast furnaces that had been idle 
for various periods on account of no demand for their 
iron, were again started up, and more furnaces now idle 
will be started this month. The large steel works con- 
tinue to show gains in operation over preceding weeks. 
Last week two of the largest steel works in this district 
were running to 90 per cent of capacity, and the general 

average of all the steel plants is close to 85 per cent. 
This means just one thing, and that is that the steel 
companies are getting heavier orders right along, and 
have to start more blast furnaces and run their steel 
works to larger capacity to meet this increased demand. 
The close of inventory early last month found stocks of 
jobbers and consumers at a low point, and they have 
been placing large orders for early delivery to again 
have their stocks adequate to meet the wants of their 

customers. 


Prices on steel products which have been in effect for 
nearly a year, and which are regarded as the regular 
market, are holding quite firm, being shaded only very 
slightly in a few cases. 

Steel bars which for months have held firmly at 2.40 
cents, Pittsburgh, are shaded about $1 per ton on very 
desirable orders, but only by two or three mills. Prices 
of steel rivets have also weakened, and below 2.70 cents 
has been done lately on some carload or larger orders. 
Cold rolled strip steel has gone off a little, orders for large 
lots having been taken lately at close to $5 per ton under 
what is regarded as the regular price. There have been 
very large additions made in the past two or three years 
to cold rolled capacity, and some in the trade are begin- 
ning to think that there is now too much output. 

The hardware market is showing signs of getting better. 
Prices are firm, and demand for most goods is more active. 
Local jobbers say their January business was up to expec- 
tations, and they look for larger trade this month. Re- 
tailers have finished inventory, and find their stocks on 
most goods low. These are being replenished, and jobbers 
are having the benefit of more orders to build up stocks. 
Prices on all goods are firm, and no important changes 
either up or down are looked for in the near future. In 
fact, the hardware market is more stable now than it has 
been for some months. 





Note: 


car load shipments trom mill or warehouse to retailers. 


Annealed fence wire, base, 


Steel pipe, black, butt welded, 1 to 3-in 
Steel pipe, 


Wrought iron pipe, 


carload, per 100 Ib.: 





steel, 
No. 12 gage and lighter, 50c.; rods, 40c.; 
not over 12 irt. in diameter, 55c.; 
carload lots, minimum 36,000 Ib 





It should be understood that prices given below are f.o.b. 


galvanized, 1-in. to 1%-in 


PITTSBURGH BASE PRICES 


3 I er re en. eae 85 
I a a i Es a lea a ae re ae a ees eel 6.25 
I, EE i ee ig wre a @ eb aod ay Oke we ee ee oe 3.90 
ee es r,s, Oe, SD Gc 6 cos 2s 6S eGR OOS 6 Sow on 6s Heese eseeeeeees 3.45 
ey Ce, | = aa. ss Cdl Oe kre G16 OOM aes & 68 Sn eee See ae 3.55 
Machine bolts, small, rolled threads..............cccccecccceccccecccceees 60 & 10 off list 
rr a Si es Ce ik kane 6b 6.6 6460) 0S ONS SUS bok O 66 eee keen dt eend 60 off list 
rr er, Oke: Se: </  P, . 5 é obs eC ebb Eves OOS 0066 R6aO 64 ER SE 50 & 5 a oy 
Nails, steel, cut, base, I Ne ae ee ae yt ile eee, Ce eile. el re ee Oe $3. 

ee, en Ss OE Oe es css bik perl s 0.0 ns 5 OWNS 6 be Wew ee 6s Ua Gees eee Reees 3°10 
a ik gS dee a aha ine ake ea elaine weg ae 2.50c. 
Plates, sheared, tank I al di iad ig a ahs aaa ealiaiaane w n' ee a wes aad eee Sn 2.60c. 
es a a in ok 6.6 6 6 EN WOE wR Oe OE RSEU C6 .00 860-05 00006088 e008 3.10c. 
Deemeem, Dames, BS Me. MOP Bi. cnc ccccccccccvccccvccend ae re ers Ne 4.00c, 
a ct oe ig eels 6 eo Oe ob a ee ee Meee eee haere en 5.15c. 
TT Tee TT eT CTT TET TTT CTL TT CET TTTT Ter TTT Te 2.50c. 
i i teow teeta vbslkcew sweeten veesacaces $3.90 
i eso os aan 566 NOHO SA ONE Ke 00 CONC ded euneeeeeus 3.55 
i, EE i a kl di eat dla es bee We whe 6 bein Ok enene ee 3.90 


pee Reh eee eee ntieseceusesedenese 60 per cent off list 
galvanized, butt welded, 1 to 3-in 


Sc ibd oo we dw hieanee. 6s 64 cena $5.75 
Woven fence, carloads to retailers... ..........6- eee eee eee eee eens 65 per cent off list 
eee Ge. Se: Ce... OU ROE 5 6c bcos cc 006560 0056004 ewes 29 per cent off list 


ig aielica oa tins ee Oe ead cal 12 per cent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 


Philadelphia, Soman. i ? 32 Dn ¢ vcacence se ek $0.265 i CE ee eee cee ww é $0.43 *Pacific Coast........ 1.15 
Philadelphia, export. a? A «ee weneeue 0.215 i a 0.735 *Pac. Coast, ship plates 1.20 
Baltimore, domestic... 0.31 Cleveland, Youngstown Kansas City (pipe)... 0.705 Birmingham use S lace 0.58 
Baltimore, export..... 0.225 De Soseeebs ene ee 0.19 2 aaa 0.60 CO EP ee 0.446 
New York, domestic... 0.34 EE 642 eeuteaeawes 0.29 ee 0.735 Jacksonville, all rail.. 0.70 
New York, export..... 0.3 GCORORIREL ..nccsevenss 0.29 Omaha (pipe) ........ 0.705 Jacksonville, rail and 
Boston, domestic...... 0.365 Indianapolis ......... 0.31 EY ehh «oe 6 6% a ace Se 1.26 eee 0.415 
Boston, export....... 0.255 a Pre ee 0.34 *+Denver (pipe) ....... 1.17 New Orleans .........- 0.67 
*Applies minimum carload 80,000 Ib. Minimum loading 46,000 Ib. 


Rates from Atlantic Coast ports (i.e. New York, Philadelphia and Baltimore) to Pacific Coast ports of call on most 
steamship lines, via the Panama Canal, are as follows: Pig iron, 
common wire products, including cut or wire nails, spikes, and ‘wire hoops, 40c.; ‘sheets and tin plates, 40c. ; 
wire rope cables and strands, 45c.: wire fencing, netting and stretcher, 40¢. : 
over 12 in. in diameter, 2%4c. per in. or fraction thereof additional. 


mill or warehouse, 
For smaller lots, the usual advances apply. 


a a en a a $3.00 
00 Ib 2 


Pittsburgh, and are quoted only for 


48% per cent off list 


ingots and muck bars, structural 
sheets 
pipes 
All rates per 100 ib. in 


35c. ; ship plates, 40c. ; 
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THEY’RE SOLD RIGHT, 





Every Round Oak Oil Range 
is given an actual burning 
test before it is shipped 


The 3-burner Round Oak Oil 
Range, with shelf. The line in- 
cludes 1, 2 and 4 burner sizes, 
also. Shelves are optional with 
the 2, 3 and 4 burner stoves. 
Ovens are extra equipment. 
Round Oak Oil Ranges bear the 
approval stamp of Good House- 
keeping Institute and have more 
-than 40 selling features, every 
one of which has proved advan- 
tageous. 


The Round Oak Oil Range Proposition is Going Over Big— 
Use the Coupon for your store 


The Round Oak Folks were right! They believed 
Dealers would recognize and appreciate a better 
line of oil ranges, offered under a plan that protects 
the retailer. (The Round Oak Exclusive Dealer 
Proposition.) 


Now, from all over the country orders and reports 
are coming daily that make it plain this is to be a 
Round Oak year in the oil range trade. 


Some dealers comment on the fine construction and 
the attractive high grade black japan, blue-gray 
enamel, and nickel finish; others say that the forty 
points of construction give them better oil range 
selling features than they have ever had. 


And all are agreed that the price »f these perfected 


There are Round Oak Oil Heaters, too, and a highly 
improved Round Oak Oil Water Heater. You can 
get exclusive sales rights to these products along 
with the Round Oak Oil Range franchise. 


MOUND OAK 


OIL RANGES / 








Round Oak Heating Systems, Round Oak Gas, Coal and / 
Combination Ranges, Round Oak Oil Heaters and Oil 
Water Heaters 


* 


ranges, combined with the Exclusive Round Oak 
franchise, gives them opportunity to make more 
money than ever out of their oil stove line. 


If you are handling oil ranges at present, or if you 
have been waiting to find a mechanically perfected 
line to insure customer satisfaction—why not take 
on the line that will not compete with you from 
across the street, or down the block? 

You’re protected against that sort of usual compe- 
tition when you sell the Round Oak line. Write— 
right now—the coupon will insure you against los- 


' ing this opportunity if you’re the first good dealer 


to qualify. , 


THE BECKWITH COMPANY, Dowagiac, Michigan 
‘*Round Oak Folks’’ Established 1871 


“\ 
‘\ 





/ 
/ 





The Beckwith C 
Dowagiac, Mich. 


TOO 


= 


Round Oak Folks 


Oo. 


I want to know more 


of Oil Ranges, and your E 
/ clusive Dealer Proposition. 


/ ee 
/ a 
/ ee 
foun 


sein:cain, uatesnam Mag eS ee 


about the Round Oak line 


x- 
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The Happy Batter strolled | 


into the town’s leading hard- 
ware store, shook hands 
with his friend the pro- 
prietor and said, “How are 
bat sales, Bill?” 


Teo which question the 
Happy Dealer replied, “Man, 
if they were bigger I'd 
think that the women were 
playing ball, too. Ever 
since I started selling Louis- 
ville Mascots my bat sales 
have had growing pains.” 


“Your stock’s sorta low, isn’t 
it?” drawled the Happy 
Batter, glancing at the near- 
ly empty rack. 

The Happy Dealer admitted 
it was and added, “I’ve got 
to unpack that new order of 
Mascots that just came in. 
Til do it now.” But he 
didn’t do it then for a player 
entered at that point and 
bought the next to the last 
Louisville Mascot. 


HILTON-COLLINS CO. 
Louisville, Ky. 


Distributed by 

Louis Williams & Co. 

Nashville, Tenn. 
George Booth Rice 

1193 Broadway, New York City 
Herbert F. Ellis 

Bourse Bldg.. Machinery Dept., 

Philadelphia, Pa, 

BE. R. Walrath 
1701-20 W. Jackson Bilvd., Chi- 


cago, Ill. 
Laseteeeth. Beall & Co., Ine 
Sheldon Bildg., First & Market 
Sts., San Francisco, Calif. 
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AXES.—Fair sales of axes are being 
made at present prices, which will con- 
tinue in force until April 1 next. At 
that time it is expected that makers 
will announce their prices for the fall 
trade, and which are expected to be 
about the same as they are now. Ship- 
ments by the makers are being made 
promptly, and there is no buying ex- 
cept for early needs. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.: unhandled, $20 per doz.; 
second grade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
Yo $21 per doz.: unhandled, $18 per 


BOLTS AND NUTS.—No large sales 
are reported based on the recent ad- 
vance of about 5 per cent in prices, 
jobbers and consumers being well cov- 
ered on contracts for some time ahead. 
However, the market is firmer than it 
has been in some time, and makers look 
for a good trade when present stocks 
have been worked off. There is some 
shading in rivet prices, these having 
sold below $2.75 in large lots. The new 
discounts and prices on nuts and bolts 
in large lots are now as follows: 


Machine bolts, small, rolled threads, 
60, 10 and 5 per cent off list; Machine 
bolts, all sizes, cut threads, 60 and 5 
we’ cent off list; Carriage bolts, % x 

in.; Smaller and _ shorter, rolled 
at 60 and 5 per cent off list; 
Carriage bolts, cut threads, all sizes, 
50, 10 and 5 per cent off list; lag 
bolts, 65 and 5 per cent off list; Plow 
bolts, Nos. 1. 2 and 3 heads, 50 and 10 
per cent off list; Other style heads, 
20 per cent extra; —w a wy bolts, 
c.p.c. and t. nuts, a T. in., 50 and 
5 per cent off list; rger and longer 
sizes, 50 and 5 per cent off list; Hot 
pressed squares or hex. nuts, blank, 
4.25c. off list; Hot pressed nuts, 
tapped, 4.25c. off list; C.p.c. and t. 
square or hex. nuts, blank, 4c. off list; 
C.p.c. and t. square or hex. nuts, 
tapped, 4c. off list; Semi-finished hex. 
nuts ¥ in. and smaller, U. S. S., 80 
and 5 cal cent off list; % in. and 
larger, 
list; Small sizes, S. A. E., 80, 10 and 
5 per cent off list; S. a. E., % in. and 
larger, 75, 10 and 5 per cent off list; 
Stove bolts in packages, 75, 10 and 5 
per cent off list; Stove bolts in bulk, 
75, 10, 5 and 2% per cent off list; Tire 
bolts, 60 and 10 per cent off li#t; Bolt 
ends with hot pressed nuts, 60 and 5 
per cent off list; Bolt ends with cold 
pressed nuts, 50 and 5 per cent off 
list; Turnbuckles, with ends, % in. 
and smaller, 50 to 55 and 5 per cent 
off list: Turnbuckles, without ends, ™% 


stocks, 
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in. and smaller, 65 and 5 to 70 and 10 
per cent off list; Washers, 6c. to 
5.25c. off list. 


SHEETS.—Demand for sheets of all 
grades is active, and in January new 
orders entered by the American Sheet’ 
& Tin Plate Co. were ahead of ship- 
ments. Prices are well maintained, and 
all the mills are comfortably fixed with 
business over this quarter. The sheet 
mills as a whole are operating at about 
80 to 85 per cent of capacity, and ex- 
pect to maintain this heavy rate over 
the next two or three months. 


Regular prices on No. 28-gage black 
sheets are 3.85c. at mill, and for 28- 
gage galvanized are 5c. at mill, these 
prices being for carloads or larger 
lots. Jobbers charge the usual ad- 
vances for small lots from stock. 


STEEL PIPE.—Demand is more active 
than for some time. Jobbers’ stocks 
were low at the close of inventory, and 
they are now buying freely to build 
them up for the coming spring trade. 
The new demand for oil well supplies 
of all kinds is also more active. Prices 
on all kinds of tubular goods are very 
firm, and the trade is rather expecting 
an advance on some goods in the near 
future. Prices on small lots from 
stoeks remain as follows: 


Black Galv. 
cece cece rar Fe . 
icesg Ge s6nee 1%.. 9.71 12.59 

..-. 3.36 $5.50 14%... 11.60 15.05 

woee 4.17 5.43 2..-- 15.61 20.25 
5.12 6.56 214.. 24.68 

Above prices per 100 ft. f.o.b. Pitts- 


urg 

WIRE PRODUCTS.—New demand for 
all kinds of wire products is much more 
active, and jobbers and retailers are 
looking for an active spring trade. 
Some buyers are now anticipating fu- 
ture needs to some extent, desiring to 
be covered when the active demand 
starts, which should come in the near 
future. Prices are strong, and are be- 
ing well maintained. 


Jobbers al retail trade from 
stocks as follo 

Wire nails, "$3. 40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3. 60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. lvanized 
fence wire, $3.90 "per 100 1Ib.; woven 
wire fencing, 63 per cent off list. All 
we prices on spools are for 
80-rod. 





Handy Household Grinder Will 


Appeal to Housewife 


The No. E Carborundum Blue Knight 
Household Grinder, made by The Car- 
borundum Co., manufacturer of abra- 
sive and refractory materials, Niagara 
Falls, N. Y., is an easy running, ser- 
viceable little machine that should ap- 
peal strongly to the housewife because 
of its distinctive features. It is equipped 
with a grinding guide that holds the 
knife steady and at just the proper 
angle. Then there are small chisels, 
plane bits and other small edge tools of 
the family kit that must be ground once 
in a while. The Carborundum Blue 
Knight is the machine to take care of 
these jobs, too. It is a compact, durable, 


well constructed little grinder—just the 
right size for the household—and it is 
equipped with a genuine Carborundum 
wheel that cuts fast and clean. The 
wheel is 3% in. in diameter and % in. 


thick. 





Reading matter continued on page 82 
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Wake Up with a Smile! 


THE NEW HAVEN CLOCK CO.’S 
“True “Time Tellers 


NEW LINE of improved thin model alarms, with convex glass and new dependable 


movements of simple construction; each a tested TRUE TIME TELLER before it 
leaves our factory. 





Ti-Tan . . . $6.00 Tom-Tom . . $3.50 
Tidy-Tot. . . $3.50 Tat-Too . . . $3.00 
. Tat-TooJr. . . $3.00 Tell-Tale. . . $1.75 


| Alco tidied with Radian Dist $1.00 extra 


| A set of artistic figures of the True Time Tellers Family are reproduced in colors on the 
| clock boxes and can be used in making very attractive window displays. Each clock is 
tagged with resale price. 








Ti-Tan, Radium Tat-Too Jr. Tat-Too 


The New Haven Clock Co., New Haven, Conn. 


BRANCHES: 
——y — New York San Francisco Chicago 
Ne Toronto, Canada 
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Coming Hardware Conventions 








MM 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the 
Southern Hardware Jobbers Association 


Convention, New Orleans, La., April 8, 9, 
10, 11, 1924. Headquarters, Roosevelt 
Hotel. F. D. Mitchell, secretary-treasurer, 
1819 Broadway, New York, N. Y. 


CALIFORNIA RETAIL HARDWARE IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Civic Auditorium, San Francisco, 
March 18, 19, 20, 21, 22, 1924. LeRoy 
Smith, treasurer, 112 Market Street, San 
Francisco. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Sherman, Chicago, Feb. 
19, 20, 21, 1924. Leon D. Nish, secretary- 


Casey, secretary, 
Minneapolis, Minn. 

MISSISSIPPI RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Marquette 
Hotel, St. Louis, Feb. 26, 27 and 28, 1924. 
F. xX. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Feb. 20, 21, 22, 
1924. George A. Fiel, secretary, 10 High 
Street, Boston 9, Mass. 


NEw YorRK RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 19, 
20, 21, 22, 1924. Headquarters, McAlpin 
Hotel, and exhibition at Seventy-first Regi- 
ment Armory. John B. Foley, secretary, 
412-413 City Bank Building, Syracuse, 
N. Y. 

NortTH DAKOTA RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXHIBITION, 
Municipal Auditorium, Fargo, Feb. 20, 21, 


Metropolitan Life Bldg., 











20, 21, 22, 1924. James B. Carson, 1001 
Schwind Building, Dayton, Ohio. 

PANHANDLE HARDWARE AND IMPLEMENT 

ASSOCIATION CONVENTION, Hotel Amarillo, 
Amarillo, Tex., May 19, 20, 1924. C. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. , 
SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION AND EXPOSITION, Coliseum Build- 
ing, Sioux Falls, March 4, 5, 6, 7, 1924. 
Cc. H. Casey, secretary, Metropolitan Life 
Bldg., Minneapolis, Minn. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Los Angeles, March 11, 12, 13, 1924. H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 

SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee, 











treasurer, Elgin, Il. 22, 1924. C. N. Barnes, secretary, Grand (Convention and Exhibition, Atlanta, Ga., 
MINNESOTA RETAIL HARDWARE Associa- Forks. May 27, 28, 29, 1924. Walter Harlan, sec- 
TION CONVENTION AND EXHIBITION, St. Paul OHIO HARDWARE ASSOCIATION CONVEN- retary, 701 Grand ‘Theater Building, At- 
Auditorium, Feb. 26, 27, 28, 29, 1924. C.H. TIon AND EXHIBITION, Cincinnati, Feb. 19, lanta, Ga. 
. +. 
Winchester Conventions 
CLUB CITY PLACE DATES 
Louisiana Alexandria Bentley Hotel Feb. 19-20 
Missouri St. Louis Warehouse Feb. 25-26 
Kentucky Louisville Watterson Hotel March 4-5 
Virginia Richmond Jefferson Hotel March 4-5 
Georgia, Florida, Ala- 
bama and Eastern 
Tennessee with North 
and South Carolina Atlanta, Ga. Warehouse March 11-12 ; 
New Mexico Albuquerque 
Montana and Northern 
Wyoming Billings, Mont. 
Arkansas Little Rock Marion Hotel 
sereeepascettnies sunatecise VOCEETCTEMONECEOCOROTGE seaERODEATEATTNE PUGCOOUTTA POR OTEDO HOGER SO OtoeS . VGGUTTORHOT EE SaROL EOE " TILL Le THEE td 
More Answers for Mr. Atkinson 
(Continued from page 61) 
ships that he makes there are de- tion that my friend Atkinson asks Ray Meriwether, Meriwether 


stined to help him over many knotty 
places. 


E. E. Lucas, Spokane, Wash., sec- 
retary Idaho, Pacific Northwest and 
Oregon Retail Hardware & Imple- 
ment Associations.—The attendance 
at conventions year after year of the 
best merchants in the country, it 
seems to me, should answer pretty 
well the question, “Do hardware con- 
ventions pay?” From the organiza- 
tion of the old “Inland Empire Im- 
plement and Hardware Association,” 
now “Pacific Northwest Hardware 
& Implement Association,” until my 
brother and I sold out we were pres- 
ent at all such meetings and were 
we again in business, I am sure 
neither of us would ever miss one. 


Charles H. Casey, Minneapolis, 
Minn., manager, Minnesota Retail 
Hardware Association.—The ques- 


seems to me is very easy of answer- 
ing, for it could well be answered by 
the single word “Yes.” When you 
try to explain why they pay, it is a 
different matter, for it is a good 
deal like any other advertising, it 
is hard to put your finger on the 
spot and say, “Thus and so was the 
result of my attending the conven- 
tion or of my advertising.” 


Frederick Neudorff, Neudorff 
Hardware Co., St. Joseph, Mo.—So 
much depends upon the individual 
in attendance at these conventions 
that I am of the opinion that the 
good is probably balanced by the 
harm to the average merchant. I 
have been active in association work 
for eleven years, and my experi- 
ence has not left a very favorable 
impression on my mind of the aver- 
age man who engages in the hard- 
ware business. 


Hardware Co., Paragould, Ark.— 
The only really effective way to 
better conditions between the manu- 
facturer, jobber and dealer is the 
hardware convention. 


Le Roy Smith, San Francisco, 
Cal., secretary, California Retail 
Hardware & Implement Association. 
—It is my opinion that the live 
retail hardware merchants secure 
much benefit by attending the vari- 
ous State hardware meetings each 
year. Each year many members 
inform me that they secure much 
valuable information from attending 
these conventions. No live dealer 
who attends many gatherings of 
merchants can go away from the 
meeting without absorbing some 
useful information that can be put 
to value at some future time; if 
he does, he certainly is a dead one. 
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American Steel & Wire Comp pany 


CHICAGO CLEVELAND PITTSBURGH 
U. S. STEEL PRODUCTS. CO. SAN FRANCISCO LOS ANGELES 


ovary VAT R FF rrovucrs 


if OLD AND STANDARD BRANDS 


INTERNATIONALLY ADVERTISED 
de 


PORTLAND SEATTLE 






) 
L 





TIME TRIED AND TESTED ALWAYS RELIABLE 
KNOWN OVER THE WHOLE WORLD 
PERFECTED STEEL PERFECTED GALVANIZING 


ADAPTED FOR EVERY USAGE BY LATEST PERFECTED 
PROCESSES 


FULL GAUGES FULL WEIGHTS DEPENDABLE 


NAILS stapes tls GEC 
y BARBED WIRE. 
WIRE 
WOVEN FENCES : 


q The widest advertised 





if 





ELLWOOD GLIDDEN WAUKEGAN 
AMERICAN GLIDDEN ELLWOOD JUNIOR 
AMERICAN SPECIAL BAKER PERFECT 


Every — for every purpose. 
In every form of metallurgy. 
In every finish and adaptability. 


NATIONAL 
a 


eo fel 
ANTHONY 


and best known brands in the world. 


STEEL FENCE POSTS ¢ 
BALE, TIES. corsisr*brands 


Ar arertheog Siem 


alvaniz 


Posts. 








The aan Steel 

Line Fenc pre st. 

Built ike = raik W/ IRE MESH REINEF ORCEMENT 
road _ rail. 

markable sti a FOR CONCRETE HIGHWAYS AND Con rete highwa aw mu ust 

and durabili ine. ALL OTHER REINFORCING e-mesh re 


Has sprung into 
immediate popu- 

larity. Exten- 
sively advertised. 


Stocked in our warehouses everywhere, auatias quick delivery. 


. WE STAND BEHIND DEALERS FOR PROMPT QUALITY 
ceca. seeeveee. 


erature, 
The easies Post W rite us 


to sell. 


t Fenee Get our selling plans, literature and advertising matter 
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Approved by the 






Keenest Buying Brains 
in the Country 







Through unity of effort, 


large scale production, 





the elimination of waste 
by the use of efficient ma- 


chines, the hearty coop- 


HAAUTHEUTL 


-—___ ~ 


eration of satisfied em- 
ployees and _ specializa- 


tion, the Tubular Rivet 
and Stud Company has 


for 50 years manufac- 


tured rivets that are the 
recognized standard in 


their field. 


TOT 
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TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


LOGE 
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Allith 
“ELEVEN-EIGHTY ” 
Round Track 


Garage Hardware 
For Folding-Sliding Doors 






















“Eleven-Eighty” prevents sagging and 
slamming of doors, and assures weather- 
tight equipment that is easily erected, occu- 
pies little space, operates freely, and serves 
a lifetime. 














The hanger, with steel frame, is of the 
swivel type, reversible, and provided with 
vertical adjustment. The machine cast 
wheel has hardened steel axle, washers and 
lubricated roller bearings. Oil holes in the 
hanger housing permit further easy lubri- 
cation when necessary. The safety guard 
prevents derailment. 










The track is a high carbon steel tube with 
a slot in the back for insertion of the mal- 
leable brackets which are spaced to meet 
requirements. 







The elements of noise and friction are prac- 
tically eliminated, for the hanger wheel, 
with its small point of contact on the tubu- 
lar track, travels with no side friction. 








The “Eleven-Eighty” possesses the many 
advantages of the round track door hard- 
ware which we originated and which for 
over twenty years has proved its superior 
worth. Other types for accordion, round-a- 
corner, straight and parallel sliding doors 
complete this remarkable Allith round track 
line—suitable for all conditions. 





ALLITH-PROUTY COMPANY 
Danville Illinois 


Representative Jobbers Distribute A-P 
Hardware throughout the United States 
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INCH 


INCH 
60 INCH 
54 INCH J * 


48 INCH 























42 INCH 


: Poultry 


= N etting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 

Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 


complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satistied Dissatisfied 
Gustomers Gustomers 
are an are a 

Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 


ru 
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SUPREME 


LANTERNS 





Profit-making Stock 


E could tell you all about the way 

Embury Supreme Oil Lanterns are 
made, but what interests you more is how 
they sell. 


If you can find an old stock of Emburys in 
any dealer’s store, it is because he is hiding 
them. If he puts them where they can be 
seen, his stock moves, and moves fast. 


And the reason they sell well is because they 
are made well. 


No. 160 is one of the best sellers. Burns 
35 hours, improved burner gives 20% more 
light. Dust-, dirt-, wind-, and rain-proof. 


Emburys are money makers. Let 
us send you catalog and prices. 


EMBURY MANUFACTURING COMPANY 


WARSAW, Dept. AB §# NEW YORK 

















Probably not. But if the squeak is there 
it isn’t much of a help to your reputation 
as a carpenter. 


You can eliminate loose boards—the cause 
of squeaky floors—by the use of Reading 
Cut Nails. Because of their shape and 
rough surface they have 72% greater hold- 
ing power than round wire nails. Rico 
Hard Floor Nails drive straight through 
the hardest flooring without bending and 
get a grip on the joists or under floor that 
time and tread can’t loosen. 


They are also the correct nails for 
shingling, siding, studding and all wood- 
work that needs a permanent anchorage. 


We will gladly quote you prices. 


4 











READING IRON COMPANY 
READING, PA. 


World’s Foremost Manufacturers 
of Cut Nails. 


Owners and operators of the Cut Nail 
Plants and Businesses formerly: 
GEO. B. LESSIG CO., 
Pottstown, Pa. 


E. & G. BROOKE IRON CO., 
Birdsboro, Pa. 








on 
READING =e | 
CUT NAILS Send for 


this booklet _ 
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Y Desolvo is a fast moving, live specialty, 
—a sales builder. 





LI 
2 


Y 


In your own neighborhood thousands of 
homes—Hundreds of clogged pipes. Sell 
them Desolvo—Save their plumbing bills. 
Make your profits and create new cus- 
tomers daily. 


Desolvo is an intense heat generating sol- 
vent—Clears and cleans clogged or frozen 
pipes quickly, without fuss or muss. 


You push the first sale—Desolvo does the 
rest. Once used, your customers will 
never be without Desolvo in their homes. 
They will be regular buyers. 


Order a case today from your jobber. 
You will be enthusiastic over the way 
Desolvo sells. 


ee seme = 
hn 


4 The Chamberlain Company 


Kloset Klean re- 
moves sediment, 
stains and odors 
from toilet bowls 

without scrubbing. 


E 


| )ESUL 2><@RADEMARE<> 
Sewer and Drain 


iT ay 


Terminal Way 
Pittsburgh, Pa. 
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Making It Easy 
for You to Sell 


Good salesmanship starts with an appeal to the 
eye—through centering the attention on merchan- 
dise. 


With your merchandise displayed and protected 
under glass in Warren’s Sectional Fixtures, your 
goods are brought closer to the attention of 
customers, who often select and buy of their own 
accord and frequently, a better article is pur- 
chased than originally thought of or they had 
planned. 


Warren Fixtures 


Built on the Sectional Interchangeable Unit System, a 
few units can be installed and others added from time 
to time to meet business growth. Carefully designed to 
accommodate any retail hardware stock. 

If you figure their cost on the basis of years of service 
you find Warren Fixtures the most economical and con- 
servative investment you can make. 


Our years of experience in store planning 


are at your service without obligating 
you in any way. 


“There is No Substitute for Warren Fixtures” 


J. D. WARREN MFG. CO. 


159 N. State St. Chicago, Illinois 
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HERE is something more than the 
fast-growing demand for Revere 
Tires that has put Hardware Dealers 


solidly behind these great tires. 

The Revere arrangement for 1924— 
gives them a splendid chance to make 
real money. 


You will want Revere Cords and 
the new 30 x 3% “R” Tread Clincher 
Cords on your racks for the present 
season’s demands. 


REVERE RUBBER COMPANY 
1790 Broadway New York City 
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When Buying Sole Leather 


protection afforded you by the 


ALLEN 
YELLOW LABEL 


ALLEN’S SOLE STRIPS 


Made from real bark-tanned selected hides. 


THE STANDARD OF COMPARISON FOR OVER 


N. R. ALLEN’S SONS CO. 


consider the 


It guarantees the Quality. 





30 YEARS 
MANUFACTURED BY 


Dependable 
Lamps 


This is a service every 
home buyer expects 
from you. 


HANAN LAMPS 


pox 









fully satisfy your cus- 
tomer lighting needs at 
a good profit that con- 
tinually repeats. 

Write for Price List. 


Hanan Lamp Co. 


Incorporated 


Danvers, Mass. 














KENOSHA, WIS. 
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“Perfor” 





Screen Wire Cloth. 


subject of Screens. 


with it. One tells another. 





St. Louis, Mo. 


UC 


The “Home Town” Customer 


The Smiths, Browns, Jones—about every family 


Because every home his family visits and every 
family that visits his home usually bring up the 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 


Keep supplied through your Jobber. 
nn MO 


LUDLOW-SAYLOR WIRE . CO. 


in your town knows him. is seem 
A word from him means a whole lot, especially DEA SAYLOn 
when that word is “Perfect,” and the product is WIRF C0. 










































45 Warren St., N. Y. 
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“There is likewise a reward for faithful 
stlence.”—Horace. 


we HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 


Griffin Manufacturing Co. 


Erie, Penna. 








74 W. Lake St., Chicago, HL 
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WOOD 
SCREWS 
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Y -BRIDGEPORT. 


IRON—STEEL—BRASS— BRONZE 
AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


+ go ge 


George E. Quigley, 
Dan M. Bell, Dallas, nests = 
Méiten Pray Ce., San Franeiseo, Los Angeles, Seattle 


MYERS fcé:Sling Unload 
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ae HAT many farmers who de- 
Re vote extensive acreage to hay 
Ss and different kinds of grain % 
ile and fodder have adopted and are pee 
sponsoring Myers Sure Lock Un- 
ald loaders among their neighbors and 
ee friends is indicated by the number 
an of them being sold in different 
ee localities by Myers dealers. 
Large in capacity, extra well con- : 
oe structed throughout and endowed : 
ae with many late improvements— TP =e | 
giants in strength = yet easy to » ..S 
operate. Their performance during 
rush harvest is their strongest testi- DRAFT ROPE- 
monial and those who depend upon 
them to unload their crops from ae 
eee the wagon into the mow gladly a 
Rees confirm this testimony in appreci- 
ee ation of the unloading service they 
Bre render. 
oi For double steel or wood track, 
Bs for rope or cable draft, you will 
find MYERS SURE LOCK SLING 
UNLOADERS and the other styles 
of MYERS UNLOADERS, Forks. 
Slings, Pulleys, Tracks. Hooks and 
ER Fixtures, the best of sellers because 
Paes they perform so well when called ROPE TO 
into action. Evidenee of this is at TRIP CAR 
He hand in every farming community. ; Toany } 
ROR To find out more about Myers aN ELEVATION 
ees Hay Unloading Tools is but to 2 co OF LOAD 
Ze drop us a line asking for catalog : ‘ 
and prices for 1924. ; 
, » 


Te F.E.MYERS & BRO... 


ASHLAND PUMP AND |} : . 
HAY TOOL. WORKS [lk FOR STEEL OR 
ASHLAND, <= J = >. WoodTRACK * 
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” 
Save Time 3 Soda 
Grind and Distrib- * Nitrate of Soda 
ute in One Opera. a O K E R Ss and Fertilizer Dis- 
tion With tributor 


Light, durable, efficient. Pulverizes soda and evenly distributes as it 
grinds, to either one or two rows. Handy cut-off prevents waste at 
end of rows. Distributes from 50 to 150 pounds soda per acre or as 
high as 600 pounds ground fertilizer. Easily covers 15 to 16 acres per 
day. Spouts and wheels adjustable to row widths. A wonderful help 


in the even, economic distribution of soda and other fertilizers. Pays 
for itself quickly. 


COKER’S ADVANCED AGRICULTURAL MACHINES 


listed below are all manufactured along strictly practical lines for 
practical use by the farmer. In an effort to save time and money 
and make farming more profit- 
able these machines are built. 
It will pay you to investigate 
them. Protected by a name 
long since recognized for lead- 


ership. DEALERS WANTED. 


For Literature, Territory, Prices, Etc., 
Address 


Coker’s Pedigreed Seed Co., 


HARTSVILLE, S. C. 































Nitrate of 






Soda and 
Potato Power Soda Fertilizer 
Grater oe Se Grinder Dist’ butor 



























For Tight Joints 


“Tight floor joints depend largely upon the 
nails used,” said an old carpenter to a friend. 
“T always tell people that good Cut Nails prop- 
erly driven with the grain will make perfectly 





tight joints and the floor will ‘stay put’—and I 
also tell them that it requires less Cut Nails than 


Wire Nails to fasten a floor securely.” 


Dealers who sell TREMONT Cut Nails can rest 
assured they will meet every requirement—they’re made 


of Hardened Steel correctly tempered. 


Write for prices. 


Tremont Nail Company 
205 Lincoln Street, Boston 
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No. 213. 6” Wide. 


nd 


Hilger Ltd. 


New York 


Agents Wm. Rose & Bros. 


106 to 110 Lafayette St. Sharon Hill, Pa. 


“You always come 
back to W. ROSE” 


, said a delegate at the 1922 Bricklayers’, Masons’ and 
Wiebusch Plasterers’ Convention. 
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f 
HERE is a wide difference in the 
quality of glues. This difference 
in quality is reflected in repeat sales. 
Sure-Grip Glue is as good glue as 
can be made. It’s called ‘“The Glue 
with a Grip.”" And it sure hangs on 
—and “repeats.” Order a carton or 
two from your jobber and see how 
fast it sells. It will open your eyes 
to a new avenue of profit. 
Stock up at once. 


: q yr 
Ngee’ ®, 


Set» A o Ro oe 
bas epi ae aT oF 
a De 4 Bo RT AS. s 7 _ we 
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Sure-Grip Adhesives, Inc. 
6 Sheridan Ave.,Albany,N. Y. 











WELL DISPLAYED 
IS HALF SOLD— 


This is especially true of such a well-known, 
high quality line as 


K&E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 
plete and in good order, 





It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


. SEND for DETAILS 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. 8. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
616-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying instruments, Measuring Tapes 











Athol U-Beam 











ATHOL VISES 


The demand for a dependable vise to meet the 
needs of the individual for garage, work shop, 
home and farm use is met in the Athol 
U-Beam. It bolts to the top of bench like a 
machinist’s vise. Rugged in construction and 
well finished, it has the same high-grade mate- 
rial and workmanship that is used in the pro- 


duction of ATHOL Machinists’ Vises. 
Catalogue No. 36-C is now ready. 


Athol Machime & Foundry Co. 
Athol, Mass., U. S. A. 








February 14, 1924 





























February 14, 1924 HARDWARE AGE 93 


When F riends 
Stay Over-night— 












Visitors will subconsciously be impressed by a 
housewife’s selection of furnishings. The smallest 
detail does not escape notice. Fortunately this 
failing is something every woman knows and pre- 
pares for. 








“Ringco” Bath Room Fixtures offer 
a complete line of bath fittings to the 
most exacting trade. There are over 
., 273 different items in our catalog to 
‘gselect from. New styles are being 
y added from time to time. 


Write to our nearest office for copy of catalog. 


A new Bath Soap. Solid Brass, Heavily AMERICAN RING COMP ANY 


ickel Plated and Polished. Size 5% x 4 
_ “A Waterbury, Conn., U. S. A. 
inches. 
Branch Offices: Boston=—-170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. Chicago—29 DB. 
Madison St. 
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Lt) Write for latest 
Booklet and 
Frice List 


We pay 
the Freight 
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VICTOR 


WW BABCOCK8 CO. BATH,N.Y. 
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“THE 
RELIABLE 
LINE” 


SCREWS 


Imcorporated 1904 


ba REW CO. 
Veuliimesiel o- aac a. 
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BA. %. &, §RON. BRASS ry, 
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KIMBALL N92 


d Power 


Elevators 


Kimball Hand Power 
machines are simple, prac- 
tical and easy to operate. 
Fitted with roller bearings 
they need no oiling, yet 
they run smoother, with 
less friction than any other 
hand power machines 
sold. Easily installed by 
anyone handy with a saw 
and hammer, asthe partsall 
come sawed, drilled and 
fitted ready to install. 


Write for booklet on hand 
power machines. 


KIMBALL BROS. CO. 


1117-41 9th. St. Council Bluffs, lowa 





J.M.Carpenter 
Taps and Dies 


When you want a line of Taps 
and Dies, insist upon this 





















REGISTERED 
<RADE-MAp, 


C 








It means “Carpenter Quality""— 
Uniform — Precise — Durable. 
Favorites for over Half a Cen- 
tury, they remain the Favorites 
today. 








There is a Kimball El- 
evator built for every 
requirement. 





SEND FOR CATALOG 


J. M. Carpenter Tap and Die Company 


ete > (| MBALL BROS CO 


COUNCIL BLUFFS. IOWA 




















MORE SALES FOR YOU 4 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 


They sell on a reputation established by more than thirty years of high class service 
and they stay sold. This means permanent profits. 

The Blizzard is simpler in construction and a trifle cheaper, but selis as well as 
— Lightning or Gem and should be ordered with either style to satisfy the 
eman 

We suggest placing your order early for shipment later, as you may direct. Be 
sure to include request for sales helpp—THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St.-& Lehigh Ave., Philadelphia 


GEM 


and 
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Ezyrun Pulleys Cannot Freeze—They Are Protected! 


he housed and protected from storm, snow and sleet, “Ezyrun” 
ulleys are a decided improvement. They cannot freeze or rust. ; ° 
Being operated on Ball Bearings they are noiseless and so perfectly Will Not Cut Line 
adjusted a child can pull any load. All squeaking and tugging is 
eliminated. 








The line cannot slip or tangle, and a broken rope can be easily 
replaced by tying a new one to the old line—No reaching or climbing. 
“Ezyrun” sells at a reasonable price with a liberal profit 
to Dealers. Ask your Jobber to supply you. If he cannot, 

write us for prices and details. 








EXTERIOR DESIGN 








‘‘Ezyrun”’ makes a he r 1} lley a \ ’ I Cc. Th t sh I 
. This cut shows the interior 
good Pulley. for 85 Fifth Ave. Brooklyn, New York construction. 


Gymnasium 























FORSTNER 


Labor Saving 


AUGER BIT 






The Dealer that 







stocks 








Bores Any Arc 


of a Circle 


GENUINE 
Many || ARMSTRONG 


New Uses Stocks and Dies 


The Forstner Auger Bit, un- 

like other bits, is — by its 
circular rim instead of its center : 
consequently it will bore any arc of Holds the 
a circle, and can be guided in any 
direction regardless of grain or knots, 


j leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe ‘tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 


scalloping, fancy scroll twist columns, newels, rib- 
bon molding and mortising. 


















Send for Catalogue. 


The Armstrong Mfg. Co. 


The PROGRESSIVE MFG. CO. Pin a ia a New Yooh Oflee 


ORRINGTON, CONN. Bridgeport, Conn. 248 Canal St. 


OLIVER-IR(N-AN])-STEEL 
= WN ATION > seta 


BOLTS, NUTS, WASHERS, WAGON FORGINGS,TELEPHONE SCREW RAILROAD SPIKES, 
RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE TRACK BOLTS, STEEL BARS, 
GRUBHOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES, CONCRETEREINFORCEMENT BARS. 


EASTERN OFFICE PACIFIC COAST OFFICE 


SO CHURCH ST., NEW YORK CITY. MONADNOCK BLDG. SAN FRANCISCO,CAL. J 
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G-W Ice Tools for Every Purpose 


7 VERY type of tool used in the ice 
business is built by the Gifford-Wood 
Co, All G-W Ice Tools are ruggedly con- 
structed and absolutely dependable in 
service. Over 100 years of experience are 
built into every one. 


Catalog No. 80, describing the complete 
line, will gladly be sent to you on request. 


Main Office: HUDSON, N. Y. 


New York Chicago 
Boston Pittsburgh 





G-W ‘ 
Car Ice Hook: 








G-W 
Icing Hook 





ICE MACHINERY AND TOOLS 





G-W 
Boston Tongs 











TRADE 


SPRING HINGES 


Cabinet Spring Hinges 


These hinges are constructed 
to comply with the demand 
for hinges for doors having 
narrow stiles. They can be 
used on stiles and jambs as 
narrow as one inch. 


MARK 








Townsend’s 
Wire Stretcher 





If you are not prepared to supply this 
stretcher to your trade you should look 
to your needs at once. Here is the orig- 
inal Townsend stretcher as made and 
sold for more than 30 years. It is the 
only successful and practical one-man 


The hinges are made of 
heavy wrought metal. The 
spring is of the best temp- 
ered wire, the tension of 
which can be adjusted, mak- 
ing it desirable for both 


woven wire stretcher made and is equally 
as practicable for plain, twisted or barbed 
wires. We are telling users about this 
tool in nine leading farm papers and you 
will surely have calls for it. If your 


light and heavy doors. 


Chicago Spring Hinges are 
made in all types to meet all 
requirements. 





jobber hasn’t it, write us direct. Send for catalog H-39 


F. J. TOWNSEND | | Chicago Spring Hinge Company, 


PAINTED POST NEW YORK 


































| CHICAGO NEW YORK 
all Bearing [it Gi 66 99 
Tals SAP att ANCHOR BRAND 
a n or : 
years for family |, 
ue CLOTHES WRINGERS 
prchop 
Have been true friends to housewives for over a BRAND 
generation. 
The satisfaction they give makes more sales and wins — 
more friends. 
Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 
Best on Earth. Every One Warranted. L.M. CO. 
° ERIE. PA. 
Lovell Manufacturing Co. 
ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 
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Twenty Years 
of Leadership 


There never yet has been a 
“just as good” or a “same 
thing” substitute for Hoppe’s 
Nitro Powder Solvent No. 9. 


The one reliable cleaning 
preparation for modern fire- 


arms. Removes all powder 
residue, metal fouling and lead- 
ing. Prevents rust in any 


climate. Not made with acids. 


Twenty years without a 
single rival in keeping gun 
barrels clean and bright for the 
shooters of America. 

















Keep It Moving 


and-red packages where they are easily seen? Your jobber will 
supply you. Write us for any desired information. 


FRANK A. HOPPE, INC. 


For more than 20 years the Authority on Gun Cleaning. 


2314-H North 8th Street 


Philadelphia, Pa. 


Ye 
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Sold Only Through the Trade 





AGE 
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Have you plenty of the well known Hoppe’s orange-yellow- 














Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic-Avenue Boston, Mass. 




















UNCLE SAM WASH BOILERS 


Charcoal Tin 
Wash Boiler 


—— Made in 3 grades 
m and 2 sizes. No. » 
—13 x 11% x 22% 
in. No. 10—13 =x 
12% x 23%. 





High grade charcoal 
tin dome tops of 
IXX tin, copper bot- 
tom. Red, white and 
blue lithographed 
label paper. 


, Riveted handles with 
4: washers on each 
rivet. 


You Proud 
to sell them 


Strengthen your assortment of household appli- 
ances, sell the well known and well established 
Uncle Sam Wash Boilers. 


They’re essentially high grade, are made in copper in 
two grades, in charcoal tin with copper bottoms in 
three grades, in coke tin with copper bottoms in three 

ades, and in gnevensnes models in one grade. They 

ve a record of unusually long service, and their red, 
white and blue wrapper makes their sale mostly a 
matter of ringing up the cash and delivering them. 
See your Jobber or write direct to us about Uncle Sam 


Wash Boilers. 
STUBER & KUCK CO., Peoria, Iil. 


Manufacturers of Pieced Tinwear 

















No. 202 


Only the key can open it. 
It may be operated just like 
an ordinary night latch; or by 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. Thus 
locked, the bolt positively cannot be 
forced back or the door opened from 
a inside or outside without the proper 
ey. 

Also our line of Padlocks is complete in 
every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. We make 
over 1000 different patterns—all of best 
material. Write for Catalog 6. 


@® INDEPENDENT IOCKCO,@® 


LEOMINSTER, MASS. U. S. A. 


Mfrs. of cylinder locks, padlocks and key blanks 
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HOW TO BUILD AS YOU GROW 


With Heller Shelving it is not absolutely necessary to tear out all of your present shelving and install new modern equip- 
ment. Install At This Time a small combination. After a few months when the additional profits from the first installation 
warrant install one or more cabinets until your store is completely modernized with Heller's Hardware Shelving. 


Cabinet No. 606 Cabinet No. 605 Cabinet No. 602 Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Sise 23 feet, 5 inches long, 7 feet 1% inches high. 
Solid oak exposure, antique finish. 


EASY TO INSTALL, simply cut away enough of your 
present shelving so Combination No. 122 will fit in. 


It is not necessary to remove shelving higher than 7 
ay im inches as this will rest on top of Combination 
0. , 


Change can be made after working hours with your 
regular sales force. 


No interruption in your business and no confusion. 


Write TODAY for complete specifications and Catalog 
No. 26-A. 





Cabinet No. 322 Cabinet No. 3499 Cabinet No. 305 


w. C. HELLER & CO, - - - MONTPELIER, OHIO 


























BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 


1 Gal. Cans 2.25 per gallon 
hy “é “ 4 85 < 
vA «é «é 2. 45 ‘< é< 


FREIGHT ALLOWED 
not exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
for equal analysis. 








cure anywhere at any price. 


Progress Paint Mfg Co., Inc. HARDWARE AGE 


Louisville, Ky. (Verified List Department) 

















Analysis 
Outside White 

Lead and Zinc 90.60% 

Calcium Carbonate 6.00% 

Barium Sulphate 4.00% Size of Book, 7 x 10% inches 

Pure Linseed Oil 82.00% Hardware Age Verified List 
Mineral Spirits 5.50 7 OF WHOLESALERS AND RETAILERS 
Japan Dryers 10.00% is indispensable in economic direct-by-mail promotion work 
Solution 2.50% and also a helpful guide for salesmen’s calls. Every sales 

Analysis on each package manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. 
We confine ourselves to one dealer in a City. $10.00, postpaid 
Ask Us for More Information The most valuable mailing-list that it is possible to pro- 


239 West Thirty-ninth St. New York, N. Y. 
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BOX STRAPPING| 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 
the nails from slipping in driving. Round edges 
of strap do not cut the hands. 














a THE STANLEY WORKS 
= ap New Britain, Conn. 
300 feet New York Chicago San Francisco Los Angeles 
: eattle 


Manufacturers of Wrought Hardware and Carpenters’ Tools 
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Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 


Write for Catalog No. 22“A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers 


Manufacturers of Hacksaws Une-xcelled 


ATHOL, MASS. 
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Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 


When spark plugs are 
rusted in, it takes a many 
wrench to remove t 

We will guarantee our 
3620 to do this trick. 







The 3620 can be used on 
cylinder head bolts and 
will get the two under 
the dash. You can use 
it on water connections 
and other parts. 


Show this number 3620 to every Ford owner, 
it will make sales, show you a good profit 
and be a fast seller. 


WALDEN-WORCESTER 


Incorporated 
WORCESTER, MASSACHUSETTS 
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_ ROCK ISLAND PISTON VISE 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 


ROCK ISLAND MFG. CO. 





ROCK ISLAND, ILLINOIS 
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“QUICK-SET” 





STEEL 
FENCE POSTS 


OU can make addi- 

tional sales and in- 
creased profits by sell- 
ing “Quick-Set”’ steel 
fence posts to every 
field fence customer. 
Quickly, easily and se- 
curely erected. Eco- 
nomical for farm or sub- 
urban estates because 
they outlast wooden 
posts. Anda‘ Quick-Set”’ 


fence can be moved 


easily. [ 


Write NOW for special attractive 
prices on carload shipments, and 
circular “HA.” 


BUFFALO STEEL CO. \/ 





























Punched TONAWANDA, N.Y. ‘ixe 












THE HAMMER 
HOLDS 
THE TACK 


1 Robertson Horse Shoe Magnet Hammers’ 


| a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 








~ 











The Paine Expansion 
Shell is a D—n Good Shell. 


We 





Know § It. 


Hundreds of sat- 
ished customers 
prove it. You'll 
never know it ‘til 
you try it. The 
least expensive of 
all steel or malleable shells. 





Send 


for sample. 











~ . 1742 VAN BUREN ST. 
The Paine Co. mncane 
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ADJUSTABLE 
KEYC PIPE WRENCHES 


PATENT APPLIED FOR 





“Keystone quality.". Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 





RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 
a a ee 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


The Russell Jennings Mfg. Co. 


CHESTER, CONN. 

















STAR 


HACK SAW 
ad ‘eis BLADES 
lie. ‘with a reputation’’ 
Clemson Bros. Ine. 

FAlddictown, N. 7. 










DIETZGEN 


) Drawing Instruments 
and Materials 


are broadly used by your 
trade. A quick selling line with 
good poke at a small invest- 
ment. 

Catalog on request 





Drawing Tables, 
Boards, Scales, 
T Squares, Tri- 

angles, Curves, EUGENEDIETZGEN Co. 
Instruments, etc. Pittsburgh Philadelphia Washington 


Chicago New York San Francisco New Orleans 















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process a 
deep, perfectly-formed socket-holes—no chips in 
: the bottom. The entire length of the A N is 
utilized either for solid metal at the point, or — “ o~ 
for am wrench. All sizes in stock from % 1% in. 
any —. point or thread. Also Socket- Head Cap 
ih ap Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. tixrtrorb. Conn: 
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WON’T BREAK 


The hammer test scores the remark- 
able elasticity of Spaulding Hard 
Fibre. Because it won’t break. 
Spaulding Hard Fibre is the ideal in- 
sulator where vibration is a factor— 
and the material par excellence for 
countless mechanical uses. 


Spaulding Fibre Company, Inc. 
304 Wheeler Street - hac yas N. 














BURNLEY 


T he Soldering 
Paste that has 





Ui ts ~ satisfied cus- 
A a og Y tomers for over 
23 years. 
Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 
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There’s Nothing Better 
in Coil Fire Pots 
The No. 22 Coil Fire Pot has all of 


the latest improvements which add to 
its strength and durability and give 
added service to the user. Drawn 
steel tank fitted with patented cushion 
protection band is leak proof. It is 
tinned inside and out, which makes it 
rust proof. No. Fire Pot is care- 
fully made of the very best materials, 
thoroughly tested by burning and is 
practically fool proof. It saves time 
and fuel and lasts longer than the or- 
dinary Coil Fire Pots. Jobbers sup- 
ply at factory prices. Catalog mailed 
upon request. 





Patented 


No. 22 Fire Pot 
Ask for latest price. CLAYTON & LAMBERT MFG. co. 
10619 Knodell Ave. 


DETROIT, MICH., U. S. A. 
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GF - Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 


— =i 








Radio & Electrical Supplies 


Harr Alter’s “POCKET- 
”~™ BOOK” is a net price, monthly 
wie catalog containing hundreds of 
radio-electric bargains. Sent 
Ma free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. / 
Since all rices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.’ 


HARRY ALTER & CO. 


Dept. 23 




















PUMPS 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 





















Ogden & Carroll Aves. Chicago 
Improved pes 150 
Style “L” N= 10c pkts. 
Oak a Sell for $15. 
Counter . =\q Cost 10 
Cabinet ies meee 
Sx15x 1394 — 


MOORE PUSH-PINS 


Heede—Steod Pointe 

MOORE PusH-LESS HANGERS 
“The Hengear with the Twist’ 

fe “Hang Up Things’’ in homes, e¢filices and schecis. 
Your Jebber direst. 


oe 
MOORE PUSH-PIN CO. (Wayne Junction) Philadelphis 
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«ones 
~eeeuese 
eet ee were reeare Fe CCST EEO CORE Ree ee 







all profes- 
sional barbers, as 
well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


TTL 
swheceees 
Teeeeewe mer eeeene* 
eee te warn ee tee 
err rrr) Pi 
“ere 
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Koken Companies, St. Louis, U.S.A. 








MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 
Write for catalogue show- ,. 

ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411.N. 10th St. 
St. Louis, Mo. 


~ 














LATHYARN, 


HAY and 
HIDE ROPE 


HALTERS 
TIES 


and 





Manufactured by 


E. T. RUGG & COMPANY 


NEWARK, OHIO 
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Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Pwaches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


CS OSBORNE & Cc oa C. S. OSBORNE & CO., NEWARK, N. J. 
EWAPRK,N J ESTABLISHED 1826 
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Osborne High Grade Punches 




















CUSHION! | STRATTON ™* cx“ * 


TIRE | 
BSTORE LADDERS HAND LES 


Insure perfect shelf service for any line of mer- ow 
chandise. Deep tread steps, properly spaced, with STRA ON MFG. CO., Stratton, Maine 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without ; 
danger of falling. Cushioned Tired Trolley and 
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Truck Wheels eliminate noise and ei mea ‘ 
available for stock purposes. 
- ing. Thousands in £, om 


tion. Erection as simple as A, 

style—neat of design—nicely BRO. 

,use. Circular on vE LA 
EM onle- 















small space. Make top shelves oafely 
finished—any height ceil- 

ND. 
request. 





Ped 
Ta ! 


















U. S. Expansivn Bolt Co., 139 Franklin St., New York 


American Can TAPS 


Incandescent Lamps—A Complete Line Dies, Screw Plates 
CONSOLIDATED | ELEUTRIC 


208 Maple St. SS WINTER BROS. CO. 
American Can Company 


SILVER LAKE 













































for working stone, it’s ours. 





Electric 
Company’s Incandescent Lamp patents.’’ 
Bull Dog-Grip” 
SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass. 


| The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


TROW & HOLDEN CO. 


Barre Vermont 














TACKS 


GEO. BAKER & SONS 





BROCKTON, MASS. 





If it's the best tool you can sell 











and Dumbwaiters | Waltham, Mass. 
Write for Tubular and Bifurcated 


Energy hn — R ] V E T S— — 
BALE 'TI ES | 


214 New St. Philadelphia, Pa. 
Best Made—Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 




















Economy 
Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfz. Co. 


5350 Germantown Ave. 
Philadelphia, Pa. 

















GENUINE MARTY TRAPS | 


2,000,000 Sold 


Burditt & 
Williams Co. 
Sole Importers 

Boston, Mass. 


[SCYTHES AXE sy 


ane simee 1813. oa 1886. 


RI XFORD &: mon Highgate, Vt. 


Freiaht Elevators | YE J. L. THOMPSON MFG CO. 

















Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 





Sales Dept. 
1015 Union Bank Bldg. ‘Pittsburgh, Pa. 








EYELET TOOL CO. 


Manufacturers of Punches and Sets 


Metal, Punch Tubes, Punches and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free, Esigblished 1858. 


190 Dorchester Ave., Boston, Mass. 








CRAYONS 


FOR EVERY PURPOSE 


STANDARD CRAYON MEG. Co., 


DanVers, Mass. 











Isaac Church Expansion Bolt Co. 
East Norwalk, Conn, 


: “*Perfect’’ 
mn, 





The “Perfect’’ Pat. Feb. 28, 1922 
Leaders in Expansion Bolt Designs for 35 "Years. 











ELEVATORS 


and Dumbwaiters 
for House, Store or Warehouse. 
Write for ‘particulars. State your 
ieee as to size, capacity 
an 


The SIDNEY ELEVATOR Mfg.Co. 
Sidney, Ohio 


























February 14, 1924 






\SAMSON(CORT 


SAMSON OF ae RS 


c 


BRAIDED CORDAGE ¢3 a 7 
AND COVTON TWINES 


‘ BOSTON 


BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice ot skilled mechanics for three generations 


AGE WORKS) 
SASH CORD, CLOTHES 


LINES, SMALL LINES 
(Am AK, FC ewan 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 



















































































Waste for Cleaning, Wiping and Packing. 

Yarn Mops, Twine Mops, Thread Mops and Mop 
Yarns. 

Cloths for Cleaning, Wiping and Polishing. 

Wicking for Packing and Tufting. 

Caulking Cotton, Cotton Rope and Clothes Lines. 

B'eached Cotton for Nitrating. 


Send for samples and prices. 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. S. A. 


New York Office - - a 





TRAGE mere *°8 6 PAT OR 


20 Broadway 














WE PROTECT THE DEALER. 
BS BROWN & SHARPE ag ey co. 
I., U. S. A. 
'METAI COMPANY 


Providence, R. 
Te ME! Pres. and Treas, 
Bright Wire Goods 
Special Wire Goods 














Metal Stampings 
28 Cherry St.., 











Makers of Every 
Kind of Screw, 
Nut and Bolt. 


CORBIN SCREW CORPORATION 


American Hardware Cor?., Successor ; 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 




















WORCESTER, MASS. 
SATELLITE 
Incandescent Lamps 
A guaranteed Tipless are a fe yg =: 


Tungsten, Nitrogen, Mill Ball 
Lamps that gives absolute pi AR AR 


BEDFORD LAMP WORKS, INC. 
22 Hudson Street, New York City 








BARTLETT Two Hand Pruner dead 777 


Principle of design is op- 
posite to usual construc- 
ton. Left hand holds hook 
handle — Right operates 
pruning blade. Hook re- 
mains stationary as blade o> ma 

closes. No bark injury. “Drop Forged Blades 

e. 


BARTLETT MFG. CO., 430 E. Lafayette Ave., Detroit, Mich- 





























PRIEST’S CLIPPERS 


have been the standard— 
since 1865. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 








BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 


















J. H. WILLIAMS é& CO. 
“The Dro o ivan’ 
BROOKLYN- X-SUFEALO~C = CHICAGO 











18% Were Sold Direct 


1055 Housewives requested Hill Clothes 
Dryer information in 1922. 18% were 
sold direct because we had no dgalers there. 
Received over 2800 inquiries so far th 
year. 

HILL CLOTHES DRYER CO. 
39 CENTRAL ST. Worcester, Mass. 


—_ ~~ Metropolitan District 
an Kornahrens, Inc. 
111 ,oo—— St., New ‘York City 














THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at . 
1000 MILITARY RD., BUFFALO, N. Y. 








UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














UNIVERSAL ¢ramr 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. Put on in less than a 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. ‘Trademark on every — and carton. 
Get them from your jobber—or write 


UNIVERSAL eenneensas. CORP. 
Hackensack, N. 








The —— Soenee w 
- brings the best Jachle thats 
tomers, and the Sent Pachisng 
—— are the kind . ° ° ~~ 
want “Abbey & id 

imbrie™ —s If 

already 
handling thie lon g- 


recognized leader in 
inctelam fishing tackle ABBEY & IMBRIE 
1836 po fgg Fd gel of Baker, Murrey & Imbri 


alog. Identification as 
dealer in fishing tackle essential. 97 Chambers St., New York 
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Box Display: $5.00 for 1 inch—$4.00 for each additional inch 


10% Discount for 4 insertione—15% Discount for 8 insertions 


Positions Wanted Advertisements—50% off the above rates 


Set Solid: $3.00 for minimum of 50 words—6c for each additional word 
All Caps: $4.00 for minimum of 50 words—Sc for each additional 


word 








Business Opportunities 


Business Opportunities 


Sales Accounts Wanted 








TYPEWRITERS—AIll makes of 
slightly used machines, $20 up. 
Easy monthly payments if wanted. 
Free trial. Express prepa'd. Guar- 
anteed two years. Write today for 
price list. Payne Company, De- 
partment 282, Rosedale Station, 
Kansas City, Kan. 





FOR SALE: Hardware Store. 
Clean stock and up-to-date. Cash 
trade. Established 25 years. Fire- 

roof building. Town of 4000. 
Eastern Pennsylvania. Twenty miles 
to nearest city. Industr’es always 
busy. No labor troubles. Selling 
reason, owner has other interests 
take his time. A real proposition. 
Address Box F-989, care HARDWARE 
AcE, New York. 





FOR SALE: Hardware store and 
Dwelling combined in central Penn- 
sylvania mining town catering to 
about 3000 people. No competition. 
Tinning and plumbing combined. 
Property is in A-1 condition with 
all conveniences. Property, tools 
and fixtures about $27,000. Pros- 
pects for about 25 new houses this 
year. Address Box G-2, care Harp- 
WARE AcE, New York. 





FOR SALE: An up-to-date hard- 
ware business. Located in a good 
town in Western New York. Rea 
son for selling to settle an estate. 
For particulars write lock box 205. 
Arcade, New York. 





FOR SALE—An up-to-date stock 
of hardware in prosperous section 
of Central Ohio. Population of 
town, 400. Will invoice with fix- 
tures about $10,000. Will also sell 
store building, 2-story, 40 x 60, 
and 10-room modern dwelling. If 
you want a going business investi- 
gate this. Address Box G-21, care 
Harpware Ace, New York. 





FOR SALE—Hardware store and 
auto accessories. Stock up to date. 
Cash trade. Twenty minutes to 
heart of city. No opposition. 
Owner has other interests to take 
his time. A_ real proposition. 
Over 1200 automobiles passing place 
daily. Address 3827 Falls Road, 
Baltimore, Md. 





Are you looking for hardware lo- 
cation? Come to Sunny Colorado. 
In the best town of its size in the 
state. Located in fertile, irrigated 
valley. Sell building or give de- 
sirable lease. Stock and fixtures 
$18,000. All bright and _ clean. 

erms on part. Fine _ building. 
8000 feet floor space. Other than 
business reasons for selling. 
clean cut proposition that will make 
you rich. No agents. No trades. 
Address Box G-16 care HarDWARrE 
Ace, New York: 





FOR SALE: Good going hardware 
store in South Central  IiIlinois. 
Town’s population 2000. Only hard- 
ware store here. a | a nice busi- 
ness. A fruit and dairy section. 
No old stock. Up to date in every 
way. Good brick building and ware- 
house. Cheap rent. Have made big 
morley and books will show. Best 
reasons for selling. 3 to 4 thousand 
dollars will handle deal. An _ op- 
portunity of a lifetime for some 
one. 700d investment. Address 
Box G-17, care Harpware Ace, New 

or 





DEALERS WANTED to handle 
Coker’s Agricultural Machines. 
Each machine fills long felt need. 
Customers unusually well pleased 
with them. See our advertisement 
in this issue, page 91, and write to- 
day for dealer’s prices, terms, ter- 
ritory, etc. COKER’S_ _‘—~ PEDI- 
— _ COMPANY, Harts- 
ville, . 





Help Wanted 





A Wide Awake Organization 


wants a sales agency in New 
York, Metropolitan District, for 
another meritorious article. Sales- 
men now calling on hardware 
trade, hotels, hosp‘tals and fac- 
tories, 5th Avenue office and show- 
room. Mutual exchange of refer- 
ences expected. Address Box G-19, 
care HARDWARE AGE, New York. 











Sales Representatives 
Wanted 














Salesman Wanted—A_ growing 
hardware firm in a rapidly growing 
locality is in need of an outside man 
who can handle hardware, paint, 
etc. Must be steady, reli ‘able and 
able to get the business. State age, 
experience and references. Address 
Box F-992, care HarpWARE AGE, 
New York. 





WANTED—HARDWARE 
SALESMAN FOR ROAD WORK. 
MUST BE OVER 25 YEARS OF 
AGE AND EXPERIENCED. A 
GOOD OPPORTUNITY FOR THE 
RIGHT MAN. ADDRESS BOX 
r-997, CARE HARDWARE AGE, 
NEW YORK. 





BUILDER’S HARDWARE man 
to become associated with us on a 
profit sharing basis. Essentials are 
experience in reading plans and 
specificatiins and to sell the Archi- 
tect and Builder. Write J. W. Fox 
Hardware Corp., 185 Madison Ave- 
nue, N. Y. City. 


Manufacturers Agent covering 
wholesale, large retail hardware, de- 
partment stores and automotive ac- 
cessories in Pennsylvania and New 
York States, desires exclusive sales 
right for real live lines. Must be 
lines which will give satisfactory 
returns for an honest intelligent ef. 
fort. Unquestionable references fur- 
nished. Address Box F-947, care 
HarpDWAarRE AcE, New York. 


Responsible selling organiza- 
tion invites correspondence from 
manufacturers of tools, hard- 
ware specialties, similar lines, 
desiring representat‘on on the 
Pacific Coast. Competent also 
to take care of National or In- 
ternational distribution of Spe- 
cific lines. Exclusive eee 
sentation only considered. 
erences exchanged. Address Box 
4, care HarpWareE AGE, 
parket Street, San Francisco, 
al, 











LET US oa ee “kee” 
PRODUCTS T EW 
ENGLAND “MARKET 


A manufacturer of an article sold 
to the New England wholesale hard- 
ware and woodenware trade durin 
the summer and fall months, woul« 
like other lines to distribute, pref- 
erably those which have principal 
demand during winter and spr‘ng. 

Can offer service of selling, ware- 
housing, and truck delivery to Bos- 
ton. Situated within three miles 
of Boston, an ideal location for rail 
and water shipping facil'ties. Ad- 
dress Box F-990, care HaArDWARE 
AcE, New York. 








Established manufacturer wants 
salesmen calling on hardware, house- 
furnishing and auto accessory trade, 
to handle new items as side line. 
Goods are high grade and some: 
thing needed by everyone. Liberal 
commission, protected __ territory. 
State lines now handled and terri- 
tory covered. Address Box F-955, 
care Harpware AGE, New York. 








Positions Wanted 





Salesman, 25 years of age, with 
nine years’ experience in the hard- 
ware trade, both inside and out: 
side, desires connect’on with re- 
liable house in the middle west. 
Address Box G-12, care HAarpWArs 
Ace, New York. 





MAN THIRTY-TWO YEARS 
OLD AND MARRIED WISHES 
POSITION IN BUYING DIVI- 
SION OF A TARGE NEW YORK 
CITY TOBBER, EXPORTER OR 
SYNDICATE, FIFTEEN YEARS’ 
EXPERIENCE IN HARDWARE, 
CUTLERY AND TOOLS. _ CA- 
PACITY OF BUYER FOR PAST 
SEVEN YFARS. ADDRESS BOX 
G-3. CARE HARDWARE AGE, 
NEW YORK. 





Young man, 26 years old, wants 
position in retail hardware store. 
Six years’ experience. Can sell, 
keep stock, do anything. Have had 
good stove experience, also window 
decorating. References if des‘red. 
Connecticut, New York, Pennsyl. 
vania or "New Jersey preferred. 
Address Box F-984, care HarpWarRE 
Ace, New York. 





The regular use of this page will 
develop replies that are -valuable to 
you. Man power is the asset of 
your business. Open an_- avenue 
that conducts available man power 
across your desk. All men need 
opportunity. See what opportunities 
are continually opening. As a help- 
mate with minimum cost use the 
classifications of this section regu- 
larly on schedule. Rates above. 


Cooperation gladly given. 


AN EXPERIENCED 
WARE, STEEL AND MILL. SUP. 
PLY SALESMAN WOULD LIKE 
TO GET IN TOUCH WITH A 
FEW ppb A eta 
ING FOR SENTATIO 
IN SEATTI. FE. ST PERRITORY, 
saat = A_ BROKERAGE OR 

BASIS. CORR 


SPON DENCE. py ed ITED. REF- 

RENCE TREET, MA- 
RINE NATIONAL BANK. AR- 
THUR _A. FOUNTAIN, 912 
WESTERN - AVE., SEATTLE, 
WASHINGTON. 





Sales Representatives 
Wanted 





Agents to sell THE WEIGHT 
SL IDE RULE to machine and forge 
shops. Write for circular: The 
Hornyak-Kelly Co., 620 South 51st 
Street, Philadelphia, Pa. 


SALESMEN desiring an_ excel- 
lent side line for the hardware and 
department store trade, secure our 
proposition to sell our popular line 
of labor saving Magic Weeder Hoes. 
Give full particulars as to age, ex- 
per‘ence; line now sold, extent ot 
territory covered, etc. Reichard 
Mfg. Co., Bangor, Pa. 





You want something. A position, 
line to be represented, to buy or 
sell a business, This section can 
— ou. Others read here just as 

. oe Let them read your needs. 

a the postmen who run over the 
country with HArpware AGE run 
for you. Little investments on this 
page tie together wants and bring 
returns. ay we help you word 
your “‘want.” See rates above. 





Wanted salesmen to sell our prod- 
uct as a side line to the Hardware 
and General store trade in_ sole 
leather strips and soles, also the well 
known makes of rubber heels and 
composition soles, in the different 
states on a 10 per cent commission 
basis. Write for information. State 
terr‘tory you cove M. Power & 
Sons, 326 North Third St., Phila- 
delphia, Pa. 





WANTED — SALES REPRE- 
SENTATIVE—Stove and Range 
Salesman for nationally known line 
—preference will be given to those 
acquainted with the trade in Ar- 
kansas, Louisiana, Mississippi and 
Tennessee. Consideration will only 
be given applicants who have a 
record of Sales Performance— 
seasoned and can deliver. In an- 
swering state age, married or single, 
salary expected, your volume of 
sales for 1923. All answers treated 
in corfidence. Address Box G-20, 
care Harpware Acre, New York. 








SALESMAN wanted to call upon 
the Hardware Jobbirg and large 
Retailers in the Middle West on a 
commission - basis, with credit for 
repeat orders. Lines are now 
established and are receiving orders 
daily, but would like to have terri- 
tory covered at frequent intervals. 
Address Box G-18, care HarpWarE 
Ace, New York. 














Watch the Weekly Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 
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: THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Poultry and Rabbit Fence 


(Graduated Mesh) 


A big seller. Its popularity is increasing stead- 
ily each year. 


Spaces 1 inch high at bottom and 37% inches at 
top. Woven continuously with no cut ends to in- 
vite rust. Horizontal wires can be stretched tight; 
sagging or buckling eliminated. Users have come 
to realize that this fencing requires fewer posts 
than other types. 


Excelsior Poultry and Rabbit Fence offers you 
a quick moving, profitable, recognized staple. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 


WORCESTER BUFFALO PHILADELPHIA SAN FRANCISCO LOS ANGELES 





> 
OH 
SN 
SS 
SS 
SS 


SS 
\ 

















LOSE LORRY mene OS 























oe ee tS alle) Ep 








February 14, 1924 


HARDWARE AGE 








= 





“4 


~ One of 


‘The greatest demand for Sterling 


Wheelbarrows is in the Con 
tracting, Foundry and Mining 
Industries, where wheelbarrows 
are subject to the roughest pos. 


. sible service. 


Regardless of service—there 


-is no reason why a high qual- 


ity wheelbarrow should not be 
furnished wherever a wheel. 
barrow can be used 

For engine rooms or indus- 
trial plants, for greenhouses 
or farms, for the home gar- 
den and lawn there 1s a Ster- 
ling Wheelbarrow designed 
for the purpose andif itisa 
“Sterling it will wheel 
easier and last longe 


7 


a 







the Favorites” 
6d 


The Sterling line in. 
cludes a wheelbarrow 
for every purpose 
Write now for our 
handsome catalog, 
and special price to 
ealers- 


STERLING Wheels Have 1/0 Spokes 
Others Have 8 


STERLING Wheel Hubs 
Have Se/lf- Oling Besrrings 


——— —~ 
P re 


iat 


STERLING Legs 
Are Eguipped With Shoes 


Ste rlin G (Wheelbarrow ee Kilwaukee Cen 


Boston, New York, Ch icago, Cleveland, Detroit. St. Louts 
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WRITE FOR NEW CATALOG 
‘Che HUENEFELD CO. CINCINNATI, O. 




















